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Auto Sales 


For 7 Months 


New-car registrations for seven 
months: 
1956 Pos. 
1—946,837 
—79 1,685 
3—339,122 
4—301,539 
5—276,495 
6—222,931 
7—168,843 
8—133,763 
9— 85,490 
10— 67,768 
. 11— 62,622 


Make 
Chev. 
Ford 
Buick 


905,912— 1 
884,300— 2 
446,441— 3 
Plym. 402,209— 4 
Olds. 342,733— 5 
Pontiac 312,875— 6 
Mercury 3,418 7 
Dodge 9 5S % 
Cadillac 84,849—10 
Chrysler 91,085— 9 
DeSoto 74,072—11 
Stude. 62,306—12 
Nash 57,082—13 
Lincoln 18,727—16 
Hudson 27,974—15 
Packard 31,708—14 
Imperial 7,716—17 
1,051 Cont’l 
50,743 Misc. 32,022 
Total All Makes 
3,623,484 4,165,020 


12— 50,692 
49,900 
25,923 
21,453 
20,595 

6,032 


By Maynard M. Gordon 
News Editor 

UMMER has brought the first 

substantial change in the new- 

car sales lineup, with Ford the 

gainer at the expense of General 

Motors. 


Ford Motor Co. registrations 
for July, according to R. L. Polk, 
were the highest for that com- 
pany in the seven 1956 months 
computed thus far. 

At the same time, GM sales 
‘declined and the GM share of total 
“registrations fell below 50 percent 
‘for the first time this year. Ford 
=Motor's slice of total July sales 
rose to 29.17 percent, against GM's 


oe * 
ORECASTS of “disappointing” 
July sales were rapidly for- 
Sgotten by the pessimistic crystal- 
"gazers last week when Polk 
released complete July data. 
' The final total was 534,997, which 
) was the third highest July in his- 
“tory. The only previous July totals 


Installment Credit 
On Autos Rises 
$131 Million 


ASHINGTON. 
stallment credit outstanding 
‘increased $213 million in July to 
‘total an estimated $29.1 billion, the 
Federal Reserve Board reported 


1955 Pos. 


Ford Shows Sales 
‘As GM Dips Below 


Consumer in- | 


billion | 


The Newspaper of the Industry 


Published Weekly at 
2666 Penobscot Bldg. 


Scoreboard 


For July 


New-car registrations, all states 

for July: 
1956 Pos. 

1—141,737 

2—125,952 

3— 44,928 

4— 44,221 

5— 38,294 

6— 30,618 
J— 25,951 

8— 20,176 

9— 11,681 

10— 10,235 

8,962 

7,281 

6,251 

4,025 

2,814 

2,680 

766 


Make 
Chev. 
Ford 
Buick 
Plym. 
Olds. 
Pontiac 
Mercury 
Dodge 
Cadillac 
Chrysler 
DeSoto 
Nash 
Stude. 
Lincoln 
Packard 
Hudson 
Imperial 
114 Cont'l 
8,31L Mise. 


Total All Makes 
534,997 647,245 


150,077— 1 
143,197— 
64,933— 
58,645— 
52,359— 
47,330— 
35,114— 
23,615— 8 
10,870—10 
12,613— 9 
10,865—11 
9,821—12 
8,995—13 
3,225—16 
4,918—14 
4,354—15 
986—17 


5,328 


Further details on Page 62. 


ain 
0% 


which were hi 
(647,245) and in 4950, with 609,926. 

Moreover, dealer reports in- 

dicate sales held\ up in August. 
The industry enteked August with 
nearly 600,000 new\cars in stock 
and found that the beginnings of 
cleanout sales met With surpris- 
ingly steady demarid from con- 
sumers. 

By capturing 29.17 pe rent of July 
sales, Ford Motor rose \above the 
27 percent range at whith it had 
hung for four consecutive months. 

The company’s total for the first 


«¢ ‘ontinued on Page 4, Col.\ ‘)) 


1955 Pos. 


er were last year 


DETROIT, SEPTEMBER 10, 1956 


By John K. Teahen Jr. 

Staff Writer 
UTO dealers, having weathered 
|+*% several lean months, are look- 
ing forward eagerly to the fourth 
quarter when they feel sales and 
| profits will rise, it is revealed in a 
nationwide survey by AUTOMOTIVE 
News. 

They expect the cleanup to be 
orderly. Most of ihem believe 
they'll be out of ’56s by introduc- 
tion day. Few envision any losses 





during the cleanup, and some JR 


think it may be the most profit-/ 
able season of the year to date/ 
Factory-dealer relations afe 
“good,” “better” and “excellent’/ in 
most parts of the country. Onl 


Inside 
Auto News 


Suit attacks R. t Dealer 
Commission. / 
Page 3. , 


Studebaker spflls out 
comeback — 
Page 2. 


its 


Safety comnfittee closes 
investigation of Big Three. 
Page 4. / 


Safety prégram brings 
dealer profits. 
Page 26. 


New-car and truék registrations and 
new-car prices, / Page 62. Detroit 
auction, Page 4; other auctions, 
Page 58. Vehicle production by 
makes, Page 70. 
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~an 
Founped 
1925 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


Portland, Gre., is there any great 
amount of displeasure, An observer 
there meationed a “prevailing opin- 
ion amohg dealers that the manu- 


Ar¢éa-by-area reports on Auto- 
motjfve News dealer survey begin 
on Page 55. 

fagturers are not sincere in their 
factory-dealer relations programs.” 


* * 


EPLIES to AvtTomotive News 
correspondents were unmistak- 
ably optimistic on all counts, 

Dealers in such widely scat- 
tered spots as Dallas, San Fran- 
cisco, Chicago and Hartford all 
said they expected profits to climb 
during the rest of 1956. Salt Lake 
City and Jacksonville were other 
areas sharing this view. 

New Orleans dealers said the out- | 
look hinges on the availability of 
1957 models early in the run, while 
Spokane retailers are hoping that} 
forecasts of good crops hold true. | 
The city is the center of a rich} 
grain producing area. 

* 2 + 


ENVER dealers were on the 

pessimistic side. Many said they 
feared the fourth quarter would 
follow the pattern set so far this 
year, i.e., low profits. 

New Yorkers are hopeful, but 
the last three months have con- 
fused the Gotham dealers, June 
and July, contrary to general 
trends, were fairly good, but Au- 
gust nosedived in both sales and 
profits. 

Dealers there feel the fourth 
quarter will not greatly improve 
their full-year profit standing. 

Los Angeles said the e cleanup 


-Fribley Asks Makers to Hold Prices on 757s 


ORK HARBOR, Me. — Cark E. 
Fribley, president of NADA, 
said here last week that any ib- 
creased manufacturing costs of 


car and the price of the new cars 
not only increases the strain on the 
consumer's budget, but may well 
create a psychological atmosphere 


1956 automobiles should be abA unfavorable to new-car purchases. 


sorbed by 
manufacturer. 
Fribley, ad- 
dressing the 
annual conven- 
tion of the 
Maine Auto 
Dealers Assn., 
said that deal- 
ers were 
able and the 
public was un- 
: willing to ab- 
Cari E. Fribley sorb higher 
prices on improved 1957 models. 


He said, “automobile owners of 


the \ 


* x cd 
HE difference between the 
price of the new car and the 
valie of the used ear is just too 
great for the average owner of 
two Yo three-year-old automobiles.” 


He\ added that the condition 
was complicated by the large per- 
centage. of 36-month finance con- 
tracts in 1954 and 1955. He said 
that these extended terms do not 
give the customer any equity in 
his car until 20 to 24 months of 
payments and, therefore, may 
literally take him out of the mar- | 
ket for two to three years. 


praisal of the 1956 market last 
spring. Production schedules 
were cut in May, June, July and 
August about 34 percent from the 
abnormally fast pace of the same 
four months in 1955. Dealers, 
carrying over 900,000 cars on May 
1, the heaviest new-car inventory 
on record, aggressively sold only 
18 percent less cars than were 
‘Continued Page 69, Col, 1) 


Survey Finds 4th Quarter Confidence ... 


Dealers Await 


looks more profitable than early 
1956, and some Jacksonville (Fla.) 
dealers said it may show the high- 
est profits of the year because of a 
general shortage of cars in some 
lines. 
+ > = 
AN FRANCISCO, New Orleans 
and Chicago also reported no 
cleanup problems, with a New Or- 
leans dealer in a fast-selling line 
saying he had bought some cars of 
his make from _ nonfranchised 
sources for $75 above factory list. 
A Charlotte (N. C.) dealer told of 
paying $100 over factory list for 
(See SURVEY, Page 4, Col. 1) 


2-Year Low Due 
For Sept. Output 


Only 235,000 Cars 
On Month’s Schedule 


By Martin L. Whitmyer 
Staff Writer 

wis Ford division, Gheysier 

Corp., American Moters and 
Studebaker unlikely to resume full 
production until after mid-month 
and with General Motors’ five 
divisions closing various plants for 
inventory, car output during Sep- 
tember is expected to total approxi- 
mately 235,000 units. 

That would be a 41.6 percent 
decline from the 402,537 cars as- 
sembled during August, as well 
as marking the lowest output 
month for autos since October, 
1954, when the manufacturers 
rolled 235,936 units off the lines. 
August assemblies were 10.3 per- 
cent below the 448,805 cars turned 
out in July and 34.5 percent under 
the 614,493 units assembled during 
August of last year. 

> 


& 


ABOR DAY inactivity chopped 
4 one work day from last week's 
schedule as car output tumbled to 
a 22-month low of 48,663 units. The 
total was 61.2 percent below AutTo- 
Motive News’ three-year index for 
car output and 164 percent below 
‘Continued Page 70, Col. 3) 


two and three-year-old models have 

- above the July 31, 1955, figure. |found it increasingly difficult this 

| The monthly increase compares |year to trade for new cars. 

" with rises of $562 million and $132 | “The increasing difference be- 

_ million in July of 1955 and 1954, | tween the tradein value of the used 
respectively. 


' More than half the credit total ° . - 
“consisted of automobile paper | IH Hikes Truck Prices; 
‘White Boost Expected 


ala amounted to $15.2 billion. | 
: i i f $131 mil-| 

i ae ae tereade <9 pone CHICAGO.—International Har- 
vester last week raised truck 


ion during the month and was | 

1 li higher than the figure | I 
2. iameee Wighes jlo compe | prices 5 to. 6 percent and said 
prices of construction equipment 


“at the end of July a year ago. 

would rise 1.7 to 6 percent effec- 
tive Sept. 20. Earlier, TH had 
tacked 5 percent onto its farm 
equipment prices. 

In Cleveland, John M. Bau- 
man, president of White Motor 
Co., said his company also plans 
to boost prices. “There is no 
question but that our truck prices 
will have to Ye increased some- 


~last week. This was $3.63 He continued: “The first effect of | 


extended credit terms, which} 
started in late 1953 and 1954, be-| 
came apparent this year when) 
these owners found increasing dif-| 
ficulty in their efforts to finance a 
trade for the 1956 models. 


“The higher percentage of 36- 
month contracts sold in 1955 would 
indicate that an even greater ef- 
fect would be felt on the 1957) 
models.” 


| 
| 
| 


e: +33 


yes was Fribley’s second blast 
at the proposed price increase} 


‘for the new models. In June, ad-| Sood deine the Mibhen 


| dressing the Consumer Credit Man- 
|agement Program sponsored by After playing a lone-wolf role throughout its half-century of existence, Ford Motor 
Columbia University Graduate Co. accepted last week a long-standing invitation to join the Automobile Manufac- 
School of Business Administration, turers Assn. The late Henry Ford's opposition to associations went back to the 
he said the. possibility of increased’ Selden patent fight. Since that time, however, the character of manufacturer associa- 
price tags on 1957 models “was the| tions has changed. Last week AMA also elected George Romney, president of 
gravest threat facing the automo- American Motors, president of the association. Looking over plans for the maker's 
bile business.” national auto show in December are Romney; lL. L. Colbert, president of Chrysler; 
Fribley said that auto manu-_ Henry Ford II, president of Ford, and Harlow H. Curtice, president of General Motors. 
facturers had made a realistic ap- , (Story on Page 2.) 


ONINSTALLMENT credit alate | 
standing at the end of July 
Rcscunted to $8.04 billion, bringing 
_ total consumer credit to $37.14 | 
billion. Noninstallment credit con- | 
pSists of single- payment loans, | 
“charge accounts and service credit. 

_ The $37.14 billion figure was $4.25 | 

>} billion larger than the credit total | 
fon July 30, 1955. The monthly! ‘ n 
increase was $50 billion. time this year because of in- 


The $15.2 billion in automobile , ©7eased costs,” he said. 
(Continued on Page 4, Col. 3) (a 
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Cost Reduction Is Core of Program... 


S-P Shoots for Profit by End of ’57 


By W. C. Lockwood 
Staff Writer 

W YORK.—A strong auto- 

mobile production and market- 
ing program which will show a 
profit by the end of 1957 is the aim 
of present Studebaker-Packard 
management, Harold E, Churchill, 
S-P president, told a press confer- 
ence here last week on the eve of 
a two-day showing for Eastern 
dealers. 

“We plan an aggressive new- 
model advertising campaign 
tailored to dealer needs,” said 
Churchill, and spoke of a “large 
and loyal dealer organization 
with plenty of sales potential” as 
the company’s greatest asset. 

Roy T. Hurley, president of Cur- 
tiss-Wright Corp., which signed an 
agreement with S-P Aug. 6 giving 
the auto firm needed financing and 
“management guidance,” was 
scheduled to introduce Churchill 
but could not appear. 

* * * 


OST reduction is the core of the 
new S-P program which Chur- 
chill described as “realism and 
common sense” adopted after a 





“long, hard look and reappraisal 
of our objectives.” 

Success, Churchill said, depends 
on the ability of S-P to maintain 
Studebaker’s first four months of 
1956 market penetration of 1.58 per- 
cent in a “rising market in 1957” 
plus “getting operating costs down 
to a point where the company can 
make a profit on volume which 
would be unrealistic for the in- 
dustry’s big producers.” 

The cost-reduction moves 
would be completed within sixty 
days, said Churchill. Some, such 
as consolidation of manufacturing 
in South Bend and a single sales 
force for Studebaker and Pack- 
ard, have been announced, 

Others were greater manufactur- 
ing integration with S-P producing 
a number of parts previously pur- 
chased from suppliers and “re- 
arrangement and modernization” of 
existing facilities. 

Churchill, in answer to a question, 
said S-P nad a dealer force of 2,100 
Studebaker and 1,400 Packard 
dealers, and that fewer than 150 
dealers gave up their franchises 
during the critical period when the 




















West Virginia Dealers Elect Officers— 


New officers of the West Virginia Automobile Dealers Assn. are, from left, W. O. 
Davis sr., Huntington, vice-president Region Three; T. A. Galyean, Charleston, 
secretary-treasurer; John D. Queen, Wellsburg, vice-president Region One; B. F. 
Sonderman, Wheeling, president; Joe McWhorter, Parkersburg, vice-president Region 
Two; A. W. Orndorff, Montgomery, first vice-president. 


DETROIT. — Two auto makers 
have commenced showings of their 
1957 models to dealers—Ford divi- 
sion today (Sept. 10) and Stude- 
baker last week (Sept. 6-7). 

Ford’s showings will carry on the 
rest of this week on a regional 
level, and next week a series of 
district shows will be held for 
dealers and their salesmen. 

Studebaker’s first showing was 
held in New York and will be 
followed this week by dealer dis- 
plays in Chicago on Friday and 
Saturday (Sept. 14-15). Los An- 
geles and western dealers will see 
the new Studebakers Sept. 21 and 
the last showing will be held in 
New Orleans, Sept. 23-29. 

Mercury plans a two-day dealer 
showing at Hialeah race track in 
Miami on Oct. 6-8. The first day, 
a Saturday, will be devoted to east- 
ern, central and western regions; 
the second, a Monday, to southern 
and midwest regions. 

Mercury said it was hoping for 





Washington State Sets 


Safety-Belt Standards 


OLYMPIA, Wash. — Retailers 
who sell nonregulation safety 
belts in the state of Washington 
can be charged with a misde- 
meanor under a code of minimum 


standards for motor vehicle seat - 


belts fixed by the State Commis- 
sion on Equipment. 

According to the standards, 
belts must be installed rigidly 
enough to withstand a sudden 
thrust, also the design of the 
buckle must incorporate a quick- 
opening mechanism. Belts must 
be at least one and seven-eighths 
inches in width and have tensile 
strength per occupant of 1,500 
pounds. 





Dealer Previews Begin 


Ford, Studebaker Hold ’57 Parleys; 
Other Makers List Schedules 





a 100 percent dealer attendance and 
said it was the first time that such 
an automotive event had been held 
in a major resort area. 

Broadway talent will entertain 
the dealers and their wives. Mercury 
said 25 motels along the beach have 
been reserved for the event. 

Lincoln’s dealer shows will be 
held in its 13 districts between 
Sept. 17-21. Atlanta, Dallas, Cin- 
cinnati, Cleveland, Detroit and 
Chicago will hold their events on 
Sept. 17. New York and Washing- 
ton, D. C., have planned dealer 
displays on Sept. 18; Kansas City 
and Twin Cities, Sept. 19; Los 
Angeles on Sept. 20. Boston and 
San Francisco will close the series 
of advance dealer showings on 
Sept. 21. 

American Motors plans a two-day 
Chicago showing on Sept. 24 for 
Nash dealers and Sept. 25 for Hud- 
son dealers. They will see the entire 
AMC line, including Rambler. 

Plymouth will show its cars to 
dealers from Sept. 21, in St. Louis, 
to Oct. 15, in Detroit. Dodge dealers 
will view their 1957 models during} 
the same time. 

The 1957 Chrysler and Imperial | 
will be unveiled to dealers in Detroit 
on Oct. 2 and dealer displays will! 
end in Denver, Oct. 24. 

DeSoto has announced its show- 
ings as follows: Boston, Oct. 5; 
Detroit, Syracuse, Fort Worth, 
Oct. 8; St. Paul, Oct. 10; Atlantic | 
City, Oct. 9 (this includes the New | 
York and Philadelphia regions) ; 
Cincinnati, Oct. 12; San Bernar- 
dino, Charlotte, N. C., Kansas | 
City, Oct. 15; San Mateo, Calif., 
Montgomery, Ala., Oct. 18; Omaha, | 
Oct. 19; Seattle, New Orleans, Oct. | 

22, and St. Louis, Oct, 23. 

Chevrolet dealers will be shown | 
the ’57 line starting in the latter) 

(See PREVIEWS, Page 4, Col. 5) 








negotiations with C-W were under- 
way. 
* * * 
H® ESTIMATED that 40 percent 
of S-P dealers were duals and 
said that as many as possible would 
be dualed in the future. However, 
he said, in answer to another 
question that a 100 percent dual 
organization is “practically unat- 
tainable.” 
“How will the exclusive Packard 
dealers exist until the 1957 is intro- 
(Continued on Page 66, Col. 1) 


Car Population 
Now Equal to 
Family Total 


NEW YORK.—The U. S. finally 
has reached the goal of more than 
one automobile per family. 

As of right now this country 
has as many registered cars as 
it has households — and by 1965 
the ratio of cars 
to families will 
be at least 1.2 
(probably higher) 
to 1. 

The dawn of this 
“second car” era 
was noted by 
L. Walter Lun- 
dell, president of 
Universal C.LT. 
Credit Corp., who 
said an estimate 
of his company’s 
economics department indicates 
that by 1965 there will be at least 
69,000,000 cars owned by the 
nation’s then-expected total of 
about 56,000,000 families. That 
would give the 1.2 car-per-family 
ratio. 

Present registrations, including 
cars used and owned for business 
purposes, now exceed in number 
the estimated 48,000,000 households 
in this country, Lundell stated. 

The increase in automobile regis- 
trations by 1965, Lundell said, will 
amount to about 44 percent, or 21,- 
000,000 cars. 

“These estimates are based on 
Government population forecasts 
and the past growth curve in regis- 
trations,” Lundell said. “But one 
important new factor has come into 
the picture which probably makes 
them conservative. That is the 
huge new highway program, which 
is bound to stimulate wider owner- 
ship of both first and second cars,” 

He said the two-car family rep- 
resented a permanent market for 
the industry, with replacements 
being made periodically just as 
first cars are replaced. Other 
major factors in the future growth 
of car ownership, he added, are the 
rise in family income; suburban 
living; greater demand by young 
people for cars, and the trend to 
more leisure time. 






L. W. Lundell 


Monsanto Cuts Price 


ST. LOUIS. — Monsanto Chemi- 
cal Co. has reduced the bulk price 
of its Santopoid 22 and Santopoid 
22-RI additives for multipurpose 
gear oils eight cents per pound 
(from 36 to 28 cents), according to 
John W. Newcombe, manager of 
petroleum chemicals sales, Organic 
Chemicals division. 





There'll Be a Packard in '57— 


Harold £. Churchill, president, Studebaker-Packard Corp. (left), chats with three 
members of the Packard-Clipper Dealer Council before the meeting held to discuss 
Packard plans for 1957. Left to right are J. P. Ledinsky, Grand Haven, Mich.; J. P. 
Mooney, McKeesport, Miss., and Max McLaurin, Jackson, Miss. The new Packard will 
be introduced in January, with production starting in December, Churchill said. 





Ford Joins AMA; Romney 


Heads Association 


DETROIT. — Ford Motor has 


| who was AMA managing director, 


joined the Automobile Manufac-|only 10 years ago, said, “Down 
turers Assn. Directors of the trade | through the years, Ford Motor Co. 
group last week approved unanim-_| has contributed wholeheartedly and 
ously the membership application | generously to industrywide projects 





of the nation’s second-largest auto 
maker. 


Ford’s action ended a 43-year 
holdout against association mem- 
bership. However, the company 
has enjoyed close ties with the 
trade group for a number of 
years and has participated 
in many of its activities. 
Henry Ford II, president, who 
attended the AMA board meeting 
last week, noted that his company 
has “benefited directly and in- 
directly from the great number of 
worthwhile programs conducted 
under (AMA) auspices.” 

He added, “In our opinion, how- 
ever, it would not seem to serve 
the best interests of the industry, 
the association or Ford Motor Co. 
to continue our relationship on an 
informal basis.” 

George Romney, American Mo- 
tors president, was elected AMA 
president, succeeding James J. 
Nance, former president of 
Studebaker-Packard. 

Other new officers are L. L. 
Colbert, Chrysler Corp. president, 
vice-president for passenger cars; 
E. J. Bush, vice-chairman and 
treasurer of Diamond T, vice- 
president for trucks; Harlow H. 
Curtice, General Motors presi- 
dent, secretary, and J. N. Bau- 
man, White Motor president, 
treasurer. 

Added to the board of directors 
were Ford, Ernest R,. Breech, Ford 
Motor chairman, and Harold E. 
Churchill, new president of 
Studebaker-Packard. 

Welcoming Ford Motor, Romney, 


Business Barometer 


Auto Production — 62,797 cars, 
trucks in week, vs. 95,077 year ago. 

Department Store Sales — Up 
8 percent from year before. 

Electricity Output — 11,340 mil- 
lion kilowatt hours vs. 10,906 million 
kilowatt hours year before. 

Freight Loadings — 770,413 cars 
in week, a decline of 16,859 cars from 
year before. 

Gasoline Stocks — 175,816,000 
barrels, a decline of 386,000 barrels 
in week. 

New-Car Registrations—3,623,- 
484 in 1956 to date vs. 4,165,020 
year ago. 

New-Truck Registrations—533,- 
411 in 1956 to date vs. 518,496 year 
ago. 

Oil Stocks — 276,907,000 barrels, 
a decline of 158,000 barrels in week. 

Soft Coal Production — 9,945,- 





000 tons estimated vs. 9,640,000 tons 
year before. 

Steel Output — 98.7 percent of 
capacity estimated vs. 97 percent week 
earlier. 

Used-Car Prices — $813 average 
in September to date vs. $833 in 
August. 

Wholesale Prices—114.6 percent 
of 1947-49 index, unchanged from 
week before. 

a 


Common Stocks 
Cops. Amp. 


6% 6 
693%, 
59% 
47% 

7% 


38.08 36.98 


1956 
High Low 


8% 6 
67 87 60 
63% 51% 
494%, 40% 
10% 6 


Am. Motors 
Chrysler 





Average 





of the association. Our relationship 
(Continued on Page 67, Col. 1) 


‘Oldsmobile Ups 


4 Executives in 
Sales, Advertising 


LANSING. — Oldsmobile has ap- 
pointed two assistant sales mana- 
gers and realigned responsibilities 
in its sales department, general 
manager Jack F. Wolfram an- 
nounced. 

Named assistant sales managers 
were George J. Clemeson for the 









ANS / 


S, F. Mehring 


‘o la 


G, J. Clemeson 


eastern U. S. and S. F. Mehring for 
the western U. S. Clemeson succeeds 
B. N. Barber, who has been pro- 
moted to general merchandising 
manager. Mehring’s predecessor, V. 
H. Sutherlen, recently was named 
general sales manager. 

Oldsmobile also elevated L. F. 
Carlson to director of advertising. 





L, F, Carison 


. Barber 


He formerly was advertising man- 
ager. 

Clemeson joined General Motors 
in 1941 as an insurance adjuster 
with Motors Insurance Corp. and 
transferred to Oldsmobile in 1945. 
For the last year, he has been 


| Southwest regional chief. 


Mehring has been with the divi- 
sion since 1949 and most recently 
was Midwest regional manager. 
Barber, a 16-year Oldsmobile vet- 
eran, had headed eastern sales since 
1952, and Carlson has been with the 
division since 1942 in various adver- 
| tising, public relations and executive 





capacities. 
i 
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—~ I should be serving ice | 
cream and cake or something 
today. It marks my 16th anniver- 
sary as conductor of this column. 
This is therefore the 833rd con- 
secutive “Dealers Tell Me.” I can’t 
estimate the number of words that 
have been set in type, for in addi- 
tion to this column many readers 
will remember other series, “A 
Guide to Automobile Selling,” 
“Letters to Salesmen” and the 
third, an inspirational series to the 
dealer's staff entitled, “Back Shop.” 

This week also marks my 47th 
year working in this vineyard. 
My trade connections began in 





1909 when Willys-Overland moved 
from Indianapolis to Toledo. It 
was there I first met automobile 
dealers and learned to admire 
and respect them. I soon became 
familiar with their hopes and as- 
pirations, their problems and dif- 
ficulties, Those were the forma- 
tive years of pioneering in a new 
field. 


| men. First pages are devoted to 


Early I perceived that the suc-| 


cess of the manufacturer depended 


upon the progress of the dealer. It | 


is therefore not surprising that I 
dedicated my manufacturing associ- 
ation to the interest of the dealer. 
I was rewarded and gratified dur- 
ing my 10 years with Willys which, 
at that time, was the largest pro- 
ducers of motor vehicles, save Ford, 
in the United States. 


Dealers rated my special atten- 
tion. All letters from the field were 
acknowledged within 24 hours. If 
I did not have the facts, the dealer 


Space Drawings 


Held for Chicago 
°'57 Auto Show 


CHICAGO. — The drawing for 
the exhibit space at the 1957 Chi- 
cago Automobile Show was held 
Aug. 30. Representatives of 
19 makes of cars were present. 

Space was drawn on the basis of 
each manufacturer’s sales, with 
Chevrolet drawing first, followed 
by Ford, Buick, Plymouth, Olds- 
mobile, Pontiac, Mercury, Dodge, 
Cadillac, Chrysler, DeSoto, Stude- 
baker, Nash, Lincoln, Hudson, 
Rambler, Continental and Imperial. 


Approximately 180,000 square feet 
of floor space had been spoken for, 
according to Don C. Mullery, chair- 
man of the executive show com- 
mittee. The only car “passing” on 
the drawing was Packard. 

Mullery, in outlining plans for 
the 1957 exposition, predicted an 
outstanding show. He said re- 
hearsals will soon begin for an 
elaborate stage presentation fea- 
turing the latest models. 


The ’57 show, the 49th annual for 
Chicago and the 15th under Chi- 
cago Automobile Trade Assn. aus- 
pices, will be held in the Interna- 
tional Amphitheater Jan. 5-13. 
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|}and now because I believe progress 


|usual rather than the unusual. 


at least got an acknowledgement 
with the answer following later. 
* * - 


‘Written by Dealers’ 


7, WAS a considerable pleasure 
to find that dealers who visited 
the factory made my office their 
headquarters, In another respect 
my closeness to dealers was gener- 
ated because I was the only execu- 
tive (save John N. Willys who was 
absent most of the time) who was 
employed continuously in either the 
sales or advertising departments 
during those years. 


I am humble in my attitude then 





Detroit Show— 


Don Mcintyre (left), president of Detroit 
Auto Dealers Assn., discusses with Boyce 
Tope, executive vice-president of DADA, 
the layout for Detroit's 44th annual Auto 
Show, to be held Jan. 19-27, at Detroit 
Artillery Armory. Exhibit space in the 
Armory is almost twice that in the Detroit 
Fair Grounds Coliseum, where former 
shows were held. 


does not spring from a single in- 
dividual but comes from an ex- 
change of many ideas. 


I am grateful that this column 
appears on Page 3 where it is 
more quiet and reserved than 
Page 1, that is handled so com- 
petently by the editors and news- 


CLEARWATER, Fla.—Druggists 
|}and grocers outrank automobile 
dealers in community standing and 
prestige, a sampling survey con- 
|}ducted here this month by a 
|national public relations firm indi- 
cates. 

Those questioned were asked to 
| list druggists, grocers, lumber deal- 
| ers, hardware merchants, restaurant 
| owners, and auto dealers in the or- 
der in which they ranked them in 
community standing and prestige. 

Druggists topped the list with 
44 percent giving them top posi- 
tion. Auto dealers and grocers tied 
for second place with each get- 
ting 22 percent, just half the 
ranking given druggists. Hard- 
ware dealers and restaurant own- 
ers failed to get one vote for top 
position but lumber dealers found 
12 percent rated them tops. 

Although the automobile dealer 
| and grocer tied in the number who 
|rated them first, a slightly larger 
| number placed the grocer above the 
: P |automobile dealer in the second, 
— subject each week is bY) third and fourth categories so that 

dealers, about dealers or for|, rather involved scoring system 

dealers. It tries constantly to un- | based on points obtained in each 
derstand the human hopes and mo- | category showed the six business- 
tives of dealers—to point out the! men rated as follows: 

opportunities and pitfalls as de-| Druggist, 92; grocer, 67; auto 
veloped by them. It attempts to| dealer, 65; hardware merchant, 58; 
serve more than just automobile |jymber dealer, 55, and restaurant 
dealers. it embraces public good, as | owner, 41. , 

well. It’s my intention to benefit! Comments of those in the sample 
manufacturers, too. | indicated that unhappy experience 

It is not necessary to tell you | with auto dealers led a bit more 
that many momentous events |than 16 percent to place auto 
have transpired in this trade | dealers last and another 17 percent 
during these 47 years. But these | to place them next to last. No one 
are indeed changing times. Every - . 
tick of the clock brings that fact 
home. 

So it is evident, if one is to ad- 
vance against the surging tide of 
progress, one must make a con- 
stant effort to improve the things 
he does. We cannot brush aside the 
protection that experience has 
proved so necessary, but the past 
can't stand in the way. That is the 
reason we avoid such killer phrases 
as “That won’t work” or “That has 
been tried before.” 

This column therefore attempts 
to be alert to new methods so as to 
keep abreast, as well as forecast 
successful methods for the future. 
We have always tried to be con- 
structive. We have entered but few 
crusades, We think most of them 
are nagging and irritating. 

We have limited our crusading 
efforts for 40 years, as most of 
you know, to obtain a better con- 
tract because we felt it was basic. 
I am happy that this project now 
is accomplished. 

| I have long since come to the 
|eonclusion that more can be ac- 
|complished by sympathy, under- 
|standing and admiration than by 
| dislikes or disclaims. 

| I hope you have enjoyed these 
| weekly columns. I have. I hope you 
|will be kind to me because there 
lis yet a lot to say. Perhaps I will 
| need space to repeat myself. I hope 
| you won't complain when I am 
| dull. 

I will continue to give my best 
to be helpful and never to forget 
'that the chief end of man is not 
| wealth or position but service. 


records being gained or broken, 
the news of the day, information 
that one needs to keep abreast 
of industry trends. Here in this 
modest column we can review 
and observe the many common 
things that are happening every 
day with automobile dealers. 
Most times this column is written 
by dealers themselves. None of it 
is headline material, according to} 
accepted standards. It spotlights 
efforts of dealers and their kind- | 
ness to each other and to the public | 
which is taking place in every nook | 
and corner of the country, every 
single day. The wonderful things 
that are being done, the day-to-day | 
achievements that seldom hit the} 
spotlight. It records acts that are | 





x * = 


Only One Crusade 


‘Demand Rises 


For NADA ‘Get 
Out Vote’ Kits 


WASHINGTON, — NADA’s 1956 
“Get Out the Vote-Transportation 
Offer” program promises to be the 
most successful campaign yet, 
according to Walter B. Cooper, 
chairman of the NADA public rela- 
tions committee. 

Cooper bases this belief on the 
demand thus far by dealers for the 
NADA “Get Out the Vote” kits, 
which include four large posters, 
12 window strips, 500 folders 
explaining the importance of get- 
ting out the vote and two sets of 
promotional and advertising 
material. 

The material urges the public to 
vote Nov. 6 and advises citizens 
to call new-car dealers if they need 
transportation to the polls. The 
program is strictly non-partisan 
and enthusiastically recommended 
by both parties. 

Commenting on the success of the 
campaign thus far, Cooper said, 
“This means that by November, a 
great many of the nation’s new-car 
dealers will have done an outstand- 
ing job of establishing their dealer- 
ships and themselves in their com- 
munities as good citizens and good 
neighbors.” 

The kit may be procured by writ- 





Committee 2000 K Street, N, W. 


charge of $16.50. 
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‘Stifles Competition?’ .. . 


Dealer Suit Attacks 
R. I. Dealer Board 


By Thomas L. Forbes 
Staff Correspondent 

PROVIDENCE. — The constitu- 
tionality of the law creating the 
Rhode Island Motor Vehicle Dealers’ 
Licensing Commission has been 
challenged in an equity suit filed 
here on behalf of Lincoln Motors, 
North Attleboro, Mass. 

Contending that the commission 
is attempting to “stifle competi- 
tion,” Joseph F. Rosa, operator of 
the North Attleboro firm, has 
asked the court to find that the 
commission violated his constitu- 
tional rights in denying him a 
license to establish an automobile 
business in East Greenwich. 





ing the NADA Public Relations 
Washington 6, D. C. There is a 


The complainant, who retails 


Druggists, Grocers Lead .. . 


Dealers Third in PR Poll 





placed druggists in either last or 
next to last place. 

A dry cleaning store owner had 
kind words for automobile deal- 
ers in placing them at the top: 

“Back in my home town of Hat- 
tiesburg, Miss., the Ford and Chev- 
rolet dealers were highly respected 
and entirely trustworthy community 
leaders. Knowing those men has 
always led me to rate all automo- 
bile dealers highly.” 

A different story was told by a 
banker: “I’m afraid automobile 
dealers have lost much of their 
self respect and indulge in near 
fraudulent practices which have 
robbed them of community respect. 
I know the factories must accept 
some responsibility for this state of 
affairs but in my opinion the auto 
dealer rates lowest of all these busi- 
nessmen.” 

A builder reported: “A com- 
pletely unscrupulous auto dealer 
in Harrison, N. Y., who still 
holds his franchise, was notorious 
for his under-the-counter deal- 
ings after the war. Yet his fac- 


est man into the town. As long as 
the industry tolerates men of that 
low character in the business, I 


less than respectable.” 

A housewife said: “Back in 
Nashua, N. H., we had an automo- 
bile dealer who did a great deal for 
his community and had a reputa- 
tion for leaning over backwards to 
give good service and a fair deal. 


| dealer who is reported to be honest 
| with the home folks but who will 
always cheat an outsider both on 
service and in a trade. But the 
Nashua man made the strongest im- 
pression on me, so I'll rate auto 
dealers at the top.” 


| 
| 





In Concord, N. H., there is another 





various makes of new model autos 
at his North Attleboro outlet, where 
he has been the subject of criticism 
from dealers in that area, argues 
that the 1950 law creating the com- 
mission is unconstitutional, and that 
the same applies to rules and regu- 
lations adopted by the commission. 

Rosa advised the court he applied 
for a license June 15, was given a 
hearing July 24, and on Aug. 10 
was notified by the commission that 
his application was denied on 
grounds that such a license “would 
not be in the public interest.” 

He contended that the denial was 
an attempt by the commission “to 
control, stifle and eliminate fair 
competition” in the automobile busi- 
ness in Rhode Island,” and argued 
that the refusal was not based on 
“legal reason,” but was made solely 
“at the insistence and request of 
other auto dealers or groups of 
dealers” for the purpose of stifling 
competition. 

In questioning the constitution- 
ality of the law creating the com- 
mission, Rosa charged that it del- 
egated excessively broad powers 
to the commission without stand- 
ards to control it. 

He argued that the commission’s 
rules and regulations governing 
such details as location of a dealer- 
ship, the size of its plant and the 
extent of its facilities are unjust 
restrictions on the right to engage 
in private business. 

The Rosa petition, asking the 
court to direct the commission to 
grant him a license and to enjoin 
it from withholding one from him, 
is believed to be the first such chal- 
lenge of the commission’s authority 
since its creation several years ago. 

Made up of representative dealers 
from various parts of Rhode Island, 
the commission is headed by Leo B. 


| Carey. Other members are Frank 


L. Hurd, Domenic A. Madonna, 
Louis E. Baker, Alfred J. Ratier, 
David F. Fitzgerald and George M. 


| Westlake. 
tory did nothing to move an hon- | 


Kentucky Dealers Elect 


'Harrod NADA Director 


must rate the entire business as | 


LOUISVILLE. — Orville Harrod 
(Buick-Pontiac), Frankfort, Ky., is 
to serve another three years as 
NADA director, according to Lew 
Ulirich, managing director of the 
aw Automobile Dealers Assn., 
ne. 

Harrod, a former Kentucky as- 
sociation president, succeeded 
Turner A. Summers (Ford), Louis- 
ville, who retired as a NADA direc- 
tor, after holding the post a num- 
ber of years. Summers also was 
a former president of the Kentucky 
association. He now is retired, 


On the House. .-. 


Ever feel you're in the wrong business and want 
to quit? Manager Fredericks of the Montana 
dealer association cites the case of Hobart Brady 
when he opened his own real estate office after 


several years working for others. 


“I recognized,” 


says Brady in his book, Real Estate Is Wonderful, 
“that there might be rocky days ahead and I might 
want to chuck it all. So I promised myself that if 


a deal. .. 


Wemhoff 


rooms.... 


area. 
North California. 





I decided to quit, I would do it only after closing 
. There were many times I wanted to 
quit but I kept my promise and stuck with it 
until I made my next deal. Then somehow I didn’t 
want to quit. Somehow that next check gave me 
the courage to stick at it.” Brady was never sorry 
he stuck; he became the biggest operator in town, later headed the 
National Assn. of Real Estate Boards.... 

Missouri association commends Chevrolet’s Bill Fish for continu- 
ing drive against bootleg cars. . 
don’t forget that it’s unlawful for a corporation to make a donation 
to political parties or candidates; if you want to contribute, do it 
personally and keep your company out of it... . Georgia association 
is issuing blue-and-gold plaques for display in members’ show- 


. . With the election hubbub on, 


Some dealers in Buffalo are etching owners’ names inside of 
wheel discs to thwart growing thievery... . Four NADA directors 
have been reelected: W. S. Edwards in Alabama; O. H. Harrod in 
Kentucky; R. D. McKay in Kansas, and Frank Yarnall in Chicago 
... Virginia association has added two new members; ditto in 


—Petre Wemuorr, Editor, 
Automotive News 
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July Registry of 534,997 Third Best... 





Ford Sales Gain; GM Below 50% 


(Continued from Page 1) 


six months of this year averaged 

26.92 percent and broke down as 

follows: June, 27.66 percent; May, 

27.41; April, 27.47; March, 27.08; 

February, 26.23, and January, 25.17. 
* * * 


N A volume basis, Ford Motor 

retailed 156,042 new cars in 
July; 149,289 in June; 153,507 in 
May; 155,020 in April; 147,648 in 
March; 117,369 in February, and 
108,627 in January. 

GM’s share of the first-half 
market amounted to an average 
of 51.92 percent. The “how-GM- 
fared” sum ranged from 53.48 per- 
cent in January to 51.49 percent in 
April. June’s total, preceding the 
dip below 50 percent, was 51.55 
percent. 

Volume-wise, GM sales fell 
during July for the fourth month 
in a row. Back readings show 
the following on GM’s monthly 
record: July, 267,258; June, 278,- 
258; May, 287,332; April, 290,516; 
March, 281,633; February, 235,015, 
and January, 230,863. 

Ford division mainly accounted 
for the boost in the Ford company’s 
July share of the market. The 
division raised its total car sales 

from 120,696 in June to 125,952 in 
July. 

On the other hand, Chevrolet 
declined in the same months from 


Survey 


(Continued from Page 1) 
cars he purchased from other 
dealers. 

Denver hoped to break even on 
the cleanup models, Spokane saw a 
“very low profit,” and New York 
said the cleanup was orderly but 
profits were spotty. 

For a _ city-by-city report, see 
page 55. 


Building Outlook Held 
Favorable for Decade 


NEW YORK.—A favorable long- 
e outlook for construction ac- 
tivity, spanning a decade or more, 
has been voiced by William Col- 
lins, president, Walter Kidde Con- 
structors, Inc. 

The sharp upsurge of construc- 
tion in 1956—led by an unprece- 
dented $2.8 billion in first half in- 
dustrial contracts—is distributed 
over a broad base which should 
preclude any serious or prolonged 
dips in construction activity, Col- 
lins said. Among factors which in- 
fluence a favorable long-range 
forecast, he included population 
growth, corporate mergers and in- 
creased competition. 








148,540 to 141,737, with the June 
registrations marking Chevrolet’s 
1956 high. All other GM car divi- 
sions showed lower sales in July 
than in June. 

* 


* * 


b fgrcoreeg Ford Motor took away 


some percentage points from | 


GM, Chrysler Corp, held its share 
of the market steady. The Chrys- 
ler Corp. slice remained at 15.77 
percent in July, compared to 15.78 
percent for the first half. 

Chrysler Corp.’s total has been 
between 15 and 16 percent in 
every month counted so far this 
year. 

American Motors’ share was 1.86 
percent in July, compared with 





Probers End Big Three Study .. . 


Safety Step-Up Urged 


By Frank Gawronski 
Staff Writer 
DETROIT.—The House subcom- 
mittee studying traffic safety wound 
up its hearings at General Motors, 
Ford Motor and Chrysler Corp. Aug. 
31 with a challenge and many com- 





Texas Dealers 
To Accent Profits 


At Convention 


AUSTIN, Tex. — Top authorities 
in the auto, auto finance and bus- 
iness management fields will be 
featured at the 39th convention of 


the Texas Automotive Dealers Assn. 


which will be held at the Commo- 
dore Perry Hotel in Austin Sept. 
23-25. 

Frank M. Gillespie, association 
president, reports that the theme 
of this year’s convention will “Put 
Profit in Your Picture.” 

Speakers scheduled include Fred- 
erick J. Bell, NADA executive 
vice-president; Travis Elliott, man- 
agement consultant; Alan G. Rude, 
executive vice-president of Uni- 
versal C.1.T.; DeWitt C. Greer, 


Texas state highway engineer, and | 


R, Earl O’Keefe, president of 
Southwestern Investment Co. 


Tom J. Crooks, association mana- 
ger, reports that a special dealer 
panel will also discuss the subject 
of profit. Members of the panel 
are George R. Ranes, John H. Nash, 


C. F. Turbiville, R. A. Parker and | 


J. B, Kinsel. 


Used-Car Bulletin from Detroit . . . 


Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


Sept. 5 
(Aptco Auto Auction. 
Wednesday and Friday.) 


(Sold 109 cars out of 165 entered.) 

BUICK — ‘56 Super Riviera, $2,560* 
(ps); Riviera, $2,500* (ps); Special 
Riviera, $2,360*. '54 RM Riviera, $1,- 
485° (ps); Century Riviera, $1,440*; 
Super Riviera, $1,475* (ps); Special 
2-dr., $1,185*, $1,125*. 53 Super 
Riviera, $900*; 2-dr, $770. '52 Super 
4-dr., $410*. '51 Special 2-dr., $225°*. 
*39 4-dr., $275. 

CADILLAC—’56 (62) sedan de Ville, 
$4,300* (ps), $4,255* (ps). 53 (62) 
4-dr., $1,440* (ps). °51 (62) Hard- 
top, $1,000*. 

CHEVROLET—'56 Bel Air (8) Hard- 
top, $1,940*. '55 Bel Air (8) conv., 
$1,700*; Hardtop, $1,660*°, $1,575*; 
2-dr., $1,400; 4-dr., $1,380*. ’53 Bel 
Air 4-dr., $615. °52 SL Deluxe 2-dr., 
$465. °51 SL Deluxe conv., $360. 

CHRYSLER — ‘53 NY 4-dr., $795*; 
Windsor 4-dr., $720*. °52 Windsor 
2-dr,. $320. 


Sales every 


‘53 Powermaster 
52 Fire Dome (8) 


$460*. 

DODGE—’55 Royal Lancer, $1,605*. 
*53 Coronet Hardtop, $735*; Meadow- 
brook 2-dr., $500. 

FORD—’'56 Fairlane (8) Victoria, $2,- 
450°, $2,015*, $1,930*; 2-dr., $2,050*; 
conv., $1,930*; Main (8) 2-dr., $1,- 
075 (police car). ‘55 Fairlane (8) 
Victoria, 2 at $1,600*, $1,435, 2 at 
$1,385*; 4-dr., $1,300; Main (8) 
Ranch Wagon, $1,575; 2-dr., $1,100; 
Custom (8) station wagon, $1,660; 
2-dr., $1,420*%; Custom (6) 2-dr., 
$1,025. °54 Crest (8) conv., $1,025*; 
Main (8) 2-dr., $740; Main (6) 4- 
dr., $675. °53 Crest (8) Victoria, 
$850*; conv., $665*; Custom (8) 2- 
dr.. $640. °52 Main (8) Ranch 


4-dr., 
4-dr., 





; 
| 


Wagon, $670; Custom 
$410; Custom (6) 4-dr., 
Custom (8) 2-dr., $235; 
2-dr., $165. °50 Custom 
$250; Custom (6) 2-dr., 

HUDSON—’'54 Super Wasp 

LINCOLN — 
(ps). 


MERCURY — ‘55 Monterey Hardtop. 
$1,705*; Custom Hardtop, $1,605*. 
’54 Monterey Hardtop, $1,305*. ’53 
Monterey Hardtop, $870*; 2-dr., $780. 


NASH—'52 Rambler Hardtop, $365. ’51 
Statesman 4-dr., $250. 


OLDSMOBILE—’55 (88) Holiday, $2,- 
175*; Super Holiday, $2,040* (ps); 
(98) Holiday, $1,970* (ps). ’54 (88) 
Super Holiday, $1,650*; Deluxe 2-dr., 
$1,400*. '53 (88) Super 4-dr., $940*; 
Deluxe 4-dr., $970*. '51 (88) Holi- 
day, $350*; 2-dr., $260*. 

PACKARD—’55 Clipper 4-dr., $1,700* 
(ps). ’°53 Clipper 4-dr., $655*, $490*. 

PLYMOUTH—’'56 Plaza (6) 2-dr., $1,- 
380. '55 Belvedere (8) Hardtop, $1,- 
570*, $1,555*; Savoy (6) 2-dr., $1,- 
180. °54 Belvedere conv., $930*; 
Savoy 2-dr., $710; Plaza 4-dr., $665. 
’53 Cranbrook 4-dr., $565*. °52 Cran- 
brook 2-dr., $250. ’51 Concord coupe, 
$125. °50 Deluxe 2-dr., $250; 4-dr., 


$120. 

PONTIAC—’56 Chieftain (8) Catalina, 
$2,075*; 2-dr., $1,725. °55 Chieftain 
(8) station wagon, $1,770*. '54 Star 
Chief (8) Catalina, $1,255*; 4-dr., 
$1,060*; 2-dr., $825. °53 Chieftain 
(8) 4-dr., $710*. °51 Silver Streak 
(8) 2-dr., $290*. 

STUDEBAKER — 
dr., $290. 
$215*. 

MISCELLANEOUS — ’55 International 
%-ton pickup, $685. '50 Ford %-ton 
pickup, $350. 


(8) 4-dr., 
$400. °51 
Deluxe (8) 
(8) conv., 
$160. 

2-dr., $635. 
’56 Capri 4-dr., $2,880* 


52 Commander 4- 
51 Commander conv., 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 59, 60 and 61 





{1.99 percent in the first half; 
Studebaker-Packard’s 1.69 percent 
|against 2.02 percent, and miscel- 
laneous, 1.55 percent against 1.37 
| percent. 
| * * * 

S EXPECTED, wholesale used- 

car prices tapered off coinci- 

dent with the advent of Labor 
| Day. The average auction price for 
all models was $813 last week. This 
was $20 below the August average 
land $37 below the July average. 
The largest losers, of course, were 
|’56 models, which sank $57. Joining 
in the retreat were ’54s, off $22; 
63s, off $25; 51s, off $45; °50s, off 
$200, and ’49s, off $17. 

There were but two plus group- 
ings—’55s, up $29, and ’52s, up $3. 





seated, left. 





Georgia Dealers Elect Officers— 


R. C. Dunlap jr. of Macon, seated, second from left, has been elected president 
ot the Georgia Automobile Dealers Assn., succeeding Clark T. Lyndon of Reidsville, 


Other officers, seated, from left, are J. C. Lewis jr., Savannah, first vice- 


president; Joseph Westbrook, Eastpoint, second vice-president, and James C. Down- 


Atlanta, and Darrell Johnson, Thomson; L. 
and John H. 


Lander, Georgia NADA director. 
Dorsey, Dalton; Leo Huckbee, Macon, and C. B. Brannen, Unadilla. 


ing, Atlanta, treasurer. Standing: Directors B. F. McClelland, Waycross; Dan Graham, 


L. Austin, Atianta, executive vice-president, 
Not pictured are Directors W. C. 





| pliments 
dustry. 


Rep. Kenneth A. Roberts, Ala- 
bama Democrat, said his subcom- 
mittee was “impressed with all the 
things the companies are doing to 
build safer cars.” 

“It is our considered opinion 
that the industry has made a 
great deal of progress, and is sin- 
cerely conscious of the need for 

built-in safety. 


“But much more needs to be done 
to reduce the number of highway 
accidents to the lowest possible 
level,” Roberts added. “The industry | 
could be doing more to sell the! 
public on safety-equipped cars.” 

On the horsepower issue, Reps. 
Walter E. Rogers, Texas Democrat, | 
and Paul F. Schenck, Ohio Repub-| 
lican, concluded that the industry) 
must “find some way to get flexi-| 
bility at the lower speeds without 
boosting horsepower.” | chairman — Albert Bradley, who 

A ride in an experimental car succeeded the retired Alfred P. 
equipped with radar brakes cli- | Sloan jr. Chrysler Corp.’s K. T. 
maxed the subcommittee’s final | Keller has retired, but no successor 
session. _ . | has been named, and Paul G. Hoff- 
_The braking system, the inven-| man has relinquished the chair- 
tion of George Rashid, of Grosse) manship of Studebaker-Packard, 
Pointe Shores, Mich., automatically | . =» © 
= brake pressure when a car| 

ets too clo ile | : : : 
se ane Sane, (another automobile] J" appoint «new president. this 

R Roberts a ie .,| year. He is Harold E. Churchill, 

— Se om gers said) who took over under the S-P fi- 
they were impressed by the demon-| nancial arrangement with Curtiss- 


for the automobile in- 


By John K. Teahen Jr. 
Staff Writer 
ROMOTIONS, retirements and 
corporate alignments have 
given the automobile business a 
new look so far in 1956. The 
changes have started at board- 
chairman level in three companies. 


Several revered names have 
disappeared from the scene. A 
number of high-ranking execu- 
tives have been given broader 
responsibilities, and many a 
young employe has received the 
promotion that may enable him 
to rise to the heights, 


Earlier the Congressmen heard | 
(See SAFETY, Page 8, Col. 1) 


Installment Credit 
On Autos Rises 
$131 Million 


(Continued from Page 1) 


paper was held largely by com- 
mercial banks ($5.49 billion) and 
sales finance companies ($8.34 
billion). Other financial institu- 
tions held $792 million worth and 
auto dealers, $589 million. 

In each case, the total was 
greater than on July 31, 1955, but 
also, in each case, the increase dur- 
ing July was considerably smaller 
than in July, 1955. 


* * * 


pror example, auto paper held by 

sales finance companies in- 
creased $75 million last July. In 
July, 1955, such paper increased by 
$323 million, 

The FRB called the July in- 
creases in auto paper and personal 
loans “larger than seasonal.” Other 
consumer-goods paper, the board 
said, rose moderately in contrast to 
usual seasonal decreases in July. 

Seasonally adjusted increases of 
installment credit amounted to 
$3.15 million in July, about the 
same as July of last year, the 
board said. 

Extensions continued to exceed 
payments, estimated at $2.98 million 
in July, and the seasonally adjusted 
increase in installment credit 
amounted to $170 million. 

This was about the same as the 
average monthly increase during 
| the second quarter. 


have new general managers, and 
new general sales managers have 
been named by Ford division, 
Hudson, Oldsmobile, Plymouth, 
Pontiac and Studebaker-Packard. 


Mercury is expected to name a 
new general sales manager this 
week. Joseph E, Bayne, who 
formerly held the post, was named 
to Ford Motor Co.’s Dealer Policy 
Board last week and will give up 
the Mercury position, 

Formation of dealer-policy 
boards by each of the Big Three 
and a realignment of top posts at 

in 


Chrysler Corp. have resulted 








Sales Up 50 Percent— 


George P. Maloney, president, Maloney 
Motor Co. (Chrysler-Plymouth), Canton, O., 
shows his sales record to a smiling E. M. 
Braden, general sales manager, Chrysler 
division, at a meeting in Detroit. 
Maloney’s sales are up 50 percent over 
sales in 1955. 


General Motors has a new board | 


~ ie IS the only auto maker to) 


stration. They agreed, however, | : 

that training would be necessary | yy ue Gennes Same S| 
before a driver would have enough) ; . . 
faith in the device. | qeur, one Givistons — Butch, 


Chevrolet, Dodge and Pontiac— 





Auto Hierarchy Altered 
By 1956 Personnel Shifts 


|other top-echelon personnel shifts 
since Jan. 1. 

Buick’s new chief is Edward T. 
Ragsdale, formerly general manu- 
facturing manager. He succeeded 
Ivan L. Wiles who was named to 
the new GM post of executive 
vice-president in charge of dealer 
relations. Jesse L. Powers now fills 
Ragsdale’s former post. 


* x * 


T CHEVROLET, E. N. Cole, 
chief engineer, moved into the 
general manager’s chair vacated by 
T. H. Keating, now group vice- 
president of GM’s passenger-car 
divisions. Harry F. Barr became 
chief engineer. 

M. H. Patterson, formerly 
Dodge manufacturing vice- 
president, was appointed presi- 
dent of that division. His prede- 
cessor, W. C. Newberg, moved up 
to the new post of Chrysler Corp. 
automotive group vice-president. 
George H. Stover was named 
Dodge car manufacturing man- 
ager, 

The new general manager at 
Pontiac is S. E. Knudsen, son of 
William S. Knudsen, former GM 
president. The younger Knudsen 
formerly was general manager of 

(Continued on Page 6, Col, 1) 
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Bayne Named 
To Ford Dealer 
Policy Board 


DEARBORN. — Appointment of 
Joseph E. Bayne as a member of 
the Dealer Policy Board was 
announced Friday 
by Benson Ford, 





chairman of the 
board, 

Bayne will re- 
linquish his duties 
as general sales 
manager of the 
Mercury Division, 
which post he has 
held since 1947, 
and will begin his 
new assignment 
immediately. His 





J. E. Bayne 


successor will be announced this 
week. 


Previews 
(Continued from Page 2) 


part of September and carrying 
over into the first of October, Chev- 
rolet said. 


Cadillac plans a Detroit showing 
for all dealers around the first of 
October, it was reported. 


Buick will show its new cars to 
dealers during October in Chicago, 
Atlanta, New York, Detroit, Los 
Angeles and Fort Worth. 


Pontiac will unveil its 1957 models 
to dealers starting Sept. 25 and 
ending Oct. 13. They will be seen 
{in Dallas, Chicago, Atlanta, New 
| York, Detroit and Los Angeles. 




















“RIGHT NOW” financing 






helps lower your inventory 



















y New model time will soon be here. It should be one of your best seasons — 
r especially if you can be ready with a clean showroom. 


Want to get that inventory down and still make a profit? Want to close every sale 
completely before your hot prospect has a chance to get outside for a last look-around? 


Here’s where Associates’ one-stop financing pays off. With fast credit approvals, 
insurance, and simplified paper work — the Associates plan works for you. 


cr 


It puts your salesman in control and lets him close the sale completely — “right now!” 


ae 


Let us prove it to you, just as we have to thousands of successful dealers. 
Ask the Associates Man in your community for a presentation of 
“Controlling the Time Sale” to your salesmen. 
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“SELLING USED CARS”... 





the 444-page encyclopedia of used car 


savs MA Sige «+. 


THE PROSPEROUS PRO 
OF AUTOMOBILE ROW, 


advertising and merchandising published by 
Associates. This comprehensive volume 

is jam-packed with ads, classified copy, lot 
displays, radio and TV material. 


“When you feel your prospect weakening, It’s available to Associates dealers as 


give him a fountain pen to hang onto. saclidiees’ Dasailaeen eiueian 





ASSOCIATES INVESTMENT COMPANY 
ASSOCIATES DISCOUNT CORPORATION 
ASSOCIATES DISCOUNT (CANADA) LTD. 
EMMCO INSURANCE COMPANY 


ssociates 


SOUTH BEND, INDIANA 
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New Chiefs at 4 Divisions... 


‘26 Personnel Shifts 
Alter Autodom’s Face 


(Continued from Page 4) 


GM’s Detroit Diesel Engine divi- | 
sion. 
Knudsen replaced R. E. Critch- 
field, a corporation vice-president, | 
who now heads the process 
development section at the GM| 
Technical Center. 
* + * 
gions new general sales 
manager is Frank V. Bridge, 
formerly an assistant to Buick’s 


sales chief. He succeeded H, E.| fF . ° 
Crawford. The division also has | FOr Legion Convention 


a new chief engineer—E. M. Estes,| LOS ANGELES. — Seventy Olds- 
formerly an assistant at Oldsmo-|™obile Starfire convertibles con- 
bile. ; veyed American Legion officials 
Heading Ford division sales is|#tound Los Angeles during the or- 
Charles R. Beacham, formerly |8@nization’s national convention 
northeastern regional chief, who | last week. The fleet was headed by 
succeeded L. W. Smead. The divi-| Legion commander J. Addington 
sion also has named James o. | Wagner, Battle Creek, Mich. 
Wright assistant general manager. The name of the user was in- 
Vv. E. Boyd replaced N. K. | scribed on the door of each car. 


VanDerzee, resigned, as Hudson 
general sales manager, and V, H. 
Sutherlen has succeeded G. R. 
Jones, who retired, as general 
sales manager at Oldsmobile. 
Oldsmobile also has a new gen- 
|eral manufacturing manager this 
|year. He is Robert T. Rollis, who 





Oldsmobile Loans Cars 


Over 52000000 
In Car Polish Sales 


ey 






LIQUID GLAZE, Inc., Dept. 910 
704 Sheridan Street, Lansing 6, Mich. 


Please send me at once, your FREE booklet, “Dollars and Sense”, 
that describes, in detail, how to set up and operate a profitable 
Super Liquid Glaze appearance department, plus’ samples and 
prices on Liquid Glaze products. 


I ee 
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took over after T. C. Downey | president, succeeding the late | advertising and merchandising. 
C. | 
Jack W. Minor, formerly Dodge | Ackerman fills the post of director|that of Frederick G. Donner as 


retired, 


general sales chief, moved to Plym- 
outh as sales vice-president. He 
replaced William J. Bird, who was 
named to Newberg’s new staff. 
+ + * 

ARL K. Ravelle is S-P’s new 

general sales manager. He 
formerly was Studebaker’s western 
regional chief. 
former Studebaker sales boss, has 


|in an advisory capacity. 

Chrysler realignments at the 
corporate level have boosted E. 
C. Row to chief administrative 
officer. After the death of C. B. 
Thomas early this summer, Row 
added the post of Export division 
president to his duties as chief 
of Chrysler of Canada. He was 
named top administrative officer 
in July. 

Chrysler of Canada now is headed 
by Ron W. Todgham, and Export 
by Nicholas Kelley jr. 

The Chrysler realignment also 
resulted in the appointment of R. 
S. Bright as vice-president of the 
basic manufacturing group. 


F. W. Misch now is finance vice- 









William A, Keller, | 


resigned, and Dan P. O’Madigan, | 
| who headed Packard sales, remains | 


George W. Troost, and Paul 


| of engineering. 
| * * * 
| RIVE staff directors have been 
appointed at the corporate level. 
|They are: Charles B, Gorey, man- 
| ufacturing; 
traffic; Emlyn Lloyd, purchasing; 
J. D. Moran, organization, and 
Richard E. Forbes, advertising and 
sales promotion. 

At American Motors Corp., 1956 
staff changes include the election 
| of Roy D. Chapin as vice- 
president and treasurer and the 
retirement of Howard A, Lewis, 
vice-president and director of fi- 
nance, export and subsidiaries. 

New departmental directors for 
the corporation include Ralph Is- 
brandt, engineering; Wallace Berry, 
|research; L. W. Stevens, dealer 
development, and Fred W. Adams, 


Dealers Reelect McNeer 


PORTSMOUTH, O.—Harry Mce- 
Neer (Studebaker) has been re- 
elected president of the Scioto 
County (O.) New-Car Dealers Assn. 
Joseph Hodges (Ford) has been re- 
named secretary-treasurer. 


‘e 


Increase 
Your Share of the 


Do-It-Yourself Market 


with 


instant appeal for both men and women! 
Easiest SPRAYTAINER application! 
Tremendous opportunity for VOLUME Sales! 
Sprays on in 5 minutes, wipes off in 10! 
Contains exclusive and secret new GLASITE! 
Absolutely no hard rubbing required! 
Glass-hard, super-brilliant finish! 

Increases in luster with each washing! 
Companion cleaner in plastic bottle! 

Sold only through new-car dealers! 





Super Liquid Glaze, Super Liquid Cleaner and Super 
Liquid Glaze Paste Cleaner are available in shop 
sizes for professional application. 


District Managers Wanted. 
Good Territories Available. Write Today. 


Howard J. Connelly, | 


City 





A major appointment at GM was 


| executive vice-president. Donner 
|was named head of the corpora- 
tion’s powerful financial policy 
committee. 
* + 7 
N DEALER relations, Wiles 


named Patrick J. Crowley, a 
former Chevrolet dealer in Provi- 
dence, as his chief assistant. 

Each GM car division has an 
executive assistant to the general 
manager in charge of dealer rela- 
tions. They are: J. B, Nash, Buick; 
George D. Sills, Cadillac; Ivan xX, 
Sarvis, Chevrolet; W. O. Lampe, 
Oldsmobile, and John C, Jamieson, 
Pontiac. 

Ford’s dealer relations board is 
headed by Benson Ford. Other 
members are Bayne, Walker A. 
Williams, vice-chairman, who is 
a corporation vice-president, and 
Arthur S. Hatch, former Ford 
division western regional man- 
ager. 

At Chrysler, C. L. Jacobson is 
dealer relations vice-president. He 
also is sales vice-president. Serving 
with him is R. C. Somerville, a 
corporation vice-president who is 
special assistant to the president 
for dealer relations. 






LEATHER 
CONDITIONER 
with 


Lanicote’ 


@ CLEANS 
@ CONDITIONS 
@ PROTECTS 


THE ONLY LEATHER 
CONDITIONER THAT MAKES 
ALL LEATHER LIKE NEW 


PREVENTS CRACKING 

Waterless Super Leather-Conditioner 
—fortified with ‘‘Lanicote’’— restores 
original beauty and maintains last- 
ing softness. 


PREVENTS STRETCHING 

Fast surface action detergent cleans 
without destroying natural strength 
of material. 


PREVENTS STAINING 

Waterproofing effect of “‘Lanicote’’ 
eliminates stains from rain or dew. 
Perfect for cleaning convertible tops. 


EASY TO USE 
Rub into leather until original color 
returns. Wipe off with damp cloth 
— allow to dry. 


LIQUID GLAZE, INC. 12 Bottles per case 








704 Sheridan Street $9.00 per dozen 
Lansing 6, Michigan prepaid 
|Gentlemen: 
|Send me _dozen Super Leather Cleaner 
| Name a 
|Address_. 


State 
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Exclusive Advertising Representatives: 
NEW YORK 
ROBERT T. DEVLIN, JR. 
342 Madison Ave. 
Murray Hill 2-5838 






CHICAGO 
EDWARD J. LYNCH 
20 N. Wacker Drive 

Andover 3-6270 


Philadelphia newspaper 


Advertising linage is the final measure 


DETROIT 
GEORGE S. DIX 
Penobscot Bldg. 

Woodward 5-7260 


of a newspaper’s sales power 


Che Philadelphia Mnguirer 


Constructively Serving Delaware Valley, U.S.A. 


West Coast Representatives: 


SAN FRANCISCO LOS ANGELES 
FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES 
155 Montgomery St. 3460 Wilshire Boulevard 

Garfield 1-7946 Dunkirk 5-3557 
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Win Four Out of Six Elections... 





Dealership Unions Stay Active 


By Joseph M,. Callahan 
Staff Writer 
HE union organizing pot was 
still boiling at many points 
around the country last week, with 
the unions winning four of six elec- 
tions. 


In addition, two strikes were 
still in progress, one 
strike was settled, 
elections at seven 
dealerships were re- 
quested and a De- 
troit arbitrator made 
a ruling on whether a dealer can 
fire a shop employe for non-produc- 
tivity. 

In the Detroit arbitration case, a 
mechanic and a lube man were dis- 
charged last June by Gib Berg- 
strom Ford for non-productivity. A 
brief strike immediately followed. 
The men later returned to work 
when both sides agreed to arbitra- 
tion. 

The arbitrator, Sylvia Hart, an 
attorney, ruled that the mechanic 
should not be reinstated because 
he failed to make his guarantee 
in 16 of 18 previous weeks. 

However, Miss Hart ordered 
Bergstrom to pay the mechanic 


two weeks’ pay at his guarantee | 


because the company failed to give 
the man sufficient and written 
notice of his shortcomings. She 


said there had been no clear-cut | 


reprimand, just an oral warning. 
In the case of the lube man, Miss 
Hart ordered the company to re- 
instate him even though he had 
failed to make his guarantee in 15 
of 18 previous weeks. 
> = * 


New Man Paid More 


HE reason for this action was 

that Bergstrom had replaced 
this man with another lube man 
and had immediately began paying 
him at a higher rate. She ruled 
that if the discharged employe 
had been working on the new rate, 
he might have been able to make 
his guarantee. 

Also in Detroit, 
the Teamsters won Michigan 
State Labor Mediation Board 
elections at Grace Motor Sales 
(Lincoln-Mercury) and at Letts 
Oldsmobile. The Grace vote was 
12-0 and the Letts vote was 6-3. 
Local 376 is also continuing its 

organizational strike at Fernwood 
Chevrolet. The firm's backshop has 
been completely closed since July 
16. The dealership, located in sub- 
urban Ferndale, Mich., is being 
picketed. 

Recently the Detroit union asked 
the State Board to conduct repre- 
sentation elections at Bill Root 
Chevrolet and at Snethkamp Mo- 
tor Sales (Chrysler-Plymouth). 

* * > 


Buffalo Strike Over 
N EANWHILE, 24 shop employes 
at Downtown Ford-Cooley Mo- 


Safety 


‘Continued from Page 4) 
George Platzer, a Chrysler project 
engineer, say the company studies 
of the possible use of radar braking 
had indicated that they were not 
presently practical for mass-pro- 
duced cars. 

Before leaving Detroit, the sub- 
committee also heard Saul H. 
Rose, a Detroit Chevrolet dealer 
and president of American Driver 
Training System, Inc., say that 
the real problem of traffic safety 
is “the training of drivers.” 


Local 376 of 


Rose said studies have pointed out | 


that the driver is responsible for 
85 percent of all traffic accidents. 
As a solution, he offered a plan for 
several thousand well-regulated 
driver schools in franchised dealer- 
ships across the country, properly 
maintained and supervised by the 
American Driver Training System. 


The subcommittee has recessed its | 


hearings until late September, when 
it will start “grass roots” sessions 
in Dayton, O., and Indianapolis, 


Rounding out the committee, in 
addition to Chairman Roberts, 
Rogers and Schenck, are Rep. Sam- 
uel N. Freidel, Maryland Democrat, 
and Rep. John V. Beamer, Indiana 
Republican. 


tors 
work following a 16-day strike. 

The dispute began when the 
company asked its mechanics to 
start using the time allowance in 
the Ford Motor Co.’s flat rate 
manual. Immediately the em- 
ployes notified the company that 
their three-month-old contract 
was terminated and they went 
on strike. The company then 
notified the workmen that they 
were fired. 

While Downtown Ford - Cooley 
Motors had been working on the 
Ford flat rate system, there had 
been numerous adjustments of the 
Ford time allowance which gave 
the mechanics a better wage. To 
make the company’s operation com- 
petitive with other local dealer- 
ships, officials asked that readjust- 
ments be made. 

The strike ended when the New 
York State Department of Labor 
brought together the company offi- 
cials and representatives of Local 


CHECK ’EM ALL OVER A 


in Buffalo have returned to55 


of the United Auto Workers. 
After seven more hours of nego- 
tiating, both sides agreed to a com- 
promise contract amendment. 

+ * * 


Settlement Urged 
iy GALESBURG, IIl., the City 

Council last week voted on a 
resolution asking that the Team- 
sters and Machinists Unions call 
off their summer-long strike 
against 10 Galesburg dealers. 

Although picketing at the 10 
dealerships has continued, the 
unfons’ drive has bogged down 
and dealership officials report 
that August was their highest 
sales month since the strike be- 
gan. One salesman said that he 
had even sold a new car to one 
of the pickets. 

In another action, a group of 
Galesburg ministers also appealed 
to the unions to end the strike. 

Commenting on the Galesburg 
situation, the Illinois Automotive 
Trade Assn. asserted, “With the 


10, 1956 _ 


reams of publicity given the na- 
tion's automobile dealers in their 
successful fight for a “day in court,” 
it is significant to take a look at 
some of the pressure tactics used 
by labor organizers in their deal- 
ings with employers in the automo- 
bile business. 

“The dealers of Galesburg are 
currently being subjected to such 
pressures, and the various meas- 
ures being applied by labor to 
curtail automobile sales and serv- 
ice in that city indicates that labor 
leaders make automobile factory 
representatives look like pikers 
when it comes to putting on the 
squeeze.” 


* * * 


El Paso Polls Asked 


N EL PASO, Tex., Local 941 of 
the Teamsters has publicly 
opened its drive to organize El Paso 
new and used-car salesmen by ask- 
ing the National Labor Relations 
Board to conduct representation 
elections in five dealerships. How- 
ever, the NLRB said that it did not 
have jurisdiction at two of the 
firms. 
The Board directed that elections 
be held among the salesmen of Rol- 


RAMBLER = 58/2” 


CAR “A” —58’ 
CAR “B” = 55/4’ 
CAR we” — 55” 





lins Motor Co. (Lincoln-Mercury), 
Lone Star Motor Co. (Chevrolet) 
and Ab Poe Motor Co, (Chrysler- 
Plymouth). 

The Board dismissed election pe- 
titions for Nance Buick Co. and 
Fulwiler Motor Co. (Ford) because 
“the volume of business does not 
meet the Board's jurisdictional 
standards enunciated in the Wil- 
son Oldsmobile case.” 

In Philadelphia, shop employes 
at Reliable Motors (Pontiac) voted 
16-0 in favor of being represented 
by the Teamsters Union. 

In Yonkers, N: Y., the new and 
used-car salesmen at Baron Olds- 
mobile Corp. voted 3-0 in favor of 
representation by Local 917 of the 
Teamsters Union. 

* x * 


Unions Lose 2 Polls 


WO stunning NLRB union de- 

feats were reported in Roches- 
ter, N. Y., where the service de- 
partment employes at Hallman’s 
Central Chevrolet Co. and Whiting- 
Buick voted against joint repre- 
sentation by the Machinists and 
Local 398 of the Teamsters. The 
vote at Central Chevrolet was 55-10 
and at Whiting-Buick the vote was 
43-29. 














Here’s dramatic proof of the room in the 
modern, compact Rambler. Picture at left 
shows the front seat cushion from a 1956 
Rambler and compares its size in inches 
with the front seats in the other popular 
low-priced cars. Note the difference. 
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Dodge Produces Milestone Engine— 

M. C. Patterson, center, Dodge president, officiated at ceremonies marking com- 
pletion of the 4,000,000th six-cylinder engine produced by Dodge since 1927. With 
Patterson are John J. Sumatz, left, assistant foreman, engine testing department, and 
Michael Mcintyre, general superintendent, motor division. 
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New Ideas Sell Cars 





Transportation Pitch Won’t Do It, Says Dealer; 
Product Knowledge Stressed 


By L. H. Houck 
Staff Correspondent 

HERINGTON, Kans. — One of 
the most important things being 
sold by auto dealers is not trans- 
portation as so many fondly be- 
lieve, according to an experienced 
dealer in Central Kansas. 

“The transportation angle is 
not only uninteresting to a pros- 
pective customer but it has little 
competitive value,” this dealer 
said. 

“The dealer who uses this ful- 
crum as his sales argument needs 
to take another gander at his car. 
We have based our selling theme 
for a number of years on new ideas 
and we stress at our sales meeting 
that we are selling new ideas,” he 
said. 

“Of course,” he added, “we real- 
ize that selling new ideas is not new 
for auto dealers since the auto 
makers hunt for new ideas to pre- 
sent each year in new models but 


|many dealers do not seem to take 


| advantage of them. 


He said he once had a salesman 


| who was not “thoroughly indoctrin- 
| ated” with his system. When a cus- 





DuPont Expands Capacity 


|For ‘Lucite’ Production 


WILMINGTON, Del. — Expan- 
sion of production facilities for 
methyl methacrylate monomer, the 
raw material for “Lucite” acrylic 
resin products, is under way at 
DuPont’s Belle Works, near 
Charleston, W. Va. 

The project, which will double 
DuPont's capacity for manufactur- 
ing methyl methacrylates, is ex- 
pected to be completed in about two 
years. According to DuPont, fore- 
casts of wider markets for all acry- 
lic products in the next several 
years accounted for the decision to 
expand methacrylate capacity. 
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Costs less to buy 


talk price with any of them 
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bf entire low-priced field! 


Yes, it’s true. The 1956 Rambler is as big, or bigger, in every 
important comfort dimension than the average of all cars in the low-priced 
field. Add to that Rambler’s extreme maneuverability, outstanding 
handling ease, head-turning style and you can easily see why Rambler 

is America’s fastest growing car in popularity. More and more 

people want Rambler every day. There’s a terrific opportunity for the 
aggressive dealer who sells this smart new car. And there’s a terrific 
potential for added sales and profit with a Rambler franchise. Make a note 
to find out all about your future with Rambler. A card or letter 

to the Dealer Development Department, American Motors Corporation, 
Detroit 32, Michigan, will bring complete details — in confidence! 


— model for model, the Rambler is priced lower than 
any other American-built car comparably equipped. Rambler dealers can 


Costs less to drive — No other full-size family car gives such amazing 
fuel economy. Recently a 1956 Rambler Cross-Country traveled from Los 
Angeles to New York averaging 32.09 m.p.g. 


Has highest resale value — Rambler is the hottest car on the used 


car lot because it brings more and moves faster. Proof again of Rambler’s 
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ever-growing popularity with the motoring public. 


AMERICAN MOTORS MEANS MORE FOR AMERICANS AND AMERICAN MOTORS DEALERS 


MOTORS CORP. 


Detroit 32, Michigan 
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tomer told the salesman that cars 
were all alike the salesman agreed. 


“I overheard his agreement and 
several other concessions he had 
made and after he had lost the 
sale I called him in the office and 
discussed it with him,” the dealer 
said. 


“I explained that he should have 
told the customer that ‘cars might 
be all alike if transportation was 
all the customer wanted.’ I asked 
him to study advertising, service 
manuals and comparison charts 
which we have on other cars and 
then to reestablish relations with 
the prospect and go over the new 
ideas or differences with him to 
show where we had new ideas to 
offer that were not on other cars,” 
said the dealer. 


The salesman called at the pros- 
pect’s home that night, according 
to the dealer, and he was primed 
with facts for all members of the 
family ranging from upholstery and 
colors to extra pinions, 


He found the whole family had 
been attracted to this car and this 
dealer by national advertising but 
was disappointed when the dealer’s 
salesman failed to mention any of 
the desirable points brought up in 
the advertising. 

The head of the house happened 
to be interested in many mechani- 
cal details of the engine. This is 
rank heresy of the worst sort since 
any automobile salesman will tell 
you that no one ever wants to know 
what’s under the hood or how easy 
parts are to service. 

He discussed servicing costs 
for such items as replacing gen- 
erator brushes, replacing the fuel 
pump, water pump and because 
the salesman had studied he was 
able to make a good case and 
came home with the order. 

In this dealership salesmen are 
trained to shy away from competi- 
tive price discussions, over-timed 

terms and similar phases of auto 
retailing which seem to occupy the 
minds of both customer and dealer 
and to switch discussions to new 
ideas. 

“New 


ideas find markets,” the 


|dealer said. “In 1946 three cigaret 


brands accounted for 88 percent of 
the market. Now they get only 44 
percent because new ideas in the 
form of king sizes and filter tips 
have made it possible for newcom- 
ers to break in,” he said. 

“We have new ideas each year 
in our own industry. It is not an 
easy-going industry selling trans- 
portation. Tomorrow we may have 
turbines, diesels or air-cooled en- 
gines. Witness the new idea of elim- 
inating the once difficult gearshift 
and transmission,” he said. 

Automatic transmissions, he 
pointed out, are now an old idea 
but when it was a new idea and 
exclusive with a few makes, not all 
salesmen jumped on it as a selling 
feature. 

“In fact some of my acquaint- 
ances even went as far as to 
apologize for it and I heard one 
of my own salesmen say that a 
man who couldn’t shift gears 
didn’t deserve an automobile,” he 
said. 

“This points up one other fact 
that affects us all,” the dealer con- 
tinued, “and that is our very human 
reluctance to accept new ideas. If 
we as dealers are inclined to mini- 
mize the importance of some new 
idea on the car we are selling we 
are not going to be able to gener- 
ate any enthusiasm in our sales 
force.” 

In his opinion, it behooves deal- 
ers privately to study all features 
to a point where they can become 
intelligently and genuinely enthusi- 
astic about the new feature and 
only then can they impart enthusi- 
asm in sales staffs which will gen- 
erate profitable deals. 

Most of the time, he said, fail- 
ure to accept new ideas comes 
from lack of knowledge about 
them and lack of vision or the 
ability to see what they will mean 
in the future. 

“An excellent case in point,” he 
said, “is the fact that no customer 
who ever bought a car with an au- 
tomatic transmission will ever want 
to go backward and buy one with 
a straight transmission, Few per- 
sons who have bought a car 
equipped with an air conditioner in 
summer will ever go back to a car 
without except because he can't 
afford it. 

“So we’re hammering all the time 
at our folks to sell the new ideas 
on the theory that the transporta- 
tion goes with it.” 
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AIRFOAM makes interiors Premolded AIRFOAM replaces AIRFOAM gives custom looks b 
roomier, more luxurious expensive handwork— and custom rides 
looks even richer 
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Cress Section Compares “Old” and “‘New" Seat Constrection 
Solid area indicates space saved by switch- 
ing to full-volume AIRFOAM seating. 


Open area indicates lesser space needed 
for full-volume AIRFOAM seating. 








Airfoam —T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 


YOU MAKE MORE SALES, more easily, when you can offer styling 
in the latest trend— PLUS a new roominess that smacks of sheer magic. 


AND YOU CAN OFFER BOTH — or may soon be able to — for 
AIRFOAM Development Engineers, working with foremost automobile 
manufacturers, are fast replacing outdated, bulky assemblies with 
Exciting new seating ideas Ruseall con be your smarter, R-O-O-M-I-E-R seating. 

become practical with AIRFOAM greatest sales-aid in years THESE NEW AIRFOAM SEAT-UNITS employ brand-new principles 
of space-engineering, impossible for old style cushioning. That’s why 
AIRFOAM Seat-Units find priceless R-O-O-M where none existed before 
—and without sacrifice of comfort! 

IF YOUR LINE STILL LACKS THEM, it may not be for long—for 


AIRFOAM Seat-Units rank high among today’s most timely sales-aids. 
Goodyear, Automotive Products Dept., Akron 16, Ohio. 
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1 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
{ 2. Every dollar of gasoline and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highw 
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ays; 

{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 





Industry Needs to Recoup 
Public Reputation 


For an industry as public relations-conscious as the auto- 
motive industry is supposed to be, it is a shocking fact that 
few other businesses currently suffer from as much public 
illwill. 

In the past year-and-a-half, six separate Congressional 
investigations have delved deep into industry affairs. These 
have included the Fulbright, Monroney and O’Mahoney com- 
mittees in the Senate and the Klein, Celler and Roberts 
committees in the House. The last—dealing with vehicle 
safety—is still going on. 

But these inquiries are just the half of it. There have 
been disputes over unethical advertising and merchandis- 
ing, talk of antitrust violations and recurrence of the old 
overproduction-underproduction charges. 

C. L. Jacobson, Chrysler Corp.’s new vice-president for 
dealer relations, voiced this comment at the Georgia Auto- 
mobile Dealers’ Assn. convention last month: 

“Tf this trend of fault-finding, of using us as a convenient 
scapegoat, continues, the automobile business may take over 
the role occupied by investment bankers, traction magnates 
and munitions makers a generation ago.” 

Although much of value has come out of the various 
investigations from the standpoint of the public and the 
trade’s interest, the fact remains that auto manufacturers 
and their dealers have lost acres of public-relations ground. 

The industry’s long-range benefit to the American econ- 
omy is a story which must be told and retold. It is time 
that the industry get off the defensive and re-establish the 
sound public reputation it deserves. 

Perhaps the National Automobile Show will provide a 
beginning for a campaign by which public confidence can be 
won back. It is an every-day task, but one which must be 
done to ward off any further damage to the industry’s 


standing. 





Sept. 18-19—South Dakota 
ealers Assn. Mitchell, S. D 


Sept. 23-25—Colorado Automobile Deal- 
er's Assn., Colorado Hotel, Glenwood 
Springs, Colo. 


Sept. 23-25 — Texas Automotive Dealers 
Assn., Commodore Perry Hotel, Austin. 


Sept. 24-25—Wisconsin Automotive Trades 


Automobile 


Assn., Hotel Schroeder, Milwaukee. 
Sept. 26-28 — New Jersey Automotive 
Trade Assn., Chalfonte-Haddon Hall, 
Atlantic City, 
Sept. 30-Oct, 2. — Tennessee Automo- 


tive Assn., Gatlinburg, Tenn, 

Sept. 30-Oct..3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 

Oct. 3-4—25th Annual State Convention, 
Kansas Motor Car Dealers Assn., Baker 
Hotel, Hutchinson, Kansas. 

Oct. 14-16—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond, 

Oct. 21-22—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Cklahoma City. 
Oct. 21-23—Automobile Dealers Assn. of 
Alabama, inc., Buena Vista Hotel, 

Biloxi, Miss. 

Oct. 21-23—Horida Automobile Dealers 

—. Fort Harrison Hotel, Clearwater, 
4. 

Oct. 21-23—Tenth Annual Convention, Na- 
tional Independent Automobile Dealers 
Assn., Hotel New Yorker, New York City. 

Oct. 30-31 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria. 

Nov. 3-5—Texas Independent Automobile 
Dealers 12th Annual Convention, Statler 
Hilton Hotel, Dallas. 

Nov. I1-13—Kentucky Automobile Dealers 
—_ Sheraton-Seelbach Hotel, Louis- 
ville. 

Nov. 13—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland. 

Dec. 4—Utah Automobile Dealers Assn., 
Salt Lake City. 

Jan. 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 
San Francisco. 


Auto. Shows 


Oct. 621—Dallas Auto Show, State Fair 
Automobile Bldg., Dallas. 

Nov. 10-17—International Autorama, Com- 
mercial Museum, Philadelphia. 

Dec. 8&1é—National Automobile Show, 
Coliseum, New York. 

Jan. 5-12—Buffalo Automobile Show, Mas- 
ten Avenue Armory, Buffalo. 

Jan. 4-13—Seattlie Auto Show, Civic Audi- 
torium, Seattle. 

Jan. 5-13—Chicago Auto Show, 
tional Amphitheatre, Chicago. 

Jan. 18-26—Indianapolis Auto Show, Man- 
ufacturers Bidg., indiana State Fair 
Grounds, Indianapolis. 

Jan. 19-26—Baltimore Automobile Show, 
Fifth Regiment Armory, Baltimore. 


Letterbox 





readers, 
letters but you may sign your name 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Interna- 


Another Saleslady 

I have read your article with 
great interest regarding Mrs. Mox- 
ley, a saleslady for Laux Motor 


Jan. 19-26—Pittsburgh Automobile Show, - 

Hunt National Guard Armory, Pitts. | Sales, Sylvania, O. 

burgh. I agree with Mrs. Moxley there 
Jan. 19-27—Detroit Auto Show, Detroit certainly is a place for saleswomen 

Artillery Armory, Detroit. 2 ss 
pg ve a in the automobile field, for women 

e eb. =—_ ochester urTomo e ; 
how, War Memorial. Exhibit, Hall, | Who like and want to sell. 


We have in our employ a sales- 
lady by the name of Mrs. Eleanor 
Fowler, who has had a salesman’s 
license for the past two years and 
doing a fine job selling Chrysler 
and Plymouth automobiles. 

She was office manager for five 
years before she traveled on the 
road with her husband selling nov- 
elty artware. She traveled four 
states, attending china and glass 
shows and calling on retail stores. 

The purpose of my writing this 
letter is to correct your statement 
that Mrs. Moxley was the only li- 
censed woman new-car saleslady in 
Ohio.— A. N. Linuart, president, 
Linhart Motor Co. (Chrysler-Plym- 
outh), Alliance, O. 

* 


Labor Only 


A correction please. In a recent 


Rochestr, N. Y. 


Feb. 2-10—Omaha Auto Show, Civic Audi- 
torium, Ohama. 


Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. ‘ 

Feb. 9-16—Albuquerque Auto Show, Coli- 
seum Bldg., State Fair Grounds, Albu- 
qureque, N. M. 


Feb. 9-i6—Milwaukee Auto Show. 
e = 


General 


Sept. 20-22—Automotive Parts Rebuilders 
Association Convention and Trade Show, 
Edgewater Beach Hotel, Chicago. 


Sept. 21-29 — International Commercial 
Motor Transport Show, Earls Court, 
London, England, 


Sept. 23-24—Georgia Independent Auto- 
mobile Dealers Assn., Savannah, Ga. 


Oct. 1-3 — National Electronics Con- 
ference, Hotel Sherman, Chicago, 


Oct. 414 — Paris Auto Show, Grand 
Palais, Paris. 


(See CALENDAR, Page 16, Col. 5) 


30 Years Ago... 


The Big Stories 


With 28,700 cars shipped, Hudson had the biggest August in its his- 
tory, exceeding by more than 1,000 the record of August, 1925. 

Total sales of 1,113,065 cars and trucks by General Motors Corp. for 
the year ended July 31 represents a record year and a gain of 73 per- 
cent over the preceding 12 months, according to A. P. Sloan jr., presi- 
dent. The figures show a gain of 472,819 units over the 640,246 sold in 
the preceding 12 months. 

Out of a total of 308,455 automobiles registered in 42 states and the 
District of Columbia, 217,321, or 70 percent, were either light fours or 
sixes. 





Automotive Cartoon 


Of the Week 


“You ask who made his quota first this year?” 





“pete ka ct 


This is an open forum for the discussion of any subject of interest to our 
and your letters are welcomed. No attention is given to unsigned 


with the assurance that it will not be 


|item you stated that new Massa- 
| chusetts NADA Director, Bill Mit- 
|chell, had built his business up to 
| 63 employes with four locations and 
| $12,000 a month labor and parts. 
| The correct figures are over $12,- 
| 000 a month labor only, and $15,- 
000 a month parts business. 
With our four locations and 63 
employes, I believe we would have 
a very poor overall dealer opera- 
tion if we had only $12,000 labor 
and parts combined. You might 
also mention that I have been 
elected Regional Vice President of 
Region No. 1.—Wi.uiaM H. MircHelt 
gr., West End Chevrolet, Inc., Wal- 


tham, Mass. 
* ” * 


Who’s to Blame? 


In reading an article in a Detroit 
newspaper, in reference to closing 
of Packard automobile plant in De- 
troit—who is really responsible for 
so doing? : 

What are the reasons for doing 
so? Could this have been an ar- 
rangement of long standing? In 
talking to a Packard dealer, he 
tells me his last year’s contract 
had a clause inserted that Pack- 
ard Motor Car Co. would not buy 
back special tools or parts inven- 
tory. 

Was someone who knew what 
was going to happen responsible 
for this happening? Under this 
new Federal law enacted, can @ 
Packard dealer forced out of busi- 
ness have his day in court for losses 
he has suffered? 

Packard resale on 1955 models 
were from $300 to $500 higher than 
| 1954 models were in 1955, Really 
(See LETTERBOX, Page 64, Col. 4) 











A reliable source for dependable products 


Perhaps no measurement of value is as important as 
dependability. For, obviously, in automotive compo- 
nents, sound design, outstanding performance, and 
efficient production service can only stem from an organ- 
ization built on the solid foundation of dependability. 
For over thirty years Bendix Products Division has 
demonstrated its ability not only to meet, but to antici- 
pate the needs of the automotive industry. The fact that 
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Bendix Power Brakes* 


Bendix products have won such wide acceptance is 
proof of dependability. 

From plans to finished products, you can count on 
Bendix as a reliable source for dependable automotive 
components. *REG. U.S. PAT.OFF. 


BENDIX civision SOUTH BEND oan 


Export Sales: Bendix international Division, 205 East 42nd Street, New York 17, N.Y. 


Bendix Power Steering* 


BRAKES « POWER STEERING « POWER BRAKING + CONSTANT VELOCITY UNIVERSAL JOINTS « HYDRAULIC REMOTE CONTROLS 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Connecticut 

The trite description, “cautious 
optimism,” may well be applied to 
Connecticut’s current automotive 
market. 

The Connecticut Automotive 
Trades Assn. here reports a new- 
car sales decline, with 54,341 new- 
car sales here during the initial 
seven 1956 months, against 58,700 
during the like 1955 period, 

The State Labor Department 
offers buying potentials with 
these statements: “The first half 
of 1956 found the Connecticut 
economy running at a high level. 
The important business indica- 
tors for the state averaged about 
10 percent higher during the first 
six months of this year over 1955. 

“The measure of overall business, 
bank debits, was 11.8 percent over 
last year; industrial power sales, 
up 11.7 percent over a year ago, 
and life insurance sales, up 1.4 per- 
cent. Construction activity was 3.9 
percent higher than a year ago, al- 
though a drop for 1956 had been 
widely predicted. Industrial produc- 
tion averaged 5.4 percent higher 
during the first half of 1956 over 
last year. 

“These figures are good, but cau- 
tion must be used in projecting 
them into the second half of 1956. 


Industrial production, the bell-| 


wether of the Connecticut economy, 
while running ahead of last year, 
has declined almost steadily since 
last December.” 

Meantime, ready money here for 
big expenditures seems to be more 
than slightly tight at this time— 
(T. J. Marks jr.) 

* 


* 


Cleveland 


New and used-car sales in Cleve- 
land during the week ending Aug. 
25 showed little change from the 
previous week but were sharply un- 
der the year-ago period. 

New-car sales totalled 1,524, com- 
pared with 1,910 a year ago; used, 
1,793 vs. 1,861. New commercials 








were 105 against 99; used, 68 against 
76.—(Al Rothenberg.) 


+ x * 


Manhattan, Kans. 


Sales of new cars in Riley County 
(Manhattan), Kans., in the first two | 
weeks of August fell below sales! 
in the previous two weeks, accord- 
ing to reports from the county 
treasurer's office. 





There were 48 new units regis- 
tered in the first two weeks of Au- | 
gust, compared with 66 in the final | 
two weeks of July. | 

However, sales of used cars 
continued on the upswing, with 
208 registered in the August pe- 
riod, against 135 during the pre- 
ous two weeks. | 

New-truck sales were very slug- 
gish, with only one sale being reg- 
istered in the two weeks in August, | 
and two in the July period. 

Used-truck sales held about! 
steady. There were 14 in the August 


period, compared with 16 in the 

final two weeks in July.—(George | 

M. Hunholz.) 
* = 


Salt Lake City 
July saw only 947 new cars reg- | 
istered in Salt Lake County (Salt 
Lake City), compared with 1,248 in| 
the previous month, 
New-truck registrations also de- 
clined sharply, from 242 to 194. 
_ Bym make, new-car registrations 


Gordon Neutiad | 
To Renault Post | 


NEW YORK.-——-Desmond W. Gor- 
don has been named American 
sales promotion manager of Re- 
nault of France. | 

Gordon, former Western division | 
wholesale manager of Jaguar, will | 
direct the national sales promotion | 
activities of Renault Selling Branch, | 
Inc., New York, which is the Amer- 
ican factory branch of the French | 
firm. } 

Before joining Jaguar, Gordon | 
was Midwest regional manager, In- 
ternational division, Ford Motor 
Co. He formerly was New York 
and New England regional whole- 
sale manager of Rootes Motors, Inc. 


were: Chevrolet, 296; Ford, 210; 
Buick, 83; Oldsmobile, 69; Plym- 
outh, 43; Pontiac, 41; Mercury, 
40; Dodge, 28; Volkswagen, 28; 
DeSoto, 24; Chrysler, 22; Cadillac, 
19; Hudson, 10; Nash, 9; Stude- 
baker, 8; Lincoln, 7; Packard, 2, 
and miscellaneous, 8. 

Truck registrations were: Ford, 
65; Chevrolet, 50; GMC, 22; Inter- 
national, 20; Dodge, 16; Diamond | 
T, 6; Willys, 6; -Divco, 3; Mack, 3; | 
Kenworth, 1; Studebaker, 1, and 
miscellaneous, 1. 


were: Chevrolet, 1,027; Ford, 714; 
Buick, 443; Oldsmobile, 321; Dodge, 
234; Plymouth, 206; Pontiac, 180; 
Mercury, 175; Nash, 151; DeSoto, 
97; Chrysler, 87; Cadillac, 78; Hud- 
|son, 51; Lincoln, 31; Studebaker, 
22; Packard, 17; Willys, 2, and mis- 
| cellaneous, 13.—(John E. Hubel.) 


* * x 


Pittsburgh 
New-car registrations in the 
| Pittsburgh area “reflected a large 
“ie eae |gain” in the week ended Aug, 25, 

° according to the Bureau of Busi- 

Milwaukee |ness Research of the University of 

Retail deliveries of new cars in| Pittsburgh. 


Milwaukee during July exactly) ne bureau's seasonally adjusted | 
matched the previous month’s total | |index of general business activity | 


of 3,849. | stood at 198.2 percent of the 1935- 


, 


The seven-month total for 1956/39 average during the week. It had | 


was 25,496, compared with 28,838 | been 194.9 at the end of June, prior 
for the same period of last year. |to the steel strike—(Leon M. Lef- | 
July registrations by makes| fingwell.) 











| Koval Receives DeSoto Award— 


Joseph P. Koval, second from right, owner of Koval Bros. DeSoto-Plymouth Sales 
and Service, Mahanoy City, Pa., accepts plaque in recognition of 25 years continuous 
service as a DeSoto dealer. The presentation is made by H. J. Toland, DeSoto Phila. 
delphia regional manager, while John Koval jr., left, dealership sales manager, and 
Dick Williams, right, Philadelphia regional sales manager, look on. 


let breathable 





Saran was chosen by the industry’s top designers as 
the original upholstery in the 1956 model car (above) 
for the same good reasons that make it the most 


profitable seat cover item you can sell. 


First of all, saran is woven ... it breathes ... keeps 
customers comfortable in any weather. Then, of 
course, there are the fabulous saran colors and de- 
tight fit it 
gives and keeps. Small wonder saran is first choice 


signs, its wonderful durability, the snug, 


for the interiors of America’s smartest new cars. 


Capitalize on this proved popularity of saran. Make 
1957 a great sales year by getting in your saran line 


right now! 


take you off 


It’s woven! 
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AUTOMOTIVE WASHINGTON 





Monroney Committee's 


Report Is Awaited 


By William Ullman 

Washington Correspondent 

N OW that Labor Day has come and gone, Washington 
tourists are dwindling in number, hot weather is on the 
wane, vacationers are coming back to work, school days are 
here again, and perhaps news of direct interest to the auto- 
motive industry will become more plentiful than it has been 


since Congress adjourned. 
While none of the old 


a that usually can be'; 
ie 


pended on to provide at least a 
few lean items for a struggling and 
story-hungry automotive reporter 
could be located last week, it won't 
be long now — we hope. 

David Busby, 
Monroney subcommittee on auto 
marketing practices, should be 


back on the job pretty soon, and| 


it is expected that he will get busy 
with a broad general report on the 





counsel for the) 





subcommittee’s h 


William Uliman 


istory, conclusions 
not heretofore 
made public, and, 
very likely, rec- 
ommendations as 
to whether the 
group should be 
continued as a 
“watchdog” com- 
mittee or become 
active again dig- 
ging into some 
phases of auto 
marketing prac- 


tices not before touched upon. 

It is believed that the character 
of report that Senator A. S. Mike 
Monroney, Oklahoma Democrat 
had in mind before he left Wash- 
ington might, if given compilation 
and publication approval, prove to 
be a startling document. 

During the remaining months 

of this year there should be a 

number of committee meetings 

and reports of direct concern 
to the auto industry and trade. 

Of particular interest should be 

the going-over that taxes 

especially excises — will get from 
sevreal quarters. It is believed 
that all the discriminations, un- 
fairness and inequities of the 

Government’s present taxing sys- 

tem will be laid bare this time. 

Rep. Wright Patman, Texas 
Democrat, can be expected to 
enliven the news here with his 
never-ceasing defense of small bus- 
iness and his attacks on the 
Federal Reserve Board. Recent 
FRB discount hikes met with his 
tart disapproval and he can be 
counted on to continue his opposi- 
tion. 

Of special interest, of course, will 


be the report to be filed by the 
Roberts highway and auto safety 
committee following its Detroit 
visits to GM, Chrysler and Ford. 

It might be well to point out at 
this time that committee activity 
during the months ahead may be 
stymied any moment by the course 
of campaigning for election, and 
also by the results of that momen- 


tous occasion. 
+ wy * 


Streamlined Mail 

N LINE with President LHisen- 

hower’s mandate to the Post 
Office Department “to improve 
service and reduce costs,” Post- 
master General Arthur Summer- 
field last week announced that the 
department hopes to add before 
Christmas 5,743 new trucks, 1,500 
new motor scooters, 2,000 more 
bicycles and 6,000 golf-caddy-type 
letter carrier carts to help speed 
mail to the nation. 

The new vehicles will be painted 
in the Post Office Department’s 
now-familiar red, white and blue 
colors. 

The stepped-up vehicle pro- 
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the hot seat for °57! 
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...MAKE OLD CARS LOOK NEW! 


Style up your older-car market with the newest and best 
... breathable seat covers woven of saran can make your 
customers happy again. Because they’re woven to allow 
natural air passage, saran covers let customers enjoy ulti- 
mate driving comfort all year ‘round. This selling point will 
get you a bigger share of the rich older-car market. 


Here’s another sales clincher. Show your prospects how 
seat covers of saran make older cars look new. For proof, 
note that the car above, fitted with saran covers almost 
identical in appearance to the new-car upholstery on the 


opposite page, is a 1952 model. 


Saran has everything it takes to make 1957 a booming seat 
cover sales year. Will you be ready? THE DOW CHEMICAL 


COMPANY, Midland, Michigan. 





You can depend 
on DOW PLASTICS 


feature this label 
... make '57 a 


booming sales year! 








gram—conceived in 1953 and 
placed in high gear in 1954 — 
provides trucks for all 

needs in four standardized 
models, using economical parts 
and especially adapted to carry- 
ox mail, Summerfield pointed 
ou 

“In 1953,” he said, “the Govern- 
ment’s postal fleet included a mixed 
—in fact, you might say mongrel 
—group of 19,000 vehicles of seven 
types. Many of them had chassis 
that were far too heavy and expen- 
sive for mail carrying purposes 
because mail — per cubic foot— 
is one of the lightest types of loads 
carried by truck.” 


Also, he added, almost all of them 
were custom-made vehicles, expen- 
sive to buy and replace. 

The standardized models of the 
new program, said the Postmaster 
General, feature larger bodies on 
lighter chassis. This provides a 
truck that is entirely adequate, 
with less costs in procurement and 
maintenance. Also, such trucks are 
more maneuverable on city streets 
and less of a hindrance to traffic. 


Righthand drive is employed in 
the department’s new vehicles, 
making it simpler and quicker 
for curbside pickups of mail by 
postal personnel. The department 
now operates about 25,000 
Government-owned vehicles, of 
which approximately 50 percent 
is of the new type. 

Supplementing the new vehicle 
program, Summerfield stated, has 
been a modern automotive mainte- 
nance program also installed since 
1953 and providing important bene- 
fits for the postal service in terms 
of increased efficiency. 7 


* * * 
Loans to Dealers 
URING the period Aug. 1 


through Aug. 15 the Small 
Business Administration approved 
154 additional loans to assist small 
firms. Of these, the report said, 
111 were in participation with 
banks, while 43 were direct Govern- 
ment loans. 

While there were not many loans 
in the automotive field, those 
approved were, for the most part, 
larger than usual. 

An auto dealer in Port Ewen, 
N. Y., with only seven employes, 
got a $45,000 bank participation 
loan. An auto supply firm in 
Hazard, Ky., with nine employes, 
received $58,360. A service station 
in Bartonville, DL, with 15 
employes, got a direct loan of 
$70,000. 

There were a number of varied 
supply concerns—fuels, parts, tires 
etc. — listed as receiving smaller 
sums from $10,000 to $20,000. The 
smallest loan reported for the 
period, however, went to an auto 
dealer in Neligh, Neb., having four 
employes. He got $3,500. 


* * = 


Inventors Wanted 
- YOU are an inventor, profes- 

sional or amateur, says the U. S. 
Office of Technical Services, you 
may have the germ of an idea in 
the back of your mind which could 
be the solution to one of the tech- 
nical problems currently affecting 
national defense, and you should 
get in touch with the National 
Inventors Council. 

The NIC is a Government 
advisory organization of scientists, 
headed by Charles F. Kettering. 
Since 1940 it has served as liaison 
agency between inventors and mili- 
tary services. 

Through the NIC have come 
more than 200 successful inven- 
tions, such as the World War II 
mine detector, which grew out of 
a device originally intended for 
hunting buried treasure, the 
mercury-cell battery used to 
power “walkie-talkies,” the signal 
mirrors used by downed Ameri- 
can flyers and certain important 
aerial refueling methods. 

The council publishes a cumula- 
tive list of technical problems 
turned over to it by the military 
agencies, ranging through the fields 
of aeronautics, electronics, mechan- 
ics, chemistry, metallurgy, and 
others. 

A copy of the current “Technical 
Problems Affecting National 
Defense” may be obtained by writ- 
ing to NIC, Department of Com- 
merce, Washington 25. 
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BALTIMORE. — Like every good 
salesman, Dodge “Sell-a-Thon” 
winner Bud DeVries has his own 
pet formula for selling cars. 

Bud’s method, 
which racked up 
32 cars in Dodge’s 
recent sales con- 
test, starts out 
daily with “a 
good breakfast” 
followed by a 
heaping portion 
of persistent 
follow-up on old 
contacts. 

Oe 7 “New contacts 
Walter DeVries —and plenty of 
them—are important,” says Bud: 
“Especially in today’s competitive 
market. But it’s the follow-up on 
Collard Opens Used-Car Lot— ee ee 

Collard Motors, Inc. (Lincoln-Mercury), has opened this unique used-car lot in| This top salesman for the How- 
Eugene, Ore. The lot covers 21,000 square feet of display space attractively lighted | ard W. Ford dealership (Dodge) at 
and has doubled the normal volume, according to Benjamin V. Collard, president. 4721 Liberty Heights Ave. claims 








Cast Alloy 
Steel 
Crankshafts 


Hydraulic and 
Mechanical 
Jacks 
















Self-Energized 
Double-Disc 
Brokes 






Malleable 
Iron Castings 





AIRCRAFT 
INDUSTRIES 





Follow-Up Specialist 





For 48 years now we have been open- 
ing doors into new fields by working 
closely with our customers. Today, we 
are ready, willing and more able than 
ever to accept new challenges. We can 
be of help to you in solving your man- 
ufacturing problems. You will find 
our vast production facilities and engi- 
neering talent always at your service. 


AUTO SPECIALTIES MFG. CO., INC. 
SAINT JOSEPH, MICHIGAN 


Plants also at Benton Harbor and Hartford, Michigan 
and Windsor, Ontario, Canada 





Dodge Contest Winner Stresses Old Contacts, 
Gives Away Desk Calendars 


there is nothing unusual in his 
follow-up technique: 


phone calls, personal visits, mails 
out cards and Dodge literature. 
Perhaps the difference is that he 
does these more frequently, and 
with “pleasant persistence.” 

He does admit, though, to a 
couple of gimmicks of his own. One 
of these is mailing an attractive 
leather bound desk calendar and 
phone pad to new contacts at 
Christmas—entirely at his own ex- 
pense. 

Last year he sent 370 calendars 
at a total cost of $157. He attributes 
eight sales to the calendars, with 
four more coming up. 

DeVries’ longest wait for a 
payoff came a few months ago 
when he sold a 1956 Dodge on the 
goodwill of a 1955 calendar. As 
the customer explained it, since 
the desk calendars are reusable 
she sent out and bought her own 
refill. In the process she thought 









Clutches 






for Farm 
Tractors 





Manufacturing for the automotive & farm machinery industries since 1908 








that refilling the garage with a 
new Dodge seemed like a good 
idea too. 

With money in the bank as proof 





He makes 


of the selling power of his calen- 
dars, DeVries is reminded con- 
stantly of the “biggest mistake | 
made all year—sending out too few 
of them.” Next time he plans to 
mail at least 600. 


As for new contacts, DeVries 


rates the local auto shows as an 
excellent source when handled 
properly. He firmly believes in put- 
ting prices on giveaway literature, 


“When visitors see the price 


right out front, they immediately 
put their confidence in you and 
don’t hesitate to give you their 
names,” he feels. 


At the last Baltimore auto 
show, he was able to write down 
70 names by this method—and 
four of them resulted in “Sell-a- 


Thon” sales. Several others are 
still active prospects. 

“Drive-It-Yourself” is another 
important part of the DeVries sell- 
ing method. He often lends a pros- 
pect his own personal Dodge for 
the weekend. Of the last three bor- 
rowers who drove Bud’s car, two 
came in on Monday and bought 
their own. 


A father of three children, Bud 
estimates he is selling directly or 
indirectly 12 to 16 hours a day, “ex- 
cept Sundays.” 

“The automobile business is like 
everything else in life,” he says. 
“You get out of it exactly what you 
put into it.” 


Fair-Trade Group 


Plans to Continue 


NEW YORK.—The steering com- 
mittee of the Bureau of Education 
on Fair Trade has voted unani- 
mously to continue the bureau, ac- 
cording to Dr. John W. Dargavel, 
Bureau chairman. 


In view of the problems facing 
fair trade in eight states where it 
has been rendered inoperative, the 
steering committee authorized the 
bureau’s staff to develop a broad 
program to “meet the realities” of 
the present situation rather than a 
program tailored to meet the bu- 
reau’s annual budget of $120,000. 

Dargavel said the new program, 
with estimated costs, will be sub- 
mitted to the steering committee 
for action later this year. 


Calendar 


(Continued from Page 12) 


General 

Oct, 812—National Metal Exposition and 
Congress, Public Auditorium and &- 
hibition Halls, Cleveland. 

Oct. 10-12 — National Transportation 
Meeting, Society of Automotive Engi- 
neers, Hotel New Yorker, New York. 

Oct. 17-27 — International ‘Motor Show, 
Earls Court, London, England, 

Oct. 21-26—Twenty-third annual conven- 
tion, American Trucking Assns., Waldorf | 
Astoria Hotel, New York. 

Oct. 22-26—National Industrial Exposition 
& Management Conferences, Detroit 
Artillery Armory, Detroit. 

Oct. 22-26—44th National Safety Congress 
and Exposition, Conrad Hilton, Con- 
ress, Morrison and LaSalle Hotels, gf 
hicago. 

Oct. 23-25—Iiith Annual National Protec- 
tive Packaging and Materials Handling 
Exposition, Kiel Auditorium, St, Louis. 

Oct. 29-31—Annual Convention and Ex- 
hibit, Truck Body & Equipment Assn., 

Sherman Hotel, Chicago. 

Nov. !-12—National Diesel Engine Meet- 
ing, Society of Automotive Engineers, 
The Drake, Chicago. 

Nov. 7-9—American Finance Conference 
Convention, Hotel Commodore, New 
York, 

Nov. 89—National Fuels and Lubricants 
Meeting, Society of Automotive Engi- 
neers, The Mayo, Tulsa. | 

Dec. 2-4—Third Annual Auto Trim Show, | 
Sherman Hotel, Chicago. 

Dec. 9-1i—Automotive arehouse Dis- 
tributors Assn., Inc., Membership Meet- 
ing and Conference, Palmer House, 
Chicago. 

Dec. !1—I7th Anniversary Dinner, Auto- 
mobile Old Timers, Waldorf-Astoria 
Hotel, New York. 

Dec. 26-Jan. 6—Annual Upper Midwest 
Auto Show. Minneapolis Auditorium, 
Minneapolis. 

Jan. 14-18—Annual Meeting, Society of 
Automotive Engineers, the Sheraton- 
Cadillac and Statler Hotels, Detroit. 

Jan.—Sixteenth Annual Convention, Truck- 
Trailer Manufacturers Assn., Hotel Del 
Coronado, San Diego, Calif, 

Jan. 26-Feb. 3—Houston National Auto- 
mobile Show, Sam Houston Coliseum, 
Houston. 

Feb. 4-7—National Automotive Acces- 
sories Manufacturers of America Expo- 
sition, New York Coliseum, New York. 
March 11-12—Annual Convention, Cana- 
dian Automotive Wholesalers’ & Man- 
ufacturers' Assn., Windsor Hotei, 
Montreal. 

March 13-14—National Automotive Serv- 
ice Show, Show Mart Bidg., Montree!. 

Mey 9-12 — Midwest Automotive Trade 

iow, Kiel Auditorium, St. -Louis, 
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in front of Chevrolets 
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Bel Air Sport Sedan with 
Body by Fisher. 











Well, sure. There are more Chevies on the road. More people buy ’em year after year. And this year, Chevrolet’s 


the most popular car again—by a margin of more than 150,000 so far. . . . Must be the best one to buy, for sure! 


Two million more people own Chevrolets 





Only franchised Chevrolet dealers display this famous trademark 





——__ 
ATs 





See Your Authorized Chevrolet Dealer 





This engaging advertisement, appearing this month 
in thousands of newspapers across the country, 
reminds America of something the auto industry well 
knows: Chevrolet dealers outsell everybody! Chevrolet 
Division of General Motors, Detroit 2, Michigan. 









18 AUTOMOTIVE NEWS, SEPTEMBER 10, 1956 





Eprror’s Nore: This is one of a 
series of letters on practical 
problems encountered in auto 
selling. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

* ” + 


Dear Ed: 


I HAD a new experience yester- 
day at our dealership which 
I think should help you in yours. 

A fellow came 
in alone, look- 
ing and asking 
about a new 
car., After go- 
ing through the 
preliminaries we 
finally got to 
my closing of- 
fice where we 
sat down and 
‘Dunesmobiles' on Lake Michigan— Gacusned actual 

Ten “Dunesmobiles"—1956 Oldsmobile Super 88 convertibles—conduct visitors on figures, includ- 
tours of Lake Michigan sand dunes. They are operated by Frank Warnes near Glen ing downpay- 





Harbor, Mich. Here, tourists explore Sleeping Bear dune, 600 feet above lake level.| ment, tradein allowance and 
The cars have oversize 9:00 by 15 tires, but otherwise are regular Super 88 models.' terms for financing on a specific 





«+. and sales show it! 


Independent surveys prove Alemite CD-2 
is the fastest selling additive on the market 
today! And no wonder! Only CD-2 gives 
such amazing results, so fast! Guarantees 
smoother performance and greater protec- 
tion from the ravages of stop-and-go driving. 
Just one can of CD-2 added to the crankcase 
makes such a big difference that customers 
come back repeatedly for more! Retails for 
only $1.35 a can. 


.-- leads in advertising! 


Consistent stand-out advertising— month 
after month, all year long—in Life, Satur- 
day Evening Post, Look, True, Popular Sci- 
ence and Popular Mechanics— plus 
television, radio, and dominant newspaper 





















BY coverage—keeps selling for you! 
EVERY cD-2 SA RANTEE 
avemite’s FAMOU aaa .-. leads in profits! 


ers must be § 
funds the money 


the profit! 






—Your custom 


or Alemite re 
you keep 


You get a big profit of $12.00 for every case 
of Alemite CD-2 you sell! And because 
CD.-2’s more effective performance makes 
steady customers, you sell more! 






ONLY ALEMITE CD-2 DOES ALL THIS! 


1. Gives any engine new power—new 4. Eliminates rust and bearing corrosion. 


performance —new life! 5. Banishes harmful crankcase sludge 


2. Frees sticky, noisy valves, rings, and and “goo.” 
hydraulic valve lifters. 6. Gives extra wear-resistant quality. 

3. Dissolves and removes lacquer-like 7. Keeps new engines new—helps avoid 
deposits on valves and pistons. costly repairs. 


Contact your jobber or Alemite Distributor... TODAY! 


ALEMITE’ CD-2 (Gl) sce 
Chicago 14, illinois 


A Product of STEWART-WARNER CORPORATION 
Una 





Meeting the Practical Problems .. . 
Case Histories of a Salesman 


car I chose that we had in stock. 
I had about 30 minutes invested 
in this guy and felt all along, be- 


| cause of past experience, that it 
| would be difficult to sell him on 


the spot—mostly because he had 


| a wife to whom he referred as 


“The Battle Axe.” That, of course, 
led mé to believe this guy couldn’t 
buy a pretzel without her. 

But, as usual, I went right 
ahead with my method of trying 
for an immediate order. And 
when I did I was confronted with 
the usual: “Your deal’s OK, I 
like everything about it, but Ill 
go home and talk it over with my 
wife, and we'll be back to see you 
tomorrow.” 

~ * * 
HA. knowing this was going 
to happen all along, I was 
devising a scheme in my mind 
that went something like’ this, 

I said: “You know, I kind of 
like a guy who respects his wife 
to such an extent that he wouldn’t 
































do anything as important as buy- 
ing a car without her. It shows 
good character and a solid mar- 
riage. I’m married too and under- 
stand. 

“But one thing I gather for 

sure is that you would buy this 
car right now if it was up to 
you. So let’s set this whole deal 
down on paper so that you can 
explain it properly to your wife. 
You and I both know now that 
we have to sell your wife and 
I can help you more than you 
realize. So here’s what I pro- 
pose. 
* “Tll make out an order listing 
exactly the model car and every 
accessory you will be getting. 
Then I'll show you the full price, 
the downpayment, the amount of 
the payment, etc. 

“But across the face of the or- 
der in very large writing I will 
put Subject To Your Wife’s Ap- 
proval. 

* * + 

No“. when she sees that, the 

first thing that will come to 
her mind is that you have shown 
your respect for her. Then you 
can plainly show her through this 
order exactly what we were talk- 
| ing about. And her knowing all 
| the time that it’s really up to her. 
She’s the Boss. 

“In the meantime I will have 
your credit checked by our bank. 
No cost or obligation to you and 
too, I will have this specific car 
taken from stock, washed and 
prepared so that when you and 
your wife return tomorrow every- 
thing will be ready. 

“As a matter of fact, if, when 
she sees this car nicely cleaned 
and shining and ready to go— 
and your credit approved, there 
won’t be one good reason in the 
world why you couldn’t drive 
it home ‘for keeps’ tomorrow.” 
Well, Ed, he was a reasonable 

guy and saw it my way because 
it was a practical idea. I wrote 
the order, took a credit state- 
ment, got a $10 deposit, subject 
to being returned if no deal and 
sent him home happy as a lark. 

He was on my side almost all 
the time especially after I showed 
him how together we could sell 
his wife. 

I’m confident that I have a deal 
tomorrow, I’m also sure I'll have 
a second chance tomorrow be- 
cause he must come back. 





—Bert Sm™ons. 









Salesmen Paid 
More in 1956, 
Survey Shows 


NEW YORK.—Field salesmen for 
| manufacturing companies increased 
| their earnings by an average of 3.5 
percent last year, according to a 
survey of sales compensation by 
the American Management Assn. 

The study analyzes the compen- 
sation paid to more than 17,000 
|lines sales personnel in nearly 200 
|companies between the spring of 
|} 1955 and the spring of 1956. 

Positions included are those of 
sales trainees, three grades of sales- 
men, sales supervisors and district 
and regional sales managers. 

Total compensation of the 14,093 
salesmen covered in the survey 
shows considerable variation, based 
on such factors as level of respon- 
sibility and the market served. 

However, more than three-fourths 
of them earned between $5,000 and 
$15,000 last year. At or near the 
bottom of this range are likely to 
be found salesmen in such cate- 
gories as that of beginning sales- 
man for a food company; the ex- 
perienced salesman for a company 
that manufactures diesel locomo- 
tives is an example of the type or- 
dinarily found at the top of the 
range. 

Salesmen receive incentive com- 
pensation in the form of bonuses 
and commissions in 77 percent of 
the companies surveyed. Base sal- 
aries are lower when bonuses and 
commissions are also paid, but 
salesmen on such incentives fare 
better in total compensation than 
do salesmen on salary only, accord- 
ing to the survey. 
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SMART TO BE 
WITH OLDS! 





. » » because Olds dealers have 


a Jewel product to sell! 
awry 


» . . because there’s “7 
sales appeal in the way 
Olds holds its value! 

.» » because Olds dealers 
have a Jowell asset in 
the Oldsmobile quality way 
of doing business! 


OLDSNMOBI LE 


A QUALITY PRODUCT SOLD BY OLDSMOBILE QUALITY DEALERS 
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DETROIT. — General Motors 
Corp. has completed a two-day 
conference in which all phases of 
modern industrial packaging were 
explored and discussed. 

The conference was attended by 
more than 225 GM people inter- 
ested in packaging problems. They 
listened to more than 15 experts 
discuss various phases of the prob- 
lem, 

The conference was sponsored 
by the service parts packaging 
committee of the distribution 
staff’s service section and was 
opened by Myrle E. St. Aubin, 
section director. Ralph A. O’- 
Reilly jr. GM packaging engi- 
neer, presided over the sessions. 

Packaging an item is a part of 

the overall job of its manufacture, 
declared John J. Cronin, GM man- 
ufacturing staff vice-president. 
Total manufacturing cost including 
material handling is lowered if 
packaging is planned with manu- 
facturing and not as an after- 
thought, he said. 

Also, he saw a challenge in the 
possibility of merging automatic 
packaging machinery with produc- 
tion machinery and eliminating all 
intervening handling. 

J. S. Saylor, Buick packaging 
engineer, traced growth and diver- 
sity of transparent packaging 
which is becoming available to the 





Package Costs Less— 


A die-cut filler provides positive sepa- 
ration for Oldsmobile replacement valves. 
Polished and ground surfaces are pro- 
tected from scratches or nicks. The filler 
and carton interior are waxed to prevent 
absorption of residual oil. Formerly the 


valves were individually wrapped and 
placed in a top-opening carton. The better 
packaging costs less, Oldsmobile said. 







Trip to Hawaii 
Tops Prize List 
In Peak Contest 


NEW YORK. — An airplane trip 
for two to Hawaii is first prize in a 
nationwide Lucky Driver Sweep- 
stakes being conducted by Commer- 
cial Solvents Corp. 

Purpose of the contest is to build 
goodwill and gain new customers 
for Peak antifreeze dealers, accord- 
ing to Paul R. Smith, general man- 
ager of CSC’s automotive special- 
ties department. 

Smith explained there is nothing) 
to buy. Free entry blanks are avail- 
able from Peak dealers. In addition 
to the Hawaii trip, prizes include a 
TV set, washer-dryer, food freezer, 
dishwasher and 150 pocket transis- 
tor radios. 

In addition to the goodwill fea- 
ture, Smith said he hoped the sweep- 
stakes would make customers begin 
thinking about antifreeze so they 
will winterize early. 


Fire! 
Baking Soda Prescribed 


To Douse Blaze 


CHICAGO. — Keep a box of bak- 
ing soda handy for fire protection, | 
the Baking Soda Institute warns | 
dealership service managers, gar- 
agemen and operators of repair 
shops. 

The warning is part of Fire) 
Prevention Week which will be ob- | 
served Oct. 7-13. 

The institute recommends baking 
soda for smothering burning en- 
gines or ignitions without causing 
harm to the auto itself. 


| 





Planned Packaging 


GM Conference Stresses Aid in Cutting 
Costs of Manufacturing 
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automotive industry in increasing 
variety. 

G. R. McCrea, Packard electric 
division, told how the use of 
performance specifications based 
on compression strength instead 
of the Mullen test has resulted in 
better corrugated boxes at a sub- 
stantial reduction in cost. 

At AC Spark Plug, quick deJivery 





Gardner-Denver Builds 


New Detroit Office 


DETROIT.—Gardner-Denver Co. 
has constructed new district offices 
at 12700 Capital in suburban Oak 
Park, Mich. The 6,300-square-foot 
building also will house the Detroit 


offices of the company’s Keller Tool | 


division. 

The new site also includes a ware- 
house, storage areas for small parts 
and a repair shop. Ernest A. Han- 
son is the company’s Detroit dis- 
trict manager. 
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has freed carton storage space, 
Edward Richards, superintendent 
of production control, told the con- 
|ference. Six-hour delivery and 
vendor storage of carton supplies 
has freed many square feet of 
valuable plant space for other pur- 
poses, Richards said. 

Duane A. Jones United Motors 
advertising manager, using a series 
of colored slides, talked on “pack- 
aging personality.” Jones pointed 
out that though automotive parts 
were a very prosaic commodity, still 
the packages could have “person- 
ality.” The use of clear-cut type, 
on a good readable background, 
and the clever use of sparkling 
colors add to the “sales personal- 
ity” of the package, he said. 

Packaging costs can be sub- 
stantially reduced through the 
use of air ride suspension, a new 
concept in motor carrier equip- 
ment, it was explained by J. D. 
Atkinson, GMC warehousing 
manager. 

A truck or trailer equipped with 
air suspension imparts so little 
shock and vibration to the load 
that cheaper containers can be 





Packaging by Machine— 


Thin parts such as molding strips and radio antennas are now automatically sealed 


used instead of those built to with- | between two moving strips of latex-coated paper on this machine at Pontiac. General 


stand greater strain and _ stress, 
resulting in large savings 





shippers, Atkinson said. 


Motors Corp. held a conference to discuss problems of industrial packaging. The 
to | work done by the above machine previously was done by hand with the parts being 


inserted into narrow kraft paper tubing at one-fifth the speed, Ponitac said. 
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Auto Glass Controversy: | 


Tempered Vs. Laminated 

ITH 1957 models entering pro- 

duction and details nearly 
finalized on ’58 designs, the out- | 
look on some makes apparently is 
for tempered glass to be used to 
an increasing degree all around the 
ear, except the windshield. 


While researching material for | 
our feature article on auto glass | 
(Aug. 27 issue), I became aware | 
that some individuals in both the | 
glass and automotive industries al- | 
ready regard the laminated versus | 
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la single sheet which has been 
heated to approximately 1300 de- 


air blasts. 


Quenching the heat-treated glass 
| provides a case-hardnened material 
|in which the surfaces are under 


| * * * 


Has Harder Surface 


‘AS A RESULT, tempered glass 
has a harder surface than| 
| laminated glass and is stronger in| 


| have the drawback that, if pierced | 


| tempered glass debate as a poten-| by a sharp object, the whole glass 


| structure “lets go” and crumbles | 
| into small fragments. 

| Laminated glass, on the other | 
hand, is more “flexible” or resilient | 


| than tempered glass. It also has the 


tially “explosive” situation. 

One executive stated frankly 
that, in his opinion, the two in- 
dustries were “playing with 
dynamite” in permitting the use 
of tempered glass for large open- | characteristic of 
ings such as side windows, He (even when cracked, and—for some | 
did, however, concur in the gen- | impacts—laminated glass will re- 
eral opinion that tempered glass _main in place after being cracked. 
offers no disadvantage in the From the safety standpoint, the 
back window—where car occu- three objections to tempered 
pants are unlikely to be thrown glass most-often heard are: (1) 
against it in an accident. | Its “fragmentation” breaking 
Laminated glass is of the | property when struck by a hard, 
| iar “sandwich” construction, with a| sharp object. (2) Its extreme 
| sheet of plastic sealed between two| surface hardness and unyielding 
layers of glass. Tempered glass is | strength, which allegedly may in- 








io and then cooled rapidly by | 


TURNINGS @® | 


compression and the internal plane | 
of the glass sheet is under tension. | 


| bending. But tempered glass does | 
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crease injury severity when a 
person’s head is thrown against 
the glass in an accident, (3) The 
so-called “imprisonment hazard” 
—referring to great strength of 
tempered glass as a possible fac- 
tor in making it difficult for a 
car occupant to break out when 
trapped inside after an accident. 

Well-known limitations of lami- 
nated glass include: (1) Noticeable 
| variation of physical properties 
with temperature; and (2) Possibil- 
ity of sustaining serious cuts, 
whether the person strikes the 
glass with sufficient force to smash 
through, or merely cracks the in- 
| side layer of glass. 

On the “plus” side for tempered 
| glass, one source listed greater 
| structural strength, superior im- 
| pact resistance and manufacturing 














glass. 
* * * 


Contrasts Shown 


HE differences between the two 

types of glass were demon- 
strated in clear-cut fashion by tests 
performed for my benefit by Wil- 
bur M. White, of the Safety Glass 
Assn. Inc. “Props” employed by 
White included a wooden frame, 12- 
inch squares of laminated and tem- 








(with Aim-right Gizmoes) 


only *28.95 


4 Big Reasons why 
you should get in 
on General Electric’s 


Aim-Right Headlamp 





1. You sell more headlamps in pairs 


Deal 


4. Your aimer will help build continuing sales 





and § G-E Zz. 
HEADLAMPS for 





A $41.14 value 
. you save 


over $12.00! 





2. You make more money because you profit on aiming jobs, too 


3. You establish yourself in the profitable business of aiming 








Watch for this Headlamp Profit Plan 


You’ll soon receive a complete and 
detailed selling plan that will help 
you sell more pairs of G-E @-Liheiin 
Headlamps—as well as keep your 
aimer busy and profitable all year 
’round. It’s being mailed to you about 
Sept. 15th—so watch for it—it’s a 
money maker! 


“Cheyenne” Rides for General Electric 


About 27 million people will see G-E 
@t-Ukdin Ueadlamp commercials—Oct. 
23 and Nov. 6—on General Electric’s new 
television show, Warner Brothers Presents 
*“Cheyenne’”’. The show appears on 117 
ABC-TV stations .at 7:30 p.m. EST on 
Tuesdays starting Sept. 25. ““Cheyenne” 
will help pre-sell your customers. 


G-E Advertising Builds Brand Preference 


During October and November, G-E’s 
national magazine advertising will ap- 
pear in Saturday Evening Post, Col- 
lier’s, Look, Popular Science, Popular 
Mechanics, Farm Journal and Pro- 
gressive Farmer. General Electric ad- 
vertising sells Z-Zéetie Headlamps in 
pairs, so display and sell them in pairs! 


Don’t delay! Ask your wholesaler salesman about the G-E AIM-RIGHT HEADLAMP DEAL today sure! 


*Suggested dealer net cost. 


Offer expires November 30, 1956! 


GENERAL @@ ELECTRIC 
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pered glass, two steel center 
punches and a strong fist. 

First, White placed a sheet of 
tempered glass in the supporting 
frame and jumped on it to show 
that the heat-treated glass did not 
break under such treatment, Next, 
he tapped the same pane of glass 
with the center punch—and the 
glass collapsed into small frag- 
ments. 

To demonstrate that laminated 
glass “holds-together” even when 
cracked, White then smashed one 
such pane with his fist. With the 
exception of what he regarded as 
minor cuts, White sustained no 
personal damage. 

Through witnessing such tests 
and discussing the pros and cons 
of the two types of glass with vari- 
ous people, it is possible to obtain 
an understanding of the differ- 
ences in physical properties and 
breaking characteristics. 

Translating such information into 
valid conclusions concerning the 
relative “safety” afforded by the 
two types of glass is, however, a 
much more complex matter. 

+ * * 


Contradictory Views 


URRENTLY, in both the glass 

and auto industries, there are 
many individuals who have definite 
opinions on one side or the other. 
As often happens in such contro- 
versial subjects, the qualified 
opinions are, in certain instances, 
contradictory. 

In contrast to such views, stand 
the attitudes of those safety en- 
gineers who believe sincerely that 
insufficient data are availgble to 
permit conclusive findings that one 
type of glass has any safety ad- 
vantage over the other. 

Typical is the assertion of one 
engineer who pointed out that 
there appear to be advantages 
and disadvantages on both sides. 
For side windows, he says there 
is no evidence proving that tem- 
pered glass is less safe than 
laminated glass. 

Continuing this line of reason- 
ing: 

The final choice of glass speci- 
fications can be made on the basis 
of other factors, inasmuch as 
safety considerations are as strong 
for one type as the other. Accord- 
ingly, side window glass may be 
selected after evaluation of styling 
adaptability, manufacturing fac- 
tors, availability and cost. 


Research and test programs con- 
tinue, in an effort to either resolve 
the issues, or show that there is 
no overall safety advantage one 
way or the other. 

In the meantime, lacking ob- 
jective data and accident injury 
statistics on this point, differences 
of opinion will cause varying re- 
action to current design trends fea- 
turing increased use of glass in 
body upper structures, as well as 
growing perference for tempered 
glass in side windows and some 
overhead areas. 

* * > 


Fuel Blend Changes 


Alter Knocking Sound 


Mans and fuel researchers, 
long familiar with the distinc- 
tive combustion knocking noise of 
engine detonation, soon may have 
to accustom themselves to a new 
sound. In Texas Co. laboratories, 
where tests were conducted for 
octane ratings of high-aromatic 
blending stocks, it was reported 
that such fuels had a characteristic 
dull, thudding, erratic type of 
knock that makes them difficult to 
rate. 

Although this behavior was not 
observed with 50 percent blends 
of the stocks, it was pointed 
out that knock ratings of such 
highly aromatic gasolines may 
Pose special problems of instru- 
mentation. 

Reeducation of test personnel to 
attune their trained ears to the 
new sound of detonation also may 
be required to detect this type of 
knock and investigate its occur- 
rence and significance. 

With the trend toward rising 
aromatic percentages as octane 
numbers are boosted, there is a 
possibility that commercial prod- 
ucts may approach characteristics 
of experimental stocks used in 
these tests. Texas engineers rec- 
ommend that additional work be 
done on special problems associ- 
ated with aromatic blend detona- 
tion. 
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Chrysler ‘Electronic Brain’ at Work— 


Defense Department officials are studying the electronic data processing system 
used by Chrysler Corp.'s parts division to control an inventory of more than 85,000 
ports and accessories. Surrounding Harry L. VanGordon, seated at computer, parts 
division data processing supervisor, are Lee Lewis, parts division vice-president; Rus- 
sell H. Hughes, production and mobilization planning director, Defense Department; 
Maj. Gen. R. A. Anderson, quartermaster general, Marine Corps; Robert C. Lanphier jr., 
assistant secretary of defense, and T. E. Waterfall, parts division president. 








How They're Pushing Sales... 





Dealer Ad Ideas | 


Spare Our Customers 

a. Killing Our Future Cus- 
tomers” read the overline of a 

double-column advertising layout 

published by McGreevy Buick Co., 

Burlington, Vt. 


The dealership said, in part:| 


“Strange, says you, that an auto- 
mobile dealer should make a plea 
for safe driving when he stands to 
make a profit from repairing 
smashed-up vehicles. Some people 
might reason: The more crackups, 
the better for business. 

“If you want to put it that way, 
let’s be brutal. While crackups 
increase business for our service 


| department, every crackup means 


injuries — sometimes death. So, 
please stop killing our future cus- 
tomers. 

“Our mechanics can rebuild a 
torn auto body; in fact, they take 
great pride in doing so. But they 
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|can’t rebuild the people who get} 


| smashed up.” 
| oa * ~ 


\4 Buick Deals Organize 
| petted large New York Buick 
dealers have formed the Big 
Four Buick Dealers Assn., a col- 
lective advertising venture. Mem- 
bers are Royal Buick, Manhat- 
tan; Falcon Buick, Bronz; Mid- 
County Buick, Brooklyn, and 
Monarch Buick, Long Island. 

The group’s first contract was 
made with the Klavan ¢& Finch 
Show, popular early-morning pro- 
gram over station WNEW. 

* * a 
A Simple Message 
N A 5%-by-7-inch ad which uti- 
lized small type and plenty of 
white space, Criss Cadillac-Olds- 
mobile, Providence, presented a 
simple message. 
The dealership said, “Stripped of 
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dramatic advertising in tire history. Now reaching more new prospects than ever before with 
full pages in LIFE, POST, LEADING FARM MAGAZINES plus a steady diet of sensational 
TV and Radio spots. All this plus a company financed budget program! Feature the tire that 
makes it easy for you to “up-grade” to a longer profit sale — ARMSTRONG! 


ARMSTRONG RUBBER CO. 


Home Office, 
West Haven, Conn. 


high pressure, empty words, price 
baiting and wild claims, our mes- 
sage is—Whether you buy a new 
Cadillac or Oldsmobile or a used 
car, no one will give you a better 
deal or treat your better... ‘Your 
satisfaction is the cornerstone of 
our success.’” 
* * * 


A Question of Teamwork 
RITZ BUICK CO., Savannah, 
Ga., based an ad on the immor- 

tal infield combination of the old 

Chicago Cubs—Tinker to Evers to 

Chance, “where teamwork reached 

its zenith and added another page 

to baseball’s Hall of Fame.” 


Enlarging on the teamwork 
theme, Critz declared, “We learned 
long ago that if you don’t get peo- 
ple into your place of business, 
you’re not in business. The point is, 
what to do after you get them 
ee 

“Our teamwork pleases everyone 
because every move is designed to 
help people enjoy their automobile 
in safety and comfort. ... When 
you come in here to buy, for serv- 
ice or just to browse around, you 
are treated like a long-lost cousin.” 

* + * 


‘Get the Complete Deal’ 
HE Greater Portland (Ore.) Area 
Plymouth Dealers warned the 
citizenry, “A good deal must be a 

complete deal—or you lose.” 
It then offered four “straight- 
from-the-shoulder” tips for new-car 
buyers: “Look for a fair net price, 


| which is the quoted price less trade 


allowance; look for honest financ- 
ing and look for reliable service 
facilities.” 

The final bit of advice was, “Ex- 
pect fair treatment. Because a car 
is such an important purchase, we 
believe most people dislike high- 
pressure tactics ... Take your time 
when you visit our showroom ... 
ask questions, take a long trial 
drive. Then you'll know Plymouth 


is the car to buy.” 


* * * 


‘See Hub on Monday’ 


HY FORD, Chicago, announced 
it would be closed Sundays “so 
our employes can attend the church 
of their choice and spend the day 
with their families.” 


The dealership advised, “Rather 
than buy, and pay more, on Sunday 
. . . See Hub Ford, and pay less, on 
Monday.” 


* Ed * 


Dealer’s Platform 


“q*ONFIDENCE” is the key word 
in newspaper ads placed by 

Tex Brotherton, Chrysler-Plymouth 

dealer in Walla Walla, Wash. 


Brotherton lists the following code 
of ethics: 


‘1. To price our products and 
our services fairly and without over- 
charges of any kind. 

“2. To be competitive in our al- 
lowances on used cars accepted in 
trade. 

“3. To service thoroughly all 
vehicles before delivery to our 
customers. 

“4. To provide modern and com- 
plete service facilities and highly 
trained personnel, assuring our 
customers’ complete satisfaction. 

“5. To be truthful in all our ad- 
vertising. 

“6. To make available an install- 
ment payment plan that is sound, 


at the lowest possible cost.” 
~ hl 7” 


Gas Station ‘Branches’ 
NEW idea in automobile retail- 
ing is evident in the Kansas 
City area with display of new and 
used cars at a number of service 
stations, 


In many cases, a deal is worked 
out between a retail dealer or 4 
used-car dealer with the service 
station owner, who accepts a lim- 
ited number of cars that can be 
displayed on his premises. 


In some cases service station 
owners said they were able to 
complete the deal but in most 
cases deals were completed by a 
representative of the owner who 
had credit facilities and time- 
payment contracts ready. 

Such added displays are believed 
to be partly responsible for the 
fairly rapid reduction in used and 
new-car stocks in the area which 
‘were said to be far above norma! & 
few months ago. Stocks are mostly 
normal with a high demand for 
some used-car models which have 
been sold out. 





. ee 


i 


rice 
nes- 
new 
ised 


one 


bile 














How do you influence Southern rural families? 


The County Agricultural Agent knows the answer 
to this question better than anyone else. As the official 
representative of the U.S. Department of Agriculture, 
he is in constant contact with all the farm families in 
his county, helping them to solve problems, advising 
them on better farming methods. 


County Agents in the 16 Southern states were re- 
cently asked in an independent survey* to name the 
farm magazine with greatest influence on farm families 
in their counties. 1,143 replied. 


69.2% named The Progressive Farmer 
16.7% named Farm Journal 

3.1% named Farmer Stockman 

2.3% named Southern Planter 

1.7% named Farm and Ranch 


Do you want to influence the South to buy your prod- 
uct? Place your advertising in The Progressive Farmer, 
the magazine that dominates the rural South as no 
other magazine dominates a market of similar size. 


“Conducted by International Business Machines Corporation 


Leading advertisers recognize The Progressive Farmer 
as a must in any plan to sell the South. More money 
was invested in advertising in The Progressive Farmer 
in 1955 than in any previous year . . . and the first eight 
months of 1956 are ahead of the same period in 1955. 


The South is the fastest-growing, big, regional mar- 
ket, now responsible for more than one fourth of all 
U.S. retail sales. The South is predominantly rural in 
population and trade. The 
rural South reads and pre- 
fers The Progressive Farmer. 
You sell the rural South 
when you sell the more than 
FOUR MILLION readers 
of The Progressive Farmer. 


The South Subscribes to 
The Progressive Farmer 


BIRMINGHAM * RALEIGH MEMPHIS ° DALLAS 
NEW YORK e CHICAGO « LOS ANGELES e« SAN FRANCISCO 
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Used-Car Notes 


PHILADELPHIA. — An automo- 
bile auction open to the public and 


'|the trade is to be conducted here 





Combination Dealership, Trophy Room— 


E. G. Price, head of E. G. Price Motor Co. (Hudson), San Bernardino, Calif., who 
also is a big-game hunter, world traveler and movie producer, has decorated his 
showroom with trophies of his travels in Africa. School teachers often bring their 
students to the showroom. The display also gives Price an excellent public relations 
program for his dealership. 


*|by Harold B. Robinson (DeSoto- 


Plymouth). 

Robinson has been holding whole- 
sale auctions at his showroom for 
10 years, but, in the past, only 





Miniature Car Claimed 
By Russian Company 


MOSCOW. — (UTPS)—Moscow 
Radio has reported that a minia- 
ture auto weighing about 706 
pounds has been produced by Ser- 
pukhov Motor Cycle Works. It is 
undergoing tests to decide its 
future. 

The two-door model has two 
seats and a glass roof. The car 
is powered by an _ eight-horse- 
power air-cooled gasoline engine 
and is said to have a top speed of 
about 49.7 miles an hour. 





| 
| 








dealers have been permitted to 
buy. 
Dealers in the Philadelphia area 


have been invited to send cars 
through the auction at no cost so 
that a variety of new models will 
be available to buyers. 

Private owners may bring their 
cars to the auction and set a “rea- 


| sonable” minimum sales price. If 


the price asked is not bid, then the 
owners are not obliged to sell the 


|car. No cost is involved, whether 


the car is sold or not. 


Robinson expects 200 brand new 
1956 cars, and 200 used cars to go 
up for auction. Five new cars sup- 
plied by Robinson will be sold to 


| the first bid of $1,195, and will be 


available for public inspection prior 
to the auction. He said that all new 
cars will carry a new car warranty. 


Apparently Robinson intends to 
sell some of his own stock through 
this device and the more cars sold 
the greater will be the variety and 





IMPORTANT ANNOUNCEMENT FROM DU PONT 


Now you can GUARANTEE 


protection against loss of anti-freeze 


The surest way to sell extra winterizing service is to guarantee the 
extra protection this gives. And now Du Pont offers everything you 
need to guarantee full protection against loss of anti-freeze. The plan 
insures sale of the profitable extras, Du Pont Fast Flush and Cooling 
System Sealer when you sell anti-freeze. This protects your customers 
more completely and brings you three profits instead of one. You'll 
find full instructions on how to set up the plan, plus eye-catching dis- 
play banners and guarantee certificates in the free Guarantee kit. 


Ask your wholesaler for it and get started on your 
GUARANTEED PROTECTION plan now. It’sa 


good way to guarantee extra profits for you. Make 
still more profit with the Du Pont fall deals! 


REG. U.S. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY 


Here’s your sales-pulling Guarantee promotion: 


SERVICE 
RECORD 


Guarantee certificates for customers 


Colorful window banners 


DU PONT 





Full details on how to start your Guarantee plan 


N°c’“7' PRODUCTS 


£€. 1. du Pont de Nemours & Co. (Ine.), Specialties Sales, Wilmington 98, Delaware 











thus there will be more interest in 
the auction among buyers. 
a + * 


Kline Buys Showroom 


ST. PAUL.—Kline Oldsmobile has 
purchased the used-car showroom 
of St. Paul Buick at 1481 University 
Ave., and will use it for used-car 
display. It adjoins Kline’s outdoor 
used-car lot. 

aa * - «@ 


Reiser Buys Joman 


COSHOCTON, O.—Joman’sa 
used-car business has been pur- 
chased by George Reiser (Dodge- 
Plymouth), Joseph Hootman, who 
owned Joman’s, has become associ- 
ated with Reiser. 


* * * 
Minneapolis Auction Draws 


Dealers from Distant Points 


MINNEAPOLIS.—(UTPS)—Some 
2,500 to 3,000 used cars are sold 
annually at the Minneapolis Auto 
Auction, with dealers coming from 
as far away as Florida and Alaska. 

W. F. Smith, auction owner and 
ringmaster, charges $20 commission 
on cars selling for $200 or more, $10 
for cheaper cars and $5 for “no- 
sales.” The auction gurantees trans- 
missions, blocks and rear ends. 

* + > 


Pfohl Opens New Firm 


SYRACUSE. — William F. Pfohl 
has formed Bill Pfohl, Inc., 3835 S. 
Salina St., here. He formerly was 
general sales manager of E. M. 
O’Donnell Ford here. 


* + * 


Montreal Dealers 
Hopeful of Stiffer 


U.C. Regulations 


MONTREAL, — Stiffer Quebec 
provincial regulation of used-car 
sales is hoped for by members of 
the Montreal Automobile Trade 
Assn. in the wake of increasing 
complaints about what the Better 
Business Bureau describes as the 
“unsavory condition of car trading 
here.” 

The Better Business Bureau last 
year handled 394 authenticated com- 
plaints about used-car purchases in 
Montreal, Manager Claude Root, 
reports. 

“We have had almost that num- 
ber of complaints so far this year,” 
he said. 

Used-car dealers denied that Mon- 
treal’s situation is “the worst on the 
continent” and denied that “no con- 
certed effort has been made to im- 
prove” conditions here. 


“The whole car trading industry 
here is given a black eye by the 
fly - by - night used-car salesmen,” 
said Roger Langlois, president of 
the MATA. 

“At present, a would-be used-car 
dealer need only pay $40 for a 
license to start up in the business,” 
he said. 

Langlois said that the 190-member 
MATA is hopeful that new legisla- 
tion will require stronger proof of 
financial responsibility for dealers 
than is now necessary. 


Financial 


Four Wheel Drive Auto Co., Clin- 
tonville, Wis., has reported profits 
and. sales increased during the 1956 
fiscal year which ended June 30, 
with profits after taxes rising to 
$577,176 and sales climbing 42 per- 
cent above the 1955 figure to $18,- 
272,996. 

Comparative totals for 1955 
showed profits of $184,927 and sales 
of $12,808,616. FWD reported that 
1956 profits,of the company are the 
highest since 1947. 

+ 7 


* 


General Electric 


Share owners of General Electric 
Co. have increased in the past year 
at the rate of approximately 500 
a week, to total a record 361,231 
in mid-August. 

a of 
Associates Investment Hikes 


Income as Volume Drops 


Earnings of Associates Investment 
Co. totalled $9,780,976 in the first 
six months, an increase of 11 per- 
cent over the $8,812,014 -reported 
for the same period of 1955. 

The volume of finance business 
purchased in the first half amounted 
to $743,793,969, a decline of 4.7 per- 
cent from the volume acquired in 
the comparable 1955 period. 

















We've got plenty of figures to prove... 


When you have a sales message you want to deliver, you need circulation facts about 
the media you consider. 

General Outdoor Advertising specializes in facts and figures! As a leader in outdoor 
research, GOA has always realized the importance to the advertiser of scientific circula- 
tion information. When you buy GOA, we’ve got plenty of figures to prove the circulation 
of our outdoor displays. 

For audited circulation figures, effective locations, superior service, buy GOA! 
Whatever your préduct or service, we can help you turn “‘see-power” into sales power! 
Call your local GOA office, or write us in Chicago. 


General Outdoor Advertising Co. 


515 South Loomis Street, Chicago 7, lilinois 
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A 20% Boost in Business... . 


Dealer Tells How Safety Pays 


ATLANTA, — By instituting a 
Safety Check program, a service 
department can increase its bus- 
iness and profits and at the same 
time render the public a service, 
according to Jack S, Reid, service 
director, Wagstaff Motor Co. 
(DeSoto-Plymouth). 

The Safety Check program, 


started at Wagstaff about a year | 


ago, has more than paid its way, 
Reid said. “Any new-car service 
department can increase its bus- 
iness by as much as 20 percent 
if this program is pushed,” Reid 
declared. 


Here’s how the Safety Check 
program at Wagstaff works. Sup- 
pose a customer drives in for a 
lubrication job. Before he leaves, 
the service salesman says: 

“Mr. Smith, while your car is in 
our shop, wouldn’t you like us to 
give it a Safety Check? We will 
inspect your brakes, lights, wind- 
shield wipers, 
equipment all at no charge to you. 





Michigan and Pennsylvania who “stacks” up the miles—with 
tractors, trucks, automobiles and implements of all kinds. 


His equipment is on the move all year long caring for the 





You will pay only for repairs made 
or for any parts it may be neces- 
sary to replace. If we find every- 
thing is in good working order, 
there is no charge at all.” 


No sales pressure is applied. The 


Production Forum Set 
For SAE Tractor Meet 


duction forum will open the Society 
|of Automotive Engineers’ national 
| tractor meeting to be held Sept. 10- 
13 in Hotel Schroeder at Milwaukee. 
|Two more days will be given to 
formal sessions for technical papers. 

The forum is intended to provide 
engineers with opportunity for 
panel discussion of such problems 
|as machinery and equipment re- 
quirements, management controls, 
heat treatment techniques and 
quality control, The panels will 








NEW YORK. — A two-day pro- | 


Safety Check is merely explained 
and suggested. The customer is 
usually receptive to this approach, 
|Reid says, because the public is 
| becoming more and more safety 
conscious. 
Late model owners are just as 
interested as owners of older 
| cars, but naturally more work 
| is done on older models, Reid 
| has found, 
| When the mechanic gives the car 
|a Safety Check he does the follow- 
ling: Tests the brakes for power, 
| for instant response and smooth 
| stopping. He does not check fluid 
|level in brakes unless it is neces- 


|sary to adjust whole braking sys- | 


|tem. Checks tires for cuts and 
wear, poor wheel alignment. Tests 
all beams for proper focus and 
| height. Checks horn, windshield 
wipers, directional signals. Makes 














Packard Rewards Top Salesman— 


A. R. Marzelli, second from right, Packard regional manager, presents Dale Schian- 
| ser, salesman for Russell Motors (Packard), Cincinnati, with keys to a 1956 Packard 
as first prize in Packard's “Big League Sales Contest." Looking on are G. Russell, left, 
president, Russell Motors, and Frank H. Eustis, Cincinnati zone manager. 





steering amount to about 70 per- 


consider perishable tools, automa-|Sure there are no loose parts in| cent of the business, 


tion, cost reduction programs, gear 


horn and steering|and spline production and com-| 


munications in plant operation. 


| steering system. 
Of the 


dered, Reid says, brakes and 


Flying Farmer Lee Talladay, a partner in the operation of 900 


After a car is safety serviced, 


safety services ren- |a sticker is placed on the wind- 


shield which reads on the outside, 


acres at Milan, Michigan, exhibits concrete tile made on the farm. 


Where Miles Are “Stacked” Up, Too! 


It’s the farmer in the high-and-steady-income states of Ohio, 


vast variety of crops he grows and the livestock he raises. 


That makes him a big user of fuel and lubricants, tires, bat- 


teries, accessories and replacement parts. 


Yes, farm families in Ohio, Michigan and Pennsylvania buy 
big—every month! And their favorite buying guides are the 
home-state farm papers that carry the practices they can 
apply profitably, the news that interests them most—THE OHIO 
EARMER, MICHIGAN FARMER, PENNSYLVANIA FARMER. 

Here are rich, steady farm markets that are easy and eco- 
nomical to reach. These three state papers are published twice 
each month, rotogravure printed to save you the cost of plates. 


cooking equipment). 


nue, Cleveland 14, Ohio. 


The booklet for either state—or 
all three—will be mailed free upon 
request. Write to Capper-Harman- 
Slocum, Inc., 1010 Rockwell Ave- 


Send for Your Free Copies of the 
FARM PETROLEUM MARKET 


In three interesting booklets on 
the farm markets in Ohio, Michi- 
gan and Pennsylvania are many 
important facts on automobiles, 
trucks, farm tractors, garden trac- 
tors, petroleum products, tires and 
accessories (plus heating and 










THE OHIO FARMER - MICHIGAN FARMER - PENNSYLVANIA FARMER 


Harrisburg 


Cleveland 


East Lansing 


“This car has been safety serviced, 
safety tested — Wagstaff.” 

The underside of the _ sticker 
which can be read from _ inside 
the car reads: “You have the right 
to be sure your car is safe! To this 
end brakes, lights, horn, windshield 
wipers, and steering have been 
safety-serviced and _ safety-tested 
by Wagstaff Motors. This car is 
mechanically safe.” 


The Safety Check also is made 
on all Wagstaff used cars, and 
the windshield sticker is applied 
before selling. New cars are not 
given the safety sticker, Reid 
says, because such a check is 
considered part of the regular 
make-ready inspection. 

Reid believes every car should be 
| safety checked twice a year, in 
|winter and summer. To further 
stimulate the Safety Check, attrac- 
tive two-color printed brochures 
explaining the safety service pro- 
gram are mailed out occassionally, 
are used as stuffers in billing serv- 
ice customers, and are strategi- 
cally placed for customers to pick 
up at the service department win- 
dow, and in the customer’s lounge. 





Chrysler Appoints 
3 Vice-Presidents 


In Export Division 


DETROIT. — Three appoint- 
ments to top positions in Chrysler 
Corp.’s export division have been 
announced by Nicholas Kelley jr., 
division president. 

Appointed were Harlan E. Mills, 
executive vice-president; Kenneth 
E. Thompson, sales vice-president, 
and Keith H. Kingsley manufac- 
turing and operations vice- 
president. 

Mills started with the company’s 
export operation in 1932 and 
served until June, 1942, when he 
was assigned to the Dodge-Chicago 
B-29 engine plant. He rejoined ex- 
port operations in 1945 and in 1953 
resigned to join Ford International. 
|He rejoins Chrysler in his new ap- 
pointment. 

Thompson joined Chrysler in 
1942 and moved to the export divi- 
sion in 1949. Since March 1, 1956, 
| he has been sales manager. 
| Kingsley joined Maxwell in 1918 
|}as a stockman. After five years 
with Murray Corp., he returned to 
|Chrysler in 1934, joining the ex- 
| port division. He has been general 
| works manager since June, 1950. 


FTC Acts to Restrain 


Used-Oil Marketer 
WASHINGTON. — A Federal 
Trade Commission hearing ex- 
aminer has issued an order which 
would prohibit High Penn Oil Co. 
Inc., High Point, N. C., from claim- 
ing that the used oil it sells is new. 
Examiner Abner E. Lipscomb 
stated that the company collects 
used oil from garages, service sta- 
tions, bus service stations and 
similar sources and reprocesses it. 
This oil is then marketed in new 
oil containers without any dis- 
closure that the produce is used. 
The examiner’s order would 
specifically prohibit the company 
from representing that oil com- 
posed in whole or in part of used, 
reclaimed oil is new or unused oil 
or refined from virgin crude oil. 


















































ker 


ich 
m- 


mb 
cts 


ind 
ew 
uld 
ny 


ed, 


at the HUB of your 


SERVICE PROFITS 


4 


a 
Ly g 


Tires - Batteries 











Accessories 


Electrical 


Mechanical-Tune-up 


Painting and Body 


Wash and Polish 


ga A " 
ee 


a 





or 


a 











Pee & ee 
LANS L hd 


cation 


ne ae 


Pennzoil with Z-7 plus The Kontax System — 


surest way to increased overhead absorption! 


For effective customer control and profitable cus- 
tomer relations, there’s nothing like this Pennzoil 
profit combination: Pennzoil with Z-7 for your 
customers; The Kontax System for you. 

The Kontax System—favorite of car dealers 
everywhere for over twenty years—sells service on 
the basis of actual need... when it’s needed, to car 
owners who need it. It sells not only lubrication, 
but a// your services and merchandise. It brings 
in more traffic for every department .. . increases 
the number of items per repair order ... develops 
more regular customers ... keeps car buyers on 


tap for repeat car sales. It’s your best bet for 
bigger service profits and increased overhead 
absorption! 

Feature Pennzoil with Z-7! 
Pennzoil with Z-7 is The Tough-Film® motor oil 
with an a/l-oil lubricating body that outperforms 
and outlasts all others ... in actual staying power, 
in protection against power-stealing effects of 
carbon and other contaminants ... in prevention 
of combustion chamber deposits, cam lobe and 
valve lifter wear. A sure way to customer satisfac- 
tion for keeps! 























Get the full Pennzoil profit story NOW/ 


Call the Pennzoil distributor nearest you, listed in the yellow pages of your phone book; or write Pennzoil, Box 78, Oil City, Pa. 





MEMBER PENN. GRADE 
CRUDE OlL ASSN. 
PERMIT NO. 2 
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Auto Personnel 


U. R. Jaeger has been appointed 
sales manager for Roll-Bond prod- 
ucts in the Western Brass division 
of Olin Mathieson Chemical Corp. 
Jaeger formerly was acting sales 
manager. 

* * * 
Western Chief, 2 Reps 
Named by Clevite-Harris 


Henry M. McCarthy has been 
appointed West Coast manager 
for Clevite Harris Products, Inc., 
Cleveland. His headquarters will 
be in Los Angeles. 

The company also named two 
special products division repre- 
sentatives in its Cleveland office. 
They are I, J. Carroll and James 
E. Bushong. ‘ 

* x 


Bingham Stamping Names 


Alldredge to Sales Post 


Bingham Stamping division of 
Bingham - Her- 
brand Corp. has 
named M., H., All- 
dredge to handle 
sales to the auto- 
motive industry. 
Alldredge for- 
merly was Michi- 
gan division sales 
manager for 
Thompson Prod- 
ucts, Ine. He 
’ joined Thompson 
M. H. Alldredge Products in 1923 
and had headed Michigan division 
sales since 1986. 





Mogg Promoted in Sales 


By Cleveland Graphite 

William R. Mogg has been ap- 
pointed special products sales 
manager of Cleveland Graphite 
Bronze Co. 

For the past 11 years Mogg has 
been a sales representative in the 
Chicago office of the company, 
which is a division of Clevite 
Corp. * * . 


AP Parts Establishes 


Three New Territories 


AP Parts Corp., Toledo, has es- 
tablished three new sales terri- 
tories and has ap- 
pointed managers 
to head them. 

Ralph R. Knep- 
per is territory 
manager in north- 
western Ohio 
and southeastern 
Michigan; Burt 
e K. Williams heads 
| a territory made 
e 4 up of southeast- 

= ern Ohio, north- 
R. R. Knepper ern West Vir- 
ginia and southwestern Pennsyl- 
vania, and Pat J. Speliman is 
directing the southern California- 








B. K. Williams y. a Speliman 


Nevada-Arizona area. In addition, 

Joe L. Powell has been appointed 

a sales representative in AP’s 

southeast region. 
* * + 

Ford Appoints Kreig 

In Styling Operations 

Appointment of Lowell E. Kreig 
as styling operations manager of 
Ford Motor Co.’s styling office has 
been announced by George W. Wal- 
ker, director of styling. 

Kreig, formerly assistant general 
manager of Continental division, 
replaces Victor Z. Brink, who has 
been named executive assistant to 
the general manager of Lincoln 
division. He joined Ford in Novem- 
ber, 1946. 

* + + 
Freightliner Elects 
Self Vice-President 

Kenneth W. Self has been elected 
vice-president of Freightliner Corp., 
Portianc. Ore. 

Self has been engaged in heavy- 








duty truck maintenance and manu- 
facturing for 20 years. He started 
as an apprentice mechanic in 1935, 
building bus bodies at Novelty Car- 
riage Works, Spokane. He joined 
Freightliner in 1940, and has been 
assistant shop foreman, mainte- 
nance superintendent, service floor 
foreman, shop superintendent, and 
production manager. 
* + + 


Syncho Names Rep 


M. D. McDonald Co. has been 
named sales representative for Syn- 
cro Corp., Oxford, Mich. McDonald 
will cover Arkansas, Louisiana, Ok- 
lahoma and Texas. 

Syncro manufactures jig saws 
and portable sanders. 

* + * 


Bush Joins Mack Trucks 


As Operations Assistant 
Harvey W. Bush has been 

named assistant manager of 

operations at Mack Trucks, Inc. 
Bush will make his headquar- 





ters at the Allentown (Pa.) as- 
sembly plant. Prior to joining 
Mack, he was manufacturing 
vice-president at Morgan Engi- 
neering Co., Alliance, O. 

+ * * 


Fruehauf Appoints Savage 


To Used-Trailer Sales Post 


Jim Savage has been appointed 
used-trailer sales manager for the 
Oakland (Calif.) branch of Frue- 
hauf Trailer Co. 

Savage started with Fruehauf in 
1948 as a salesman in Salt Lake 
City. He was made Boise (Id.) 
branch manager in 1949, joined 
the Fresno sales force in 1954 and 
was there until his most recent 
appointment. 

* * * 


Gulf Chooses Jacobs 
Gulf Oil Corp. has announced 
appointment of E. F. Jacobs as 
merchandising manager. Jacobs for- 
merly was director of sales promo- 
tion. Jacobs joined Gulf in 1931, 
* Bd * 


Spector Elected Chairman 


Of Insuline; Son, President 


Samuel J. Spector has been 
elected board chairman of Insuline 
Corp, of America, Manchester, N. 





has been named executive vice- 
president in charge of engineering 
and manufacturing. Insuline is a 
subsidiary of Van Norman Indus- 
tries, Inc. 

* * +. 


Crandall, George Named 


DeVilbiss Sales Reps 


William A. Crandall and Al- 
bert George have been named 
sales representatives for DeVii- 
biss Both have completed train- 
ing courses at the company’s 
Toledo plant. 

Crandall will work eastern New 
York state except Manhattan 
and George has been assigned to 
the New England territory. 

* ca * 





Faust Moves Up 


General Petroleum Co., Los An- 
geles, has promoted Paul Faust to 
supervisor of manufacturing eco- 
nomics. He joined the company in 
1941 and formerly was an economics 
engineer. 


“Yowre going to meet a man 
with 15 new cars, an auto sales- 
man.” 





* * 

H., and his son, Myles S. Spector, 
has succeeded him as president. 

In other changes, Bernard L,. 

Cahn, sales vice-president, has 

added the duties of assistant secre- 

tary, and William J. Schoenberger 


General Tire Names Bragg 
To Head Respro Division 


Promotion of Lawrence D. Bragg 
to acting general manager of 
(Continued on Page 29, Col, 3) 


Moraine-400O 
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THE ONE AUTOMOTIVE | E 
THE DEMANDS OF [1 


A special aluminum alloy and cladding 
process developed by General Motors give 
the Moraine-400 its extreme toughness . . . 
make it the toughest automotive engine 


bearing ever mode. 


Packing mighty power and delivering higher 
performance, today’s internal combustion 
engines place loads on their bearings un- 
dreamed of a few years ago. The engineering 
challenge of bearing design has been met with 
proven success by the Moraine-400—the 
engine bearings with unsurpassed durability 
and life expectancy that assure more road 
time, less down time. 


Leading manufacturers of trucks, tractors, 
buses—as well as off-the-road equipment — use 


Another General 
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General Tire & Rubber Co.’s Res- 
pro division has been announced. 

Bragg succeeds R. S. Newell, for- 
mer general manager, who has re- 
signed and purchased the United 
Lace & Braid section of Respro, 








of Respro for the past seven 
months, Bragg formerly was with | 
General's Bolta Products division. 
He had been with Bolta for 10 
years. 







= * * 
Metal & Thermit Names 
Five Sales Executives 





Southern GMC Dealers Meet— 


GMC dealers in the Atlanta zone pose with factory representatives during the 
zone's first dealer council meeting at Atlanta. From left are Ralph C. Fowler, Fort 
Payne, Ala.; W. L. Murray, Monroe, Ga.; S. C. Sparkman, Plant City, Fla.; Paul E. 
Shingler, Donalsonville, Ga.; W. C. Beck, Albany, Ga.; C. E. Hester, Savannah, Ga.; 
W. P. Beck, Carrollton, Ga.; R. M. Graves, Atlanta zone; Howard K. Groff, Jackson- 
ville, Fla.; A. A. Thompson, Columbus, Ga.; R. C. Stelter, Atlanta zone manager; J. P. 
Cofer, Harriman, Tenn.; H. R. Thornton, Knoxville, Tenn.; R. M. Munday, Lakeland, 
Fla.; Joe C. McCorquodale jr., Jackson, Ala.; L. F. Armour, Montgomery, Ala. and, A. 
E. Melton, Gainesville, Fla. 





of expansion and product diversi- 
fication, Metal & Thermit Corp., 








ments: 

Harry W. Buchanan III has been | 
named chemicals, metals and| 
plating products sales manager; 
Henry Mahlstedt, product manager | 





ce 
of 
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New York, has announced the fol- | 
lowing sales executive appoint- | partment. 


Auto Personnel 





(Continued from Page 28) 


for plating products; George Betz, 
chemical and metals product man- 
ager; Donald R. Meserve, coatings 
product manager, and Edwin M. 
Tinnon in charge of distributor re- 
lations. Robert T. Brown continues 


which he will operate independ-| as welding products sales manager. 
ently. Assistant general manager} 


| Ford Appoints thinieiti 
|In Parts and Service 


George A. Schumm has been ap- 


| pointed assistant to the parts and 
service operations manager at Ford 


| division. 
Schumm joined Ford’s central 


oe staff in 1947. He was trans- 
In line with its current program | 
| office in 1949. In 1952, he was pro- 


ferred to Ford division’s controller's 


moted to manager of the division’s 
parts and accessories analysis de- 


|\6 Regional, District Aides 


|Reassigned by International 
Appointment of two regional su- 





her Moraine-400 engine bearings as original equip- 
‘ion ment in their gasoline and Diesel engines. Helping transport people and things on 
un- Passenger cars, too, are being equipped with time, Moraine-400 automotive engine 
‘ing them to build greater output into engines bearings handle the toughest jobs as 
vith without increasing’ engine length. So make original equipment in leading makes of 
the certain you get Moraine-400 engine bearings gasoline and Diesel engines for highway 
lity in the next vehicle you buy . . . they’re the and off-the-road use. 
oad toughest ever made. 

Moraine-400 bearings are available for replace- 
ors, ment use through the United Motors System 
use as well as General Motors car or truck dealers. 
ral Motors Value 


ze 











)) Moraine Products 


Division of General Motors, Dayton, Ohio 
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|pervisors for truck fleet sales and 
other management changes has 
been announced by the motor truck 
| division of, International Harvester 
| Co., Chicago. 

T. L. Davis, formerly assistant 
|manager of the Los Angeles truck 
district, was named western region - 
supervisor of fleet sales and will 
headquarter in San Francisco; R. 
M. Newell, who was assistant man- 
ager at the Philadelphia district, 
has been appointed eastern region 
supervisor of fleet sales; W. H. 
Davis, formerly assistant manager 
of the Denver district, is the new 
assistant manager of the Los An- 
geles district and will be located 
at Phoenix, Ariz.; J. P. Dwyer was 
transferred from his position as 
assistant manager at the Interna- 
tional district in New York City to 
the same assignment in Philadel- 
phia; S. J. Tucker was promoted 
to assistant manager at New York 
from his previous post as manager 
of the Long Island City branch in 
that district, and H. K, Barton, for- 
merly western region parts super- 
visor, has been promoted to as- 
sistant manager of the Salt Lake 
City truck district. 

* * > 


Fruehauf Promotes Schwenk 
Merritt C. Schwenk jr. has been 
appointed assistant treasurer of 


Fruehauf Trailer Co., Detroit, He 
has been with Fruehauf since 1934. 
* = 


* 





Westinghouse Names Brown 


To Head Baltimore Divisions 


B. M. Brown has been appointed 
manager of the Baltimore divisions 
of Westinghouse Electric Corp., 
succeeding F. W. Godsey jr.. who 
has resigned. 

At the same time, it was an- 
nounced that Dr. S. W. Herwald 
will succeed Brown as manager of 
the air arm plant. He has been 
manager of engineering there. N. 
V. Petrou, who has been manager 
of development engineering, is the 
new engineering manager. 

- > > 


Ford Names Brandenburg 

Robert B. Brandenburg has been 
appointed manager of Ford’s Chi- 
cago parts depot, succeeding Urban 


B. Miller, who has been named 
manager of a parts depot to be 
constructed in the Philadelphia 
area. 


* 
Kendall Promotes Hanson 
| Hallberg Hanson has been ap- 


|pointed manager of Kendall Co.'s 


new polyken industrial tape plant 
in Franklin, Ky. He formerly was 
staff assistant to the production 
manager of the firm’s Chicago 
plant. 


Halla, Lehm Promoted 


| By American Motors 
| E. V. Halla has been promoted to 


Milwaukee automotive zone man- 
ager for American Motors Corp. He 
formerly was Nash Milwaukee zone 
manager. 

In another appointment, F. M. 
Lehm, formerly assistant Milwau- 
kee zone manager, was named Mil- 
waukee sales manager. 

> * > 


Snyder Co. Names Schindler 


W est Coast Sales Director 


Milton Schindler has been named 
West Coast sales director for Sny- 
der Mfg. Co., Philadelphia. 

Formerly administrative assist- 
ant to the firm’s president, Schind- 
ler will make his headquarters at 
the Snyder offices and warehouse 
in Los Angeles. 

: 


L. O. F. Promotes Hannes 


To Divisional Manager 


George J. Hannes, assistant tech- 
nical manager of L, O. F. Glass 





Fibers Co. plant in Parkersburg, 
W. Va., has been promoted to 
Manager of the company’s automo- 
tive research and development divi- 
sion. 

Hannes will headquarter at the 
company’s new research center in 
Waterville, O. 

* * . 


FWD Names Snider To Head 


Market Development Unit 


Warren R. Snider, who has been 
a member of the Four-Wheel Drive 
service and sales staffs since 1943, 
has been appointed manager of 
ready-mix and logging markets for 
the company. 

Snider joined the FWD organiza- 
(Continued from Page 30, Col. 1) 
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(Continued from Page 29) 


tion 13 years ago in the service re-, | ing to Norman K, Anderson, sales 
pair department, and moved into | vice- president. 


the service office in 1944. Snider! Erbach, who has been an applica- 
was transferred to market develop- | tion engineer at Warner since 1955, 


ment last year. | will handle sales and service in 
ie 7 | eastern Wisconsin. Patterson, who 

Ford Transfers Van Bactor os ar i wee years ago, will 
Bers | be located in Pasad Calif. 

Back to Louisville Plant ‘ae = i 


John W. Van Bactor, « former | 
supervisor at the Ford assembly | ; 
plant in Louisville, has returned | E. A. Nave has been appointed 
to Louisville as assistant plant} to the newly created post of sales 
manager. |manager for fabricated products, 


He had been production manager | | |metals division, Olin Mathieson 


Chemical Corp. Division head- 
a eee — plant for the quarters are in East Alton, III. 
* 


cs . £ *s 


Ford Division Boosts 


Mathieson Picks Nave 


Erbach, Patterson Named 


Warner Sales Engineers Kaplan and Bastian 


John Erbach and Clifford Patter-| Sanford Kaplan has been named 
son have been appointed sales en- | executive assistant to the general 
gineers for Warner Electric Brake | manufacturing manager, Ford divi- 
& Clutch Co. of Beloit, Wis., accord- | ‘sion, and Donald J. Bastian has 


Use the 


PLAN 


that plans for you 


every month of the year 
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PLAN 


THE GMAC THRIFT-GUARD PLAN | 
available to 
General Motors Dealers: 


CHEVROLET * PONTIAC * OLDSMOBILE 
BUICK * CADILLAC 





| manager. 
| In their new positions, Kaplan | 
will be responsible for administra- 
tion, advanced manufacturing plan- | 
ning and facilities planning, and | 
Bastian will supervise operations of | 
the division’s 16 car and _ truck/| 


assembly plants. 
* * * 


Munro Named President 


Of Canada Raybestos | 


J. Stewart Munro has been named | 
president of Raybestos-Manhattan | 
(Canada), Ltd., and Dougles Pocock | 
has been appointed replacement | 
sales vice-president. 

Munro joined the Canadian firm 
in 1941 and most recently was vice- 
president. Pocock had been sales 
manager since 1940. He joined the 
company in 1920. 


| x + + 


Metal & Thermit Names 


Fisher Sales Manager 

A. James Fisher has been ap- 
pointed general sales manager of 
Metal & Thermit Corp. In his new 
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| been appointed plant operations | 





Hudson Decler Honored— 
W. H. Gifford, 


right, Hudson dealer in 
receives the “urban 
dealer award” in recognition of his out- 
standing sales achievement. Making the 
Presentation is Don George, Portland zone 
business management manager. 


Puyallup, Wash., 


post, Fisher will supervise sales of 
all Metal & Thermit products. 


Before joining Metal & Thermit, 
Fisher was president of US. Poly- 


@ The GMAC Thrift-Guard Plan helps you 


in many ways to increase your control of time 


contracts. 


@ Month after month, the GMAC nationwide 
advertising program directs time buyers toyou, 
the dealer, before credit is arranged elsewhere. 


@ In newspaper supplements, in national 
magazine advertisements, on radio, GMAC 
tells time buyers about the convenient financ- 


ing available when you use the GMAC Thrift- 


Guard Plan. 


@ You can fit your financing to the customers’ 
needs with the flexible Thrift-Guard Plan. It 
gives you control of the whole transaction — 
gross from time contracts—extra business 
from satisfied customers—repeat sales from 


GMAC service. 


GENERAL MOTORS 
ACCEPTANCE CORPORATION 





| meric Chemicals, Inc. He joined the 

| Metal & Thermit organization in 

| 1955, serving as technical advisor 
|to the president. 

| * * * 


| Fuller Moves Up 


| Carl Fuller has been named 

| purchasing agent for General Tire 
| & Rubber Co.’s Textileather division 
| in Toledo, O. Don A. Kepler, 
General’s director of purchases, 

| said Fuller has been with General 

| Tire since 1952 in the position of 

buyer for engineering purchases, 

a * * 


Timken Keeps Attebury 


| A. R. Attebury, retired New York 

district manager for Timken Roller 
| Bearing Co.’s steel and tube divi- 
i sion, will be retained as a sales 
consultant specializing in pressure 
tubing. 


* * * 


Chrysler’s Pittsburgh Region 


To Be Managed by Bond 


Edward R. Bond has been named 
manager of its Pittsburgh region 
by Chrysler division, Chrysler. 

Bond has been with Chrysler 
division since 
March, 1952, when 
he was appointed 

|a district mana- 
| ger in Kankakee, 
| Til. In 1955 he was 
promoted to 
| assistant regional 
manager in New 
| York, the position 
he held prior to 
| his present ap- 
| pointment, 
He has been 
| with Chrsyler Corp. since 1938, 
|} when he joined the staff of the 
|corp.s Chicago parts depot, He re- 
| places Robert L. Conklin, who has 
| been transferred to the Chicago 
region as manager. 
| * * & 


S-P Merges Service 


In Minneapolis Zone 


The service departments of Stude- 
baker and Packard have been com- 
bined in Minneapolis and service 
representatives of the two com- 
panies will now represent both 
makes of cars. 

T. A. Hines, formerly Packard 
service manager, is general service 
manager for both divisions in the 
Minneapolis zone. 





E, R, Bond 


Firestone Appoints Miller 


To Head Defense Activities 


Dr. John L. Miller has been 
named director of defense activities 
for Firestone Tire & Rubber Co. 

Miller, who joined Firestone in 
1941 as chief metallurgist, has 
headed the defense research divi- 
sion of Firestone since its organiza- 
tion in 1950. 


* * x 
Thompson Service Sales 


Names Balogh, Lockney 


John Balogh has been appointed 
northeastern regional sales mana- 
ger for the Thompson service sales 
division of Thompson Products, Inc, 


Ray Lockney has been named dis- 
trict manager of Thompson service 
sales for the Oklahoma territory. 

* * + 


|Dodge Appoints Harding 


Merchandising Manager 


Appointment of Donald Harding 
as retail merchandising manager 
| for Dodge passen- 
ger cars and 
trucks has been 
announced. 
Harding joined 
Dodge in 1950 at 
Dodge main plant 
and later served 
as district sales 
Manager in 
Chicago. He was 
appointed city 
manager in Mil- 
D, Harding waukee and 
Chicago and in 1955 was named 


new-car sales manager in St. Louis. 
ok * a 


Rockefeller Elected 


To Goodrich Board 


David Rockefeller has been 
elected to the board of directors of 
B. F. Goodrich Co. 


Rockefeller is executive vice- 
president of Chase Manhattan 
Bank, a director of Rockefeller 
Center and chairman of the board 
of the Carnegie Endowment for 
International Peace. 
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ire SHOWS THAT YOUNG AC = 
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OWNERSHIP. — DETAILS FOLLOW. | 
rk 


-| Growing Opportunity for Dealers 
y| in the TWO-CAR Market! 


RATE OF GROWTH SINCE 1953 -- BY AGE 


54. % Young people are moving into the multiple car 
market at three times the rate of older people! 
This vital trend, highlighted by Redbook’s 8th 






THREE TIMES AS GREAT 





“1 Annual Automotive Survey, is a natural result of 

re- FOR THE YOUNGER GROUP ! the population explosion into the suburbs which 

= has been sparked by Young Adults. The survey 
reveals that 12.4% more young people drive to 
work, compared with older people. And, because 
14.2% more Young Adult homes have two or 

je- more drivers, there is a greater need for an extra 

ce car for the young housewife’s use. That’s why .. . 

m- 

" 36 AND OVER 35 AND UNDER 

rd 

ce 

| Redbook Families Lead the Trend 

n 

es 


:| to Multiple Car Ownership, 2 to 1 


THE TWO-CAR MARKET Compared with the national average of 11%, 
ed TREND TO MULTIPLE CAR OWNERSHIP IS UP! 22 Redbook’s Young Adult families show a 22% 
ownership of two or more cars. And the average 


es 21.0 
e age of the older car in Redbook two car families is 
younger than the average age of all cars on the 





ce 


> | roads today. In addition, 26% of all replying fam- 
ilies own two cars of identical make—signalling a 
growing trend in this direction. Here is the phe- 

es | nomenal market that will consume new car pro- 

- duction for years to come: Young Adults, the 

d market that Redbook sells exclusively! 

7 I 

d 

at 11955] t 4-page questionnaires were sent to 30,000 reader-subscribers 

7 (with a vigorous 35% response from this cross section of America). 

$s PERCENT OWNERSHIP — BBB st onal averace BBB ee800K Famities 
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: Redbook 


dl The Magazine that sells Young Adults — 


... The New Station Wagon Set waar 
CIRCULATION: 2,288,000*...NEWSSTAND SALES: 951,000*% 
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Standard Pontiac Wins Ad Award— an alltime record for the period. United Motors Renew Pact 


John Meagher, radio section vice-president, National Assn. of Radio and Television 
Broadcasters, presents a plaque to Edward Friedson, president, Standard Pontiac, Inc., 
College Park, Md. Plaque represents first place award in automotive classification of | 0 f 
“Radio Gets Results” contest sponsored nationally by the Radio Advertising Bureau. Total advertising was up 4.5 per-| nightly newscasts over the entire 
Looking on are Herman Paris, left, general sales manager, Station WWDC, Washing- | cent; retail up 2.3 percent, and 
ton, and |. T. Cohen, president, |. T. Cohen advertising agency in Washington. | classified up 6.9 percent. All were The program, used for promo- 
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Affecting Factories and Dealers . . . 


Auto Advertising 





By Martin L. Whitmyer |record highs for the period, the 
Staff Writer Bureau said. 
National advertising linage for ei 
the first seven months of this year | Edwards in New Home 


showed a 6.5 percent boost over * 
the” January-July “period of “Tast 4.J5dy tranaal Yor’ minor Srighé 
cae ane oe Gn Gime Mage or Polish Co. and Coachcraft Sales 
The new record, according to i ” ee ay ee “— E 
’ | its own ilding a ° 
the Bureau of Advertising of the | Cienega Blvd. i. Angeles. 
American Newspaper Publishers . 2s @ 
Assn., was attained despite a 1.3 ° ° 
percent drop in automotive Denny Dies in Va. 
linage. The latter was attributed Frank Denny, former ad man- 
chiefly to a 25 percent decline in | ager for Cadillac, died recently in 
car production. Arlington, Va. He retired from the 
In 1955, automotive advertising, | 2Utomotive business about 10 years 


/ : ago. 
with a seven-month gain of 23.7 | 28° s+ * « 


percent over the previows year, set 


| General linage, which includes United Motors Service divi- 
all except automotive, was up 10.3 sion of General Motors will again 
percent from a year ago. sponsor Lowell Thomas and his 





CBS Radio network. 





FOR THE FIRST TIME FROM ONE MANUFACTURER... 


EVERYTHING YOU NEED 
TO KEEP YOUR GARAGE FREE OF DEADLY 


CARBON MONOXIDE FUMES 


1 THE ALL-NEW CERTIFIED 1700-250' NEOPRENE CRUSHPROOF TUBING IN THREE SIZES . . . (Quality can't 
vary .. . tested weekly . . . guaranteed to have at least 1,700 Ibs. tensile strength, 250% elongation... 
by far the best tubing ever offered ... 





The 252AS-2% assembly set for "56 Buick includes two F-252 fittings for twin tailpipes, two four-ft. lengths of 2” 
tubing extending back, and the RY-25 ‘Y’ connector. All fittings fit all three tubing sizes. 


a NEOPRENE FITTINGS . . . IN ALL SIZES . . . TO FIT ALL MODELS OF ALL CARS WITH TWIN TAIL-PIPES . . . 
SIMPLIFIED . . . EASY TO HANDLE . . . AND AT HALF THE COST OF COMPLICATED METAL FITTINGS .. . 





Fits tightly over ‘56 Ford Fairlane twin tailpipes. Lower F-256 fits over ‘56 Dodge deflector. Chains made extra F-252 easy to push under false outlet and over tailpipe 
hook catches under bumper. Push top hook back through long so mechanic can adjust hook for snug fit over under bumper of '56 Oldsmobile 98. 
chain link for proper fit (F-255) bumper. 


*NOTE: 1957 fittings ready before new models come out. 


3 ALL OTHER ACCESSORIES . . . ALL IN NEOPRENE .. . INCLUDING ‘Y' CONNECTORS, ADAPTERS, DUAL 
EXHAUST ASSEMBLY SETS... 
HANDLED BY LEADING AUTOMOTIVE DISTRIBUTORS EVERYWHERE 


WRITE US FOR NEAREST DISTRIBUTOR, OR FOR CATALOGUES AND PRICES 
THE CRUSHPROOF TUBING COMPANY 


(Nation's Oldest and Largest Maker of Neoprene Tubing and Accessories for Garage Exhaust Systems) 


ADDRESS ALL MAIL TO: 


c She SHPROOF TUBING CO. 


Box 796 ®@® Cleveland 22, Ohio @© Phone SUperior 1-3353 
FACTORY AND PLANT OFFICES: CRUSHPROOF TUBING COMPANY * McCOMB, OHIO 





tion of Delco batteries, is heard 
daily from 6:45 2? 7 p.m. E.S.T 


Mack Film on Arctic 


A film, which is claimed to prove 
that truck trailer convoys are 
capable of operating in the roadless 
Arctic wastelands, has been shown 
to high Defense Department offi- 
cials by Mack Trucks, Inc. 

The documentary film was 
made early this year when a 
convoy of Mack trucks owned by 
Alaska Freight Lines, Inc., trans- 
ported a load of steel and con- 
crete for the Air Force to the 
radar station network rimming 
the Arctic Circle. Each unit 
grossed 161 tons. 

Mack plans to release the 27- 
minute color film for public view- 
ing this fall. 

* 


* ® 


Lima News Production 


New-car dealers in Lima, O., 
have entered into an agreement 
with the Lima News whereby the 
paper will publish an auto page 
once a week. Automotive news 
and advertisements will make 
up the page. 

= 


* * 


New Show for Dodge 


The new format of the second 
full-hour weekly Lawrence Welk 
musical variety show, “Lawrence 
Welk’s Top Tunes and New Faces,” 
will debut on Oct. 8 on 150 ABC- 
TV stations. The show, which will 
appear from 9:30 to 10:30 p.m. Mon- 
days, will be sponsored by Dodge- 
Plymouth dealers. 

Dodge also will continue its 
sponsorship of Welk’s Saturday 
night program on ABC-TV. 

The new show will highlight the 
nation’s top tunes, as selected 
through a national survey, and will 
feature “hand-picked talent from 
all sections of the country,” ac- 
cording to Wendell D. Moore, 
Dodge sales and advertising man- 
ager. 

* > * 


Readers Digest Booklet 


Readers Digest is distributing 
its annual booklet on “Circula- 
tion Analysis of Ten Leading 
Magazines, which includes Life, 
Saturday Evening Post, McCall’s, 
Look, Collier’s Ladies Home 
Journal, Better Homes & Gardens, 
Time, Redbook and the Digest. 
| The report of 1955 is based on 
a study by the Assn. of National 
Advertisers. 

Copies may be obtained by 
writing Readers Digest, 230 Park 
Ave., New York 17, N. Y. 

- > ? 

American Weekly Grows 


| The Rocky Mountain News has 
joined the family of the American 
Weekly magazine. The addition of 
the Denver paper brings to 32 the 
number of newspapers subscribing 
to the weekly newspaper supple- 
ment, according to Edwin C. 
Kennedy, advertising director. 
7 > * 
New Chicago Ad Agency 


With the acquisition of the Cole- 
Finder account, Chicago Lincoln- 
Mercury dealership, Advertising & 





Commercials, Inc., has announced 
its formation and the opening of 
offices at 209 S. La Salle St. in 
Chicago. 

At the helm of the new agency 
is Jules N. Draznin, executive 
vice-president, who was formerly 
director of advertising for a num- 
ber of Chicago newspapers, and 
an account executive with Olian 
& Bronner, Inc., Chicago. 

Plans for the Cole-Finder ac- 
count include several TV programs, 
concentration on fall sports events, 
such as sponsorship of the Illinois 
University football games, exten- 
sive use of direct mail, billboards 
and traveling displays on buses. 

The Cole-Finder account was 
formerly handled by Rocklin Irving 
of Chicago. 


Dealers Pay the Tab 


A letter sent out to newspaper 
publishers by Chevrolet reminds 
them that the dealers are the 
ones paying for newspaper ad- 
vertising. 

Chevrolet officials said the 
letter was needed because ads 
often are handled through agen- 
cies and paid for by agency 
check. 

* > = 
Times-Star Names Rep. 


The Cincinnati Times-Star has 
appointed Peck-Heekin, Cincinnati, 
as advertising counsel. 















Here’s why Dealers say: 


“255 hp De Soto 
:-| most newsworthy 







the 
age 
-wSs 
ake 


, car of 56” 


ces,” 
.BC- 

will 
fion- 
dge- 


its 
day 


the 
cted 
will 
‘rom 
ac- 
ore, 
nan- 





320 hp Adventurer to Pace Pikes Peak Race 


ea. A natural choice to pace the gruelling Pikes Peak hill climb 
‘ ' this July, the new 320 horsepower De Soto Adventurer is 
nof | setting brand new standards for performance and “‘glamour”’ 

the | wherever she makes an appearance. A tremendous traffic 
' builder and a dramatic sales plus for De Soto dealers. 


Chosen Official Pace Car—Indianapolis 500 


There’s only one Indianapolis Pace Car and De Soto’s copped 
the honors. With an outstanding performance story to tell 
(De Soto’s a sizzler) you can’t beat the “500” for promo- 
tional excitement. And the same 255 hp V-8 that powers the 
Pace Car is standard on every ’56 De Soto Fireflite. 





m | Push-button driving standard equipment 


Electronically clocked at 137 miles per hour 
en- 
The completely mechanical (no electronic service problems You read it right fella, this particular De Soto was actually 


clocked at the sensational speed of 137.293 miles an hour. 
Howja like to spring that bit of info on your next performance- 
minded (and who isn’t) prospect? You can (and already have) 
if you happen to be a De Soto dealer. 


to ruin your day) push-button drive selector is standard 
equipment on every De Scto Fireflite. Talk about keeping 
prospects happy . . . you can just bet closing comes faster with 
De Soto push-button driving easing your way. 
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It pays to be a DeSoto Dealer! 
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Correspondent George L. Glaser Writes .. . 





Auto Letter from Europe 


Wr. guess some will think 
the heat’s got me, but it is 
true, when I drove along the 
George von Opel estate on the 
foothills of the Taunus Mountains, 
the slightly eccentric character 
had his four little African ele- 
phants, some zebras and other 
animals grazing in the field. 

The Frankfurt Zoo reportedly 
is not too happy with this free 
zoo, but von Opel, heir to the 
GM-sponsored millions of dollars 
from the 1928 sale of the giant 
Opel plant in Ruesselsheim on 
the Main river, can afford some 
exotic animals. 

His other activities comprise a 
fighting gasoline outlet chain, 
called Volks Brennstoff, or people’s 
gasoline, which sells about 5% 
below other brands, thereby claim- 
ing equal quality. 

Opel, who is perhaps the largest 
Opel distributor, recently revamped 
several of his outlets, such as 
Wiesbaden, and also started to 
branch out in small, but modern, 
suburban service units in order to 
follow the customer wherever he 
may live. 

The backwall of the service 
buildings are glass and one can 
see the entire shop from the out- 
side. This suburban service idea 
may be something for the larger 
U. S. dealers to think about. 


* * * 


VW Declares Dividend 


OLKSWAGEN declared another 

dividend of 9 percent. The em- 
ployes got a 4 percent dividend, 
based on their incomes. 

Robert Bosch, Stuttgart, declared 
an 8 percent dividend. It now has 
30,000 employes, some 32 percent 
of them women. 

The company is well diversi- 
fied, producing such items as 
CinemaScope apparatus. Ironi- 
cally, it turned to refrigeration 
after being decartelized by the 
Allies and now it benefits from 
this forced move, 

Progress continues on high- 
pressure gasoline injection, with 
Mercedes slated to introduce this 
system in some models below the 
high-priced cars. Perhaps the 
rumored 220 SL, a six-cylinder 


Royal R. O. 


N. M. Shop to Remodel 


King’s Cars 


ALBUQUERQUE, N. M. — Ralph 
Pool’s Albuquerque Auto Sales has 
been engaged to remodel and equip 
the 1956 Chrysler and Oldsmobile 
convertibles of King Ibn Saud of 
Arabia. 

Awarded to Pool through Ara- 
bian-American Oil Co., the job con- 
sists of repainting the Chrysler 
black and the Oldsmobile a dark 
blue and installing a two-way radio 
with short-wave converters and a 
new set of high traction sand tires. 

Pool will ship the cars to Arabia 





via tanker from Houston. 


a 
LOOK ‘EM UP IN YOUR 


VTA: 
News 
Almanac 





sports car, may have it when it 
comes out. 
+ * + 


Import Duties Slashed 


ee duties in Germany have 
been cut from 30 percent to 21 
percent of net billing to the dealer, 
A Chrysler distributor in Frank- 


furt reports increased interest 
among prospects. 
Z * * 


$2 Billion to Motorize Army 
C WILL cost about $2 billion to 
motorize the new German Army, 





according to a German publication 
. . « Peugeot, the French car 
builder, declared a 16 percent divi- 
dend. 

Europe’s most modern clover- 
leaf highway system has been put, 
into operation near Frankfurt’s 
Rhein-Main airport. 

* * + 


Cycle Firm Readies Car 


. NSU motorcycle factory has 
announced that a small four- 
wheel car with four-stroke cycle 
motor is being prepared for 1957. 
The firm, which is said to be the 





world’s largest motorcycle producer, 
is not associated with NSU-Fiat. 
* * ad 
Car Becomes Luggage 
HE German Federal railroads 
are offering long-distance 
travelers a new srivce. A double- 
deck car is being added to express 
trains to carry passengers’ automo- 
biles. 
The shipping fee from Hamburg 
to Basel, Switzerland, is about $25. 
* * * 


Steel Sheets from France 
gees German auto pro- 


ducers are importing their 
sheet metal from two French 
sources — Usinor or Sollac. Both 


firms use American equipment to 





produce the sheets. 
The first wide-band production of 
this product in Germany will start 








soon at the August-Tyssen plat 
in Duisburg-Hamborn. 
+ + * 


Magirus Deutz Builds 
AGIRUS Deutz, which specie!- 
izes in air-cooled diesel engines, 

has started a new plant in Mainz, 

Germany, where buses are pro- 

duced in the assembly band 

method. ... , 

Motorcycle sales in West 
Germany decreased 57,000 in 1955, 
but scooter sales increased. .. . 
Mercedes has installed several 
groups of automation machinery at 
the Daimler-Benz plant, Stuttgart. 
The machines are used for engine, 
steering-knuckle and rear-end 
parts production. Steering 
knuckles are said to be machined 
completely in 27 minutes through 

43 separate operations. 
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Conventional solid drive 


shaft to transmission 


TWO torque paths are provided 
by the SPLIT-TORQUE Clutch: 


1. Clutch delivers engine torque to transmission 
in conventional manner. 


2. The standard Auburn Clutch can easily be 
adapted to receive a drive hub which will 
supply torque to the hollow shaft. 


3. New Spicer hub makes integral unit of clutch 
bracket and hollow shaft to form a second, 
supplemental driving torque to accessories 
or live PTO (see diagram). 


This is another Dana Corporation development 


DANA CORPORATION - TOLEDO 1, OHIO 
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SALT LAKE CITY. Dealer 
survival with taday’s lower profits 
and higher expenses may hinge on 
holding credit losses to an absolute 
minimum, according to Grant Thur- 
good, office manager, Carleson 
Credit Corp. here. 

Thurgood, speaking to a member- 
ship meeting of the Utah Auto- 
mobile Dealers Assn., discussed 
phases of dealer customer credit 
and stressed points that dealers 
should watch. 

He said that, as a general rule, 


Credit Is Critical 


Dealer Survival Hinges on Minimum Loss, 


Utah Retailers Told 





service department personnel do 
not satisfactorily qualify cus- 
tomers and their credit needs. 

“Too often,” he said, “they unload 
this burden on the cashier who is 
neither qualified nor prepared to 
handle the matter properly when 
taking care of customers during the 
closing hours of the day.” 

Thurgood suggested that each 
service department customer be 
qualified to determine if he wants 
the job to be done on a charge 
basis or for cash. 
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_ Customers requesting credit 
then must*make proper arrange- 
ments with those desiring more 
than 30 days being told that com- 
pany policy requires a finance 
charge for handling budget terms. 

“There is room,” he said, “for a 
great deal of improvement in legi- 
bility of written repair orders.” 

Thurgood also advocated sending 
a copy of the invoice or repair order 
with the monthly statement and 
urged extreme care in granting new 
accounts, He gave a list of in- 
dividuals who should not be granted 
credit: 

1. Minors, alcoholics, drug addicts, 
the mentally ill. 

2. Women who are undesirable 
moral risks and cannot, or will not, 
supply information on source of in- 
come. 

3. Persons under foreign rule, 





such as nationals of other coun- 
tries on visitor’s permits. 

4, Indians living on governmental 
reservations. 

5. Persons living in “notoriously 
poor or undesirable” neighborhoods. 

6. Persons living in hotels and 
rooming houses or who request that 
their residence be entered in care 
of a friend. 

7. Persons with large dependent 
families and small incomes. 

8. People with small incomes and 
several charge accounts. 

9. Persons with vague credit or 
personal backgrounds on whom it 
is impossible to check former ex- 
perience or about whom nothing 
is known by their employer. 

10. Single persons away from 
home or with vague backgrounds. 
11. Divorced, separated women or 





Tachometer 


to help make farm implement operation more 


—and other accessory requirements 


Hydraulic Pump 





simple, efficient, and profitable. Already sev- 
eral tractor manufacturers have adopted the 
new Spicer Split-Torque Clutch as standard 


equipment. 


The Spicer Split-Torque Clutch, in P.T.O. oper- 
ations, can eliminate gear shifting and two- 
thirds of the wearisome de-clutching and 


re-clutching work. 


Simplicity of design, easy adaptability and 
strong sales features make this new Spicer 
Clutch desirable as an addition to your farm 


tractor specifications. 


SPICER PRODUCTS: rranss 

























Irrigation Pumps 


























Rotary Mowers 


—and other farm implements 


A 
*We pay postage anywhere in 
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widows who cannot give financial 
references. 


12. People who try to get credit 
at a time when it is impossible to 
check references or obtain credit 
information. 


Thurgood also listed the following 
occupations as being—as a general 
rule—poor credit risks: 

1. People working for question- 
able or unreliable employers. 

2. Carnival, circus workers and 
race track employes. 

3. Transient farm workers and 
other transient employes. 


4, People in occupations which, 
as a class, are unreliable or un- 
lawful. 


5. Persons of vague or uncertain 
employment. 

6. Persons employed by relatives 
or small firms. 

7. Unstable occupations such as 
taxi drivers, longshoremen, day 
laborers, waitresses, dishwashers, 
nursemaids, etc. 

8. Business people who cannot 
supply good business or financial 
references. 


9. Business people who rent desk 
space only and have no other place 
of business. 

10. People whose income depends 
on fees earned at home, such as 
masseurs, fortune tellers, music 
teachers, etc. 

11. Salesmen on commissions, 
representing out-of-town concerns. 

12, People who want passenger 
car titled in firm or corporate 
name when vehicle is intended for 
personal use. 

13. People who claim to be retired 
but on whom past credit or financial 
history is unavailable. 

14. Chorus girls, dance hall host- 
esses, models, singers, musicians, 
actors, actresses, entertainers and 
other persons in “glamorous but ir- 
regular” occupations. 

15. Military personnel subject to 
transfer and the lowest grades of 
single, enlisted personnel. Also per- 
sons reasonably sure of being 
drafted during the life of the con- 
tract. 


Photos Brighten 
Waiting Room 


At Ellis Brooks 


SAN FRANCISCO. — Service 
customers at Ellis Brooks Chevrolet 
don’t mind waiting for their cars 
since the advent of “Henry’s Photo 
Salon.” 

Jack Henry, of the dealership’s 
service department, noted that the 
customer waiting room was a bit 
drab, and he decided to brighten it 
up. 

Working with a friend, Photo- 
grapher John Beranek, he arranged 
an attractive display of outdoor pic- 
tures designed to interest both 
motorists and camera fans. Henry 
said the pictures will be changed 

| from time to time. 


Lit Tote 


BOOSTER BATTERY CART 


LOW COST 


RUGGED 
CONSTRUCTION 


EASY TO HANDLE 
LIGHT WEIGHT 
4 inch rubber hand 



















grip Rubber 
grommets for cable 
clamps . . . Curved 


cross pieces hold the 
cables in place when 
not in use... 8x15 
inch steel platform 
with 2 inch sides, 
holds either 6 or 12 
volt battery safely 
on cart... 6xI!/2 in. 
rubber tired wheels 
for easy moving. 






delivered* 


$14.90 


U. S. when check accompanies 
your order. 











JOHNSON MOTOR COMPANY 
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Prize winning poster designed by Gerald Allison 
Advertising Agency: McCann-Erickson Inc. 





















for more SALES POWER! 


R. M. GRAY, Advertising Manager 
Esso Standard Oil Company, says: 


“Outdoor posters are tailored to our needs. Their massive and colorful visual 

presentation carries our message right to our customers and prospects—the 

motoring public. Our Outdoor Advertising is on the job day after day and has 
been for many years. Thus we get the value of constant repetition. 


< “This particular poster is one of our favorites, for it is the first work of a 
previously unknown young artist, Jerry Allison. We’re very happy to be able 
to use his work.” 


OUTDOOR Reaches More Customers...More Often... Than Any Other Major Medium! 


Yes, and OUTDOOR reaches your customers just as they are about to reach the stores. 
You talk to them when they are on the move to buy . . . in the mood to buy. You talk 
to more of them, too. T.A.B.* figures show 93% of people SEE OUTDOOR—for an 
average of 22 times per month. Certainly, OUTDOOR belongs in your plans. 


*Traffic' Audit Bureau 


OUTDOOR ADVERTISING INCORPORATED 


NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR MEDIUM 
oO A i 60 EAST 42nd STREET, NEW YORK 17, N. Y. 
ATLANTA © BOSTON ¢ CHICAGO « DETROIT ¢ HOUSTON ¢ LOS ANGELES 
PHILADELPHIA ¢ ST. LOUIS ¢ SAN FRANCISCO ¢ SEATTLE 


Copyright 1956 Outdoor Advertising Inc. 
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Technical PERSONNEL CHANGES 


Mark Kaiander has been ap- 
pointed acting plant manager of 
Ford Motor Co.’s parts plant in 
Sandusky, O. He previously had 
been manager of the Ford plant in 
Ypsilanti, Mich. 

Ralph C. Schulz, formerly Ypsi- 
lanti plant production manager, has 
been named acting manager of the 
Ypsilanti plant. 

= * + 


Godfrey Moves Up 


H. R. Godfrey jr. has been ap- 
Pointed assistant to the general 
manager of Allis-Chalmers general 
products division. He joined Allis- 
Chalmers in 1948. 

* + * 


Westinghouse Boosts 6 


To Department Managers 


Six new engineering department 
managers in Westinghouse Electric 
Corp.’s transportation and genera- 
tor division have been announced. 

J. W. Batchelor was appointed 
manager of the turbine-generator 





engineering department. M. R. Lory 
was named manager of the alter- 
nating-current motor and generator 
engineering department. E. H. My- 
ers became manager of the direct- 
current motor and generator engi- 
neering department. E. C. Whitney 
was appointed manager of the wa- 
terwheel and synchronous con- 
denser engineering department. G. 
L. Moses is manager of the services 
engineering department. R, A. Bau- 
dry was named manager of the de- 
velopment engineering department. 


* + * 


Boyden Selected 


Jd. P. Boyden, lighting sales engi- 
neer for Westinghouse Electric 
Corp., has been named chairman for 
the 1956-57 term of the Pittsburgh 
section of the Illuminating Engi- 
neering Society. 

. + * 


Scientific Picks Hill 


Appointment of Howard Hill as 
sales and service representative of 





the Ionic spray division of Scien- 
tific Electric has been announced. 
Hill formerly was associated with 
Ransburg Electro-Coating Corp. 


* * * 
Harley Names Kauper 


Promotion of A. J. Kauper, 
former chief experimental engineer, 
to the new position of administra- 
tive engineer has been announced 
by Harley Davidson Motor Co., Mil- 
waukee, Kauper’s successor is 
James Schmook. 


* * * 


Vickers Picks Thoren 


Appointment of Robert Thoran 
as district manager at Rockford, 
Ill., has been announced by Vickers 
Inc., Detroit. Thoran joined Vickers 
in 1947. 

+ +. + 


Thompson Promotes Lynas 


Robert M. Lynas has been named 
head of the industrial engineering 
department of the Michigan division 
of Thompson Products, Inc. He 
joined Thompson in 1950. 


= * > 


Thor Appoints Bank 


And Transfers James 


John P. Bank has been appointed 
sales engineer for Thor Power Tool 





Co. He has been with the firm for 
27 years. 

Richard E. James jr. has been 
named manager of Thor’s new In- 
dianapélis branch to be opened this 
fall. 

* * + 


Vickers Appoints Gardiner 


Research-Development Chief 


Duncan Gardiner has been named 
director of research and develop- 
ment for Vickers Inc., Detroit. In 
his new post, 
Gardiner will be 
responsible for re- 
search and devel- 
opment programs 
which supplement 
the development 
activities of the 
Vickers product 
groups. Prior to 
joining Vickers in 
1934, he was as- 
sociated in vari- 
ous engineering 





D. Gardiner 
capacities with Worthington Pump 
& Mach Co., Cadillac Motor Car Co. 
and Detroit Edison Co. 

* 


Smith Appoints Higgins 
W. W. Higgins has been named 
chief engineer of A. O. Smith Corp. 
on the staff of F. S. Cornell, execu- 





in a new car. 


in a used car... 





The Stainless Steel trim, molding and vital parts 
that add style and beauty to a car, inside and out, 
are features that help make the sale. 


Stainless Steel has wide customer acceptance. It’s 
easy to clean and keep clean. It’s a tough, solid 
metal that will not corrode or dent and 

stands up to gravel, ice, salt and water. 


The finish never fades and parts are easy to 
replace. Stainless Steel lasts the life of the car. It sells 
in a new car and it re-sells in a used car. 
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McLoutn Steer. Corporation 
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tive vice-president. Until recently, 
Higgins was director of engineering 
at the firm’s Kankakee (IIll.) Per- 
maglas division. 

* + * 


Vickers Names Haisen 


Appointment of Les Haisen ag 
manager of a new west Michigan 
branch of the Detroit regional saleg 
office for industrial products has 
been announced by Vickers Ine, 
Detroit. Haisen will have his officeg 
in Grand Rapids. He joined Vickers 


in 1941. 
. 


Athenia Names Johnson 


John A. Johnson has been ap- 
pointed division manager of the 
Athenia steel division of National- 
Standard Co. Johnson joined the 
company in 1948. 

* * + 


Brown Is Appointed 


Raymond J. Brown has been 
appointed West Coast field repre- 
sentative of the Copper & Brass 
Research Assn., Los Angeles, He 
formerly was senior plumbing in- 
spector for Los Angeles. 

= * + 


Dana Picks Kaufman 


Announcement of appointment of 
Von Kaufman as vice-president and 
general manager of Hayes Stéel 
Products, Ltd., St. Catherine, Ont. 
Canada, has been made by Dana 
Corp., Hayes’ parent company. He 
succeeds J. W. Primeau, who has 
resigned because of poor health. 

= * + 


Muskegon Piston Ring 


Names Hamm in Product 


Douglas W. Hamm has been 
named director of product engi- 
neering of Mus- 
kegon Piston Ring 
Co. 

Hamm will su- 
pervise product 
engineering in all 
divisions. Hamm 
has been chief en- 
gineer of the Mus- 
kegon division for 
the past three 
years. He started 
with the company ‘ 
in 1939. Hamm is D. W. Hamm 
a member of the Society of Auto- 
motive Engineers. 

= * . 


Ford Division Names 


Luneburg in Dearborn 


William V. Luneburg has been 
named manager of Ford division’s 
Dearborn assembly plant, it has 
been announced. 

E. C. Miller, present plant man- 
ager, has been granted a medical 
leave of absence. Luneburg started 
with Ford in March, 1949, as 
finance analyst in the division 
controller’s office, and succes- 
sively became manager of the 
division’s budget department, con- 
troller and assistant plant man- 
ager of the Dearborn assembly 
plant and assistant plant manager 
of the Kansas City aircraft plant. 

- * « 





3 Appointments Announced 
By Clark Equipment Co. 


Three appointments in the axle 
division of Clark Equipment Co, 
Buchanan, Mich., have been an- 
nounced. They are 
L. M. Gray, chief 
engineer; G. C. 
Vanderberg, engi- 
neering consult- 
ant, and William 
E. White, new de- 
velopment en gi- 
neer. 

Gray joined 
Clark in 1925 and 
previously was as- 

- sistant to the chief 
L. M. Gray engineer. Vander- 
berg, formerly chief engineer since 
1937, has been with Clark since 1919. 
White came to the firm in 1953 and 
has served as product engineer in 
charge of brake specification and 
design for all divisions. 
” a * 


Pontiac Appoints Blamy 
To Quality Control Post 


John F. Blamy has been named 
chief inspector of Pontiac, succeed- 
ing W. H. Vann, who will become 
quality coordinator. 

Blamy, in his new position, will be 
responsible for the division’s prod- 
uct quality control program. He 
joined Pontiac in 1930. Vann will 
coordinate quality control in the 
B-O-P and allied divisions supply- 
ing Pontiac. He joined the Pontiac 
organization in 1926. 





—— 
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WHEEL BALANCER—A wheel balancer, 
designed to fit over the center post of the 
Coats Tireman or on a special stand, has 
been announced by Coats Co., Fort Dodge, 
la. The balancer, precision-built of high- 
strength aluminum alloy castings, works 
on the leveling bubble principle. An easy- 
to-see bubble is set in the top of the bal- 
ancer so that it remains visible at all 


times during the balancing operation, it | 


is claimed. 









LUGGAGE RACK COVER — Stylecraft | 
Automotive, 650 S. Clarence, Los Angeles | 
23, Calif., has designed a cover that is | 


said to fit its line of Regal 
racks. Available in sizes to fit the 41, | 
63 and 75-inch luggage racks, the cover | 
is made of two pieces of fabric, each | 
cooted with four coats of live rubber | 
and rolled together under pressure and 
heat to form a waterproofed bond. 
x “£: s 


ae 


AUTOWASHERS — A line of fountain 
washers, designed specifically for auto- 
motive vehicles and other specialized 
uses, 
Mfg. Co., 
Miss. 
Mor is said to be its long-lasting wash 
pads, made of soft cotton yarn and 
lock-stitched to a heavy duck backing. 
Pressurized water constantly rinses 


1508 North Mill St., Jackson, 


loosened by mopping action, it is 
The washers do not mar 


finishes. 
. 


is 
claimed. 


scratch automotive 
* 





ANTI-RATTLER—A manifold heat control 
valve anti-rattler for all 1955-56 Chevrolet 
V-8s, that is said to stop rattling by 
eliminating ‘‘metal-to-metal" contact dur- 
ing warming-up period, has been intro- 
duced by Houser Engineering & Mfg. 
Inc., Bluffton, Ind. The Houser anti-rattier 
features an extra-heavy rubber bumper 
tip which is unconditionally guaranteed 


for one year, it is said. The device does | 
not interfere with the normal operation | 


of the manifold heat control valve. 
ee * 


L-O-F Glass Fibers 


Offers Yarn in 8 Colors 


L-O-F Glass Fibers Co. has an- 
nounced it will offer eight stand- 
ard colors of yarn. 

D. W. Lyon, general sales man- 


has been marketed by Kleen-Mor | 


Outstanding feature of the Kleen- | 


the | 
pad and washes away dirt and grit as it | 


or | 


luggage | 
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ager of the company’s textile divi- 
sion, said the new colors will be 
red, yellow, green, blue, brown, 
black, gray and orange. He indi- 
cated that they are strong, brilliant 
colors, The product, according to 
Lyon, will withstand high tempera- 
tures without discoloration. The 
color will not rub off, he said, 


* * * 








SANDER—A sander that is operated by | 
water pressure from an ordinary garden 
hose has been marketed by Bailes Auto 
Supply, 302 S. Second, Dodge City, Kans. 
A shutoff valve is said to supply the 
water for water sanding as it is needed. 
A ¥%-inch hose is used to channel ‘‘ex- 
haust" water to a drain. 





AIR COMPRESSOR—A 10 horsepower 
air compressor, model CA-11023, has 
been introduced by United States Air 
Compressor Co., 5300 Harvard Ave.,| 
Cleveland 5, O. Designed to take care of | 
the larger air supply requirements of 
users having a considerable number of 
air-operated devices, the two-stage com- | 
pressor has a capacity of 46.6 c.f.m. | 
Operating at a cut-out pressure of 175) 
pounds, it is equipped with a silent check | 
valve and an automatic centrifugal un- | 
loader. | 





ANTI-FREEZE TESTER—The easy-to-read 
model 556-TA Universal anti-freeze tester 
is designed to test all generally used 
types of anti-freeze-ethylene glycol, meth- 
anol and alcohol. Not only are the pro- 
tective figures in the model large, but 
they are further enlarged by a magnify- 
ing slide calculator. The model will make 
accurate tests even at temperatures in ex- 
| cess of 180 degrees Fahrenheit, is it 
claimed. Thermometer is marked to show 
140 and 180-degree (Fahrenheit) tempera- 
tures for quick identification of type of 
the mostat being used in car. Imperial 





Brass Mfg. Co., 1200 W. Harrison St., Chi- 





Pak | 


TORCH HOLDER AND TABLE The 
Solder Pal consists of an adjustable pro- 


pane torch holder with a fireproof table. | 


The holder is said to hold the torch at 


any desired angle. The asbestos-cement | 

| table is designed to hold the item during 

| the 

| Co., 4205 Chester Ave., Cleveland 3, 0. 
* + + 


soldering process. New Item Sales 





POWER BUFFER—A slow-speed electric 
power buffer, said to make any type of 


| tire or tube repair hold better, has been 


introduced by H. B. Egan Mfg. Co., Mus- 
kogee, Okla. Slow speed buffing is said 
to eliminate deep cuts or grooves, does 


| not scorch or burn rubber surface and in- 


sures better bonding. 
= * 





WHEEL BEARING KIT—A wheel bearing 


| service kit, said to provide all the tools 


necessary to make the lubrication of front 


| wheels a speedy, profitable job, has been | 
| announced by Aro Equipment Corp., Bryan, 


©. The portable kit includes tools for 
knocking out the union bearing, block for 
safe replacement of seals, plastic type 
hammer, pliers, container for new cotter 


| pins, and also a tool for removing both 


NEW PRODUCTS 


device which can be installed on 
any car, truck or bus, has been 


Cleveland. 


tained, the company says, by de- 


the Pacesetter control 

Touching the brake pedal returns 

the car to conventional operation. 
+ * * 








DRILL—The '%-inch Standard Holgun 
drill is driven by a Black & Decker-built 
motor, and is equipped with anti-friction 
ball bearings that are grease-sealed for 
life, it is said. The light weight of 3% 
pounds makes the tool easy to handle for 
long periods without operator fatigue, it 
is claimed. Black & Decker Mfg. Co., Tow- 
son 4, Md. 

oe a 





BRAKE BLOCK—Grey-Rock Division, 
Raybestos-Manhattan, Inc., Manheim, Pa., 
has announced the addition of a woven 
brake block, known as the ‘“H" block, to 
its line of friction materials for heavy- 
| duty vehicles. Available in %-inch thick 
| block sets or in combinations of tapered 
blocks, the blocks are made from long 
fiber, wire inserted asbestos yarns, com- 
pletely impregnated, woven and com- 
pressed under pressure, 
accurate dimensions, it is claimed. 





the wheel cover and bearing dust cover. | 
a ae 





ELECTRIC DRILLS—Thor Power Tool Co., 
Aurora, Ill., has added two electric drills, 
models 25 and 26, to its line of power 
tools. Model 25 has a \4-inch capacity in 
steel, Y2-inch in wood. The  universal- 
series wound AC or DC motor runs at no- 
load speed of 2,200 r.p.m. and 1,400 
r.p.m. under full load on standard 115 
volts. Special 32-volt or 320-volt motors 
can be furnished optionally. Model 26 is 
identical to this model in capacity, motor 
performance and speeds, but is equipped 
with anti-friction, heavy-duty radial thrust 
ball bearings on the spindle. 

77 


Sterling Hand Throttle 
Maintains Preset Speed 





cago 7, Ill. 


The Pacesetter, a hand-throttle 


LICENSE FRAME—The Sutone “Mark 
Vv" license frame, featuring the diamond- 
crest design, is manufactured to fit all 
6 by 12-inch plates, regardless of position 
of mounting holes, it is claimed. Said to 
fit all cars, the frame is triple-plated 
with “blue sapphire’ chrome. Sutone 
Corp., 3001 E. Twelfth St., Los Angeles, 
Calif. 





CLOTHES RACK —A clothes rack that 
| fits over the back seat of any car has been 
| marketed by Eldon Mfg. & Engineering 
|Co., 6547 W. State St., Milwaukee 13, 
| Wis. Placed in a car, it is said to carry 
clothes wrinkle-free. It also affords full 
side and rear window vision. 





developed by Sterling Mfg. Co., | 


Any desired speed can be main- | 
pressing the accelerator until that | 


speed is reached and then setting | 
knob. | 


and ground to | 
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| PLIERS—Marketing of six Proto matched 
| midget pliers, designed for precision 
| work on small objects and in tight places, 
| has been announced by Plomb Tool Co,, 
Los Angeles, Calif. The pliers, said to be 
forged from special steels, feature 
induction-hardened cutting edges. All 
| pliers are available with red plastic 
“Handeze" grips, designed to reduce 
| hand fatigue. Lengths range from four 
to 4%, inches. 





LIFT—Automotive Equipment Mfg. Co., 
11000 S. Alameda St., Lynwood, Calif., 
has introduced the model 56 Lee End Lift, 
latest in its line of air-power automotive 


service equipment. Features are said to 
include: An A-frame adapter, which is 
designed for 1955 and later Chevrolets 
and some Chrysler Corp. cars; the lift is 
six inches longer overall to handle cars 
with greater overhang; and redesigned 
lifting fingers makes quicker contact with- 
out touching the gas tank. 


! 
f 





VALVE ADJUSTOR—The Automatic Me- 
chanical Valve Adjustor is said to keep 
| valves in proper adjustment and as quiet 
as with hydraulic lifters. The valves oper- 
| ate cooler because they are on the seat 
a larger percentage of the time, and be- 
cause wire drawing of hot gases over the 
exhaust valve is reduced to a minimum, 
it is claimed. Allied Precision Products, 
Dunedin, Fla. 





SERVICE STATION PUMPS — 
Pump Co., Salisbury, Md., has introduced 
a line of service station pumps, called 
Soloramic. The name is said to be derived 
from Wayne's exclusive solo unit which 


Wayne 


is the “service heart" of these island 
dispensers. It is a single casting con- 
struction which contains the pumping ele- 
ment, by-pass, check and pressure relief 
valves, air eliminating and float chamber, 


as well as the motor. 
* oe 


P-B Plug Weld Repair Kits 
For Cracked Heads, Blocks 


A plug weld repair for cracked 
heads and blocks is being manu- 
factured by Peterson Welding La- 
boratories, Inc., 1423 Virginia Ave. 
Kansas City, Mo. 

Two distinct kits have been made 


available by the company. One, the 
(Continued on Page 41, Col. 1) 
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New Products 


(Continued from Page 40) 


Starter kit, includes those items 
the average shop would require for | 
its own use before starting to offer | 
a plug weld repair service. The} 


Peterson Master kit includes com- | 
plete tooling to handle any job. 
Plugs are available in 8 sizes with 
minimum diameters ranging from 
.200 to 1.000. 
* 


_. 





TAPPER—The Supreme Push-Pull Tapper 
is an instant-reversing speed reduction 
unit made expressly for tapping. It at- 
taches to any portable drill. The speed 
reduction of 7:1 in the driving direction 
is said to give the operator more than 
adequate power to tap in all materials. 
Instant-reversing means that the direction 
of the tap can be reversed without stop- 
ping the drill, it is claimed. Supreme 
Brand Chucks, 2222 S. Calumet Ave., Chi- 
cago 16, Ill. | 

> ss 


Vegetable Compound Cleans 


Automotive Cooling Systems 


Reactor, a nonacid detergent 
cleansing powder for automotive | 
cooling systems, has been intro-| 
duced by Great Products, Inc., Fen- | 
ton, Mich. 

Activated by the scrubbing ac-| 
tion of finely ground vegetable par- | 
ticles, the compound scours away 
grease, rust, scale, dirt and anti- 
freeze scum. A simple flushing is 
said to carry away the loosened 
muck. 


* x * 


Sap 






707 


Wen model 
%-inch power drill, equipped with the 
latest geared Jacobs chuck with key, has 


POWER DRiLi—The 


been marketed by Wen Products, Inc., 
5804 Northwest Highway, Chicago 31, Ill. 
The unit features a gear reduction me- 
chanism that is said to eliminate the pos- 
sibility of burned out drills when used 
with metal, concrete, marble or stone. 


With its %-inch rating for drilling steel, 

the Wen tool also drills holes in hard- 

wood up to %-inch or more, it is claimed. 
* * * 





DOODLER'S PAD —The doodler'’s pad 
and weekly reminder is a novel desk ac- 
cessory combining the calendar, memo, 
and appointment pad on a 52-page spe- 
cialty the size of a desk blotter. Each 
weekly page is headed by the name of 
the advertiser, prominently displayed. 
Pages of the leather-bound pad have five 
columns for the working days of the week 
and one column for Saturday and Sunday. 
Keith Clark, Inc.. Sidney, NY. 


Seamless Dust Can Added 


To Kent Vacuum Cleaners 

A seamless dust can, drawn from 
18 gauge cold rolled-steel, will be 
featured on all Kent heavy-duty 





vacuum cleaners, it has been an- 
nounced by the Kent Co., Inc., 873 
Canal St., Rome, N. Y. 

The can is of one-piece construc- 
tion, with a drop-head edge around 
the top for added strength and 
protection against jamming and 
splitting should the can be dropped 
when filled. The baked-in lining of 


| X-216 plastisol is said to protect 


the can against rusting and chemi- | 
| 


cal action. 
* * * 


New Electric Hand Tool 


Features Torque Control 


Ingersoll-Rand Co, has devel- | 
oped an electrically operated hand | 
power tool for running nuts with 
full power and speed to a positive | 
preset torque. The tool shuts off | 
automatically when the preset) 


torque is reached, the company 
says. 
The unit is marketed as the} 


| 
5UT “Torsion Bar” Torque Con- 


trol Impactool. Desired torque is 
obtained by using a wrench to 
stress the “Torsion Bar” while it 
is held in a vise. 

* * * 
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WIPER ACCESSORY—An accessory for 


windshield wipers that is said to elimi- | 


nate streaks, blurring and skipping has 
been introduced by GorDag Industries, 
Inc., 2215 Foshay Tower, Minneapolis 2, 
Minn. Aerodynamically designed, the unit, 


| called Super Wipe, uses wind pressure to 
| prevent windshield blades from lifting, it | 


is claimed. Said to fit all cars and trucks, 
Super Wipe does not obstruct vision and 


|is especially effective with curved wind- 


shields. 
* * * 


4-Color Pen Offered 


A four-color pen, made of gold- 
anodized aluminum, is being mar- 


keted as a company or executive 
gift by Kingston Industries, 527 
Lexington Ave., New York 17, N.Y. 


* * * 


Valve-Gapper Model 
Introduced by P&G 


A universal model Valve-Gapper 
has been announced by the P&G 
Mfg. Co., Portland, Ore. 

By the used of interchangeable 
adaptor kits, the instrument can be 
used to make micrometer-accurate 
valve clearance adjustments on 
virtually all overhead-valve cars, 
| trucks and tractors, P&G said. 


| * * * 


General Electric Announces 
| General-Purpose Floodlight 


An improved model of the 





General Electric L-69 general pur- | 


pose floodlight has been announced 
by the company’s Outdoor Lighting 
| Department, Hendersonville, N. C. 

G-E lighting experts say the 
lightweight unit, designated the L- 
|69A, will provide better perform- 
| ance and greater flexibility than its 
| predecessor. In addition, they point 
out, the L-69A produces more light 
per unit, more beam lumens per 
watt, and higher uniform beam 
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candlepower than did the L-69. It 
is suitable for transportation and 
industrial applications. 


* * * 





MECHANIC'S BLACK LIGHT—The source 
of most troublesome oil leaks can be 
detected with the Mineralight black light 
and an ordinary blotter it is claimed. In 
tracing the trouble, a drop of oil from 
the leak is placed on the blotter, next to 
drops of oil from the transmission and 
motor dripsticks. The drops are then 
placed under the Mineralight for the 
answer, it is said. For more complicated 
leaks, and to make tracing of leaks 
easier, an oil soluble fluorescent tracer, 
Oilglo No. 21, is available. Black Light 
Eastern Corp., 33-00 Northern Bivd., Long 
Island City 1, N. Y. 











Are stockholders significant? 


Readers owning stocks 


People who still have something left over for investments 
certainly rate as extra good prospects these days! ... By the 
same token, The News rates as an extra good advertising 
medium—reaching more stockholders than any other New York 
newspaper. News readers also include more over-$10,000 
incomes, home owners, new car buyers, college alumni, families 
with children—more choice customers by every classification. 

To help you get more return from your advertising in the 
New York market, we spent more than $150,000 on the most 


Mirror 


ee. cw 


re 


comprehensive survey of newspaper readers ever made. It’s 


based on 10,345 personal interviews, by W. R. Simmons & 
Associates Research. Before you plan your next advertising in 
New York, you should be familiar with this survey. Ask your 
advertising agency, or any New York News office, to show you— 


“Profile of the Millions” 


THE & NEWS, New York’s Picture Newspaper... with more than 
twice the circulation, daily and Sunday, of any other newspaper in America. . . 


220 East 42nd St., New York City... Tribune Tower, Chicago... 


155 Montgomery St., San Francisco. ..3460 Wilshire Blvd., Los Angeles 


News ......... 340,000 


Herald Tribune .... 


Journal American... 


World Telegram & Sun 


Source: “Profile of the Millions’ 
Copyright 1955 by News Syndicate Co., Inc. 
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NY school child 


in London, 
Budapest, or Topeka, Kans., 
can tell you that Detroit builds a 


lot of cars. Many of them go to} 


London, Budapest, Topeka — and 
points north, east, south and west. 

Yet Detroit’s biggest automotive 
problem is parking the cars that 


stay in Detroit. Its traffic engineers | 


have designed underground ga- 
rages, and parking lots. They’ve 
engaged in litigation over organ- 
ized parking-lot operation that 
went clear to the Supreme Court. 

But in any city these days, 
traffic increases so rapidly—and 
most streets, like Topsy, have 
grown as best they could from 
horse-and-buggy days — that 
parking plans, expressways and 
one-way streets are obsolete by 





the time they are installed. 
Nearly everything complicates 
parking. In Brussels, Belgium, 
thousands of bicycle riders, going 
to work and coming home, clog 
the streets and thwart both mo- 
torists and engineers. 

Has our basic transportation phi- 
losophy gone astray on a one-lane 
country road? Perhaps we need a 


tem—an integration of all forms of 
transportation so one won’t com- 


where we want to go, quicker and 
with fewer crumpled fenders, traf- 
fic tickets and nervous breakdowns. 


| skelter and a bit faster than mush- 
| rooms, The last 15 years 


i s : -rall sys- | 
| ere Tee oe Sere |of city traffic has had to be fitted 


pete with the other, and we'll get | 


Our cities have grown helter- | 


about the | 


on their walls show the number of 


more rapidly. A traffic headache is 
that mass transportation of pas- 
sengers in buses, subways and 
streetcars has actually declined 25 
percent in the same 15 years. Yet 
this tremendously enlarged amount 


into street patterns practically un- 
changed in the last 25 years. 
Traffic officials have done their 
best with this. The trouble is 
that our best traffic engineering, 
with adroitly placed signs, sig- 
nals, fluctuating flow peak-hours, 





same time it takes to turn a cute| 


and pink little baby into a 24-hour 
problem known loosely as an ado- 
|lescent — our metropolitan areas 


two-fifths, In the same time we’ve 


traffic islands and one-way 
streets, is bound to show only 
diminishing returns as our car 
travel continues to mount, 


Last year, the mayor of Balti- 


have increased their populations by | more appointed a committee led by 


|a Johns Hopkins University expert 


accumulated more than twice as|to study this problem. And the 
many owners of motor cars. But| group decided that mass transpor- 


more complicated still is this situa- 


| tation could no longer be regarded 


tion—automobile travel has jumped as merely another form of trans- 


by 170 percent. 
+ * 


* 
The Baltimore Plan 
O OUR traffic engineers pace 


portation, Mass transit needed to 
be part of an integrated system. 
Four ideas emerged: 


1. An overall transportation plan 


their offices watching the charts | was proposed to combine all trans- 


More than half’. .. 





automobiles growing faster than | 
the size of our cities, and the use | 
of cars and trucks increasing still | 





Type “98” oil ring— 
U. S. patent numbers 2,635,022 and 2,695,825 
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“Don’t you feel you’ve been too 
conservative in your parts pur- 
chases?” 





portation methods efficiently and 
economically. 

2. The only way to get an efficient 
coordination of several units of an 
army, factory or a system of trans- 








of the 11,540,000 passenger car engines produced in the U.S. 


from January 1, 1955 through July 28, 1956 were equipped with 


PERFECT CIRCLE 


type “98” chrome oil rings 


“Best for New Engines...Essential for Worn Engines” 


*53.4% were Perfect Circle Type 98” chrome oil rings. 46.6% were all other 
oil ring types combined, including other Perfect Circle oil ring types. 


| porting a lot of people on too smail 
|and too few streets is to bring ail 
ithe units under an overall direc- 
| tion. So a Transportation Authority 
| was created. 

* * . 


Genius Needed 
3 This unifying Authority would 

* program expenditures for 
transportation—and transportation 
expenditures could not be allotted 
without the consent of the Author. 
ity. 

4. This Baltimore proposal would 
give the Authority broad powers — 
the right to purchase and sell pro- 
perty, to hold title to property in 
its own name and to promulgate 
traffic regulations. Of course, some 
form of legislative veto must be 
developed to prevent any arbitrary 
use of power. 

This blessedness of our auto- 
motive age is not unmixed—un- 
less we work out a unified and 
carefully planned way to take 
care of it, Whenever mechanical 
genius and industrial expansion 
change the cruder but simpler 
ways of the past, we find our- 
selves stripping our gears a bit 
. « « until some more genius — 
planning and directing genius — 
comes along to get us runinng 
smoothly, faster and pleasantly 
again. 

Until that time comes about— 
not only in Baltimore but in and 
near every metropolitan area—our 
cities will not be as pleasant to 
live in as they once were. But its 
slowly and expertly being brought 
to pass — one more encouraging 
characteristic of our American 
Way. 

P.S. Whether it’s too many bi- 
| cycles in Brussels, too few streets 
|in Tucson or Cleveland, too much 
lag between the genius of produc- 
tion and the genius of unified sys- 
tem and coordination, planning and 
integration are the thing. And de- 
spite the growing pains of the lag, 
| we straighten ourselves out before 
too long. Always have, always will. 
Someone said a genius was a crack- 
pot who made good. And we have 
our share of successful crackpots— 
productional, planning and direc- 
tive. 


Management Assn. 
Expects 70,000 
In °56-’57 Classes 


NEW YORK. — The American 
Management Assn. expects nearly 
70,000 American, Canadian and 
foreign business executives to at- 
tend its conferences, seminars and 
courses during its 1956-57 season. 

Some 700 meetings have been 
scheduled, an increase of more than 
30 percent over last year. Sessions 
will be held in New York, Chicago, 
Cleveland, Los Angeles, Atlanta, 
Dallas, San Francisco and Montreal. 

The program ranges from two 
and three-day meetings to full- 
scale management courses. The 
latter are four-week courses which 
may be taken consecutively or in 
one-week sections at _ specified 
times during the year. 

Among the subjects included in 
the AMA program are finance, 
general management, insurance, 
| manufacturing, marketing, person- 
nel and research and development. 


From the Heart 


Dealer Ross Gives Aid 


To ‘Blue Baby 


ST. PETERSBURG, Fla.—Marion 
Ross, Ross Chevrolet, Inc., has do- 
nated use of a 1956 air-conditioned 
Chevrolet for the family of Freddie 
Haschalk to take the eight-year-old 
boy to Johns Hopkins Hospital in 
Baltimore for another in a series of 
heart operations. 


Ross also is equipping the car 
with a portable oxygen tank. Fred- 
die, on March 13, 1949, became the 
second “blue baby” in history to 
undergo heart surgery. At the time, 
he was the only one to survive. 


Freddie’s doctors decided a re- 
turn to the hospital is necessary 
because an artery transferred from 
the arm to heart apparently is un- 
able to do its job and a lack of 
oxygen in the boy’s blood is becom- 
ing apparent. Ross offered the car 
when he learned the family was 
without funds for transportation. 








More than 125,000 persons read AUTC- 
MOTIVE NEWS every week! 
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. TODAY’S NEW-CAR BUYERS ARE SAFETY- 

e- CONSCIOUS. They are looking for safety 

re features in the cars they buy. That’s why 

> % nylon cord tires have such a strong sales 

a appeal. They offer the customer extra 

™ safety . . . surest protection against tire 
failure. 


le 


TESTS PROVE that the fourthingsatirecord must 


e do, nylon does best! Nylon gives superior 
: a resistance to bruise damage, moisture, 
id heat and flex fatigue. And nylon tires 
have proved their superiority on military 
“ and commercial planes and on heavy- 
“ duty trucks. Today, the people whose 


lives and livelihood depend on car per- 
formance rely on nylon tires—turnpike 
police, professional auto racers, and high- 
speed test-car drivers, for example. 


NOW SOME OF AMERICA’S finest cars have 
nylon cord tires, and Du Pont is prepared 
to supply nylon tire yarn to meet the 
needs of the automotive industry. 


5 


Du Pont produces the nylon fiber. Tire manufacturers 
make nylon cord tires—in tubeless or conventional types. 


i) 


REG. U.S. PAT.OFF 


BETTER THINGS FOR BETTER LIVING 
a ...-THROUGH CHEMISTRY 





: NYLON CORD TIRES ARE IDENTIFIED ON THE SIDEWALL... 
AN IMPORTANT SELLING FEATURE! 
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Auto Dealer Changes 


Reagan Mercury Co. has opened 
at 10440 N. E. Fourth, Seattle. The 
firm is headed by Howard W. 
Reagan. 


* + 


Nash Oxnard Sold 


Rudy Rodriguez and Frank Cal- 
lahan have purchased Nash | 
Oxnard Co., Oxnard, Calif. 

* * * 


Quinn Quits Winerich 
Charles Quinn, formerly general | 
manager of Winerich Motor Sales | 
(Studebaker), San Antonio, has re- 
signed. 


* * * 


Mitchell Opens Deals 


O. R. Mitchell has opened O. R. 
Mitchell Southside Dealers (Dodge- 
Plymouth), 700 S.W. Military High- 
way, San Antonio. Arthur J. White 
is the manager. Mitchell also has 
added the Chrysler franchise re- 
linquished earlier this year by 
Mueller Motors and is operating it 
in the former quarters of Jack 
Mitchell Nash, 2600 Broadway. 


* * * 


Weaver Buys Dual 


James Weaver has purchased a 
Cadillac-Oldsmobile dealership in 
Carroliton, O., from L. A. Phil- 
lips. 





* * * 


Willett Sells to Hager 
Earl Willett has sold his Ford 
dealership in Spencerville, O., to 
Curtis Hager who is operating it as 
Hager Ford Co. 


+ * + 


Olinger Names Ford 
Robert E. Ford has been named 
vice-president and general mana- 
ger of Olinger Chevrolet Co, 
Coshocton, O. 


* Bd a 


Berry Buys Weldon-Witt | 

Jacob Berry has purchased Wel-| 
don & Witt Ford, Germantown, O., 
and has renamed it Berry Ford | 
Sales. 





> * + 


Murray Joins Dean 

J. Leo Murray has joined Roger | 

Dean Chevrolet, Columbus, O., as} 

general sales manager. Murray for- | 

merly operated a Buick dealership | 

in Ypsilanti, Mich. | 
* 


* * 


Exclusive L. A. Plymouth | 
An exclusive Plymouth dealer- 
ship has been formed at 1801 W. 
Manchester Ave., Los Angeles. 
Affiliated in the firm are Dave 
and Nate Brenner; Phil, Jack 
and Bernie Freeman. 
7 + > 
Joslen-Nash Formed 
Fred Joslen-Nash, Inc., Klamath 
Falls, Ore., has been organized by 
Fred L. Joslen, Elsie A. Joslen and 
Kenneth E. Joslen, 
* * * 
Clarke Joins Buick Deal 
Charles Clarke, formerly whole- 
sale manager for Greenlease Motor 
Car Co. (Cadillac), Kansas City, 





TURNTABLES 
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Stamford 
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~i» STEMAC 
PERSONALIZED 
NAME PLATES 


DETAILS ON REQUEST 


STEMAC 1281 So. Cherokee 


Denver, Colorado 










Montgomery Buick Sales, Inc., In- 
dependence, Mo. The firm is opera- 
ting as Montgomery-Clarke Buick 
Co. 


* * * 


Chrysler for Lorenz 
Lorenz Garage, Bowman, N. D., 
has acquired a franchise to 
handle Chrysler and Imperial. 
* * * 
Atlantic Motors Opens 
Atlantic Motors, Inc., Atlantic 
City, Ia., has been named a Dodge- 
Plymouth dealer. I. C. Garner is 


president of the firm. 
+ * oa 


Rail Splitter Moves 


Rail Splitter Motor Sales 
(Chrysler - Plymouth), Springfield, 
Ill, has moved into a new show- 











St. A second service department is 
maintained at 815 E. Monroe St. 


* * * 


University Now Robinson 

University Motors, Broad and 
Christian Sts., Philadelphia, has 
changed its name to Robinson 
Ford, Inc. 

* * ad 
Triple for J & L 

J & L Motors (Chrysler- 
Plymouth), Algona, Ia. has been 
awarded a DeSoto franchise. S. B. 


| Jensvold is president of the firm. 
* * 


* 


Grant Park Opens 

Grant Park Motors, Inc. (Mer- 
cury), 2318 Tenth, South Milwau- 
kee, Wis., has been organized by 
Clarence Becker, former DeSoto 
national used-car merchandising 
manager. 

Ed * * 


Mitchell Nash Moves 
Jack Mitchell Nash Co., San An- 
tonio, has moved from 2600 Broad- 
way to a new location at 2640 


Broadway. 
* aa 


Winerich to Build 
Winerich Motor Sales Co. (Stude- 











House Unit Schedules 
Excise-Tax Hearings 


WASHINGTON. — A House 
Ways and Means subcommittee 
has scheduled excise-tax hearings 
to begin Nov. 26, according to 
Rep. Aime J. Forand, Rhode 
Island Democrat and subcommit- 
tee chairman. 

The hearings will last about 
two weeks and will cover rates, 
whether excises comprise too 
much of governmental revenue, 
technical and administrative prob- 
lems and the merits of Forand’s 
omnibus bill to revise excise tax 
laws. Industry and Treasury rep- 
resentatives are expected to tes- 
tify. 





three-story building which will be 
converted into an office building. 
Winerich will build a new one-story 
building. 


x * * 


Howard Motors Opens 


Howard Motors, a foreign car 
dealership, has opened its new 
$150,000 sales and service head- 


room at U. S. Bypass 66 and Cook} baker), San Antonio, has sold its} quarters in Sherman Oaks, Calif. 


PROGRESSIVE ENGINEERING 
VN teeta Le 


DIAMETER (INCHES) 


APPROXIMATE 
WEIGHT (POUNDS) 








The firm sells Jaguar, Hillman, 
Sunbeam, Triumph, British Ford 
and Renault. Dan Schwartz is 
general manager. 

* * * 


Koenig Takes Endicott 


Vic Koenig, formerly general 
manager of Endicott Chevrolet, 220 
W. Lockwood, Webster Groves, Mo,, 
has taken over the dealership and 
will operate it as Koenig Chevro- 
let. 


* * * 


Baber Motors Moves 


Baber Motors, Inc. (Oldsmo- 
bile), Detroit Lakes, Minn., has 
moved into new quarters. The 
dealership is owned and operated 
by Jack Baber, Francis Baber and 
Joe Stollenwerk. 

* * 


= 
Dodge for Phillips 
Dependable Motors, owned by S. 
B. Phillips jr., at Virginia, Minn., 
has been named a dealer for Dodge 


cars and trucks. 
- * * 


Smith Chooses Planes 
At Lancaster, Tex., Guy Joe 
Smith, a partner in Edwards-Smith 
Ford, has announced that he will 
(Continued on Page 45, Col. 3) 
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is ] 


w J abandon car selling to become a 
j flight engineer and co-pilot for 
—  |Braniff Airlines. Smith is a flying 
. veteran of World War II and Ko- 
rean War. 
* = * 


Gibson Reorganized 


Gibson Motor Co., Junction City, 
Ore., has been reorganized and has 
signed a new sales agreement with 
Ford and Mercury. New officers are 
Frank Knox, president; Mrs. Angus 
Gibson, vice-president, and Mrs. 
Frank Knox, secretary-treasurer. 


* * * 


Peterson Joins Bostrom 


Norman Peterson, formerly of 
Wayzata, Minn., has purchased part 
of the interest of E. C. Bostrom in 
the Central Garage (Chevrolet) at 
North Branch, Minn. Peterson for- 
merly was associated with Wayzata 


| 6h] 


Lowering the Mobile Home— 


Goodyear Tire & Rubber Co. has developed a tubeless-tire, rim and wheel unit for 
house trailers that reduces tire diameter about four inches without affecting load 
capacity. Goodyear says there has been no corresponding reduction in brake size 

and that the new unit eliminates the need for wheel wells which have limited the 
interior layouts of mobile homes. 
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Auto Dealer Changes 


(Continued from Page 44) 


Motors (Dodge-Plymouth) for sev- 
eral years. 
a * = 


Erhart Takes Lloyd 


Erhart Motor Car Co., Inc., 1570 
Main St., Buffalo, has been ap- 
pointed distributor for German- 
made Lloyd automobiles, according 
to Jack H. Erhart, vice-president 
of the firm. 

+ * 


+ 
Kenn Adds Outlet 


Kenn Chevrolet has opened a new 
outlet at Broadway and Allegheny 
Ave., Philadelphia. Ken Linder- 
smith is president. 

+ + = 


Handler Moves 
Handler Motors (Dodge- 
Plymouth) has been founded in 
Des Moines under the leadership 
of Ben S. Handler, a Dodge- 





DELCO-REMY DEVELOPS A NEW LINE 


OF CRANKING MOTORS FOR 


OUTBOARDS AND OTHER APPLICATIONS 


A new series of Delco-Remy cranking motors, with many new 
design features, is now available for outboards, garden tractors, 
power mowers and other similar applications. 


With a frame diameter of only 3 inches, an overall length of 
slightly over 5 inches when mounted, and a weight of about 
6% pounds, the powerful new motors will crank one-cylinder 
engines up to 15 H.P., two-cylinder engines up to 35 H.P., and 
four-cylinder engines of even higher horsepower. 


These four-pole, four-field motors, designed for both 6-volt and 
12-volt systems, may be powered by standard Delco batteries. 


Available now for original equipment applications, the new 
motors can be supplied with or without automatic drives and 
solenoid switches to meet varying requirements. They are yet 
another example of Delco-Remy leadership in electrical equip- 
ment ‘‘Wherever Wheels Turn or Propellers Spin.’”’ Manu- 
facturers of engines and power equipment are invited to write 
directly to Delco-Remy for complete information and engineering 
assistance on the application of these units. 


DELCO-REMY «+ DIVISION OF GENERAL MOTORS © ANDERSON 


GENERAL MOTORS LEADS THE WAY STARTING WITH 





Delcd Remy 


ELECTRICAL SYSTEMS 
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Plymouth dealer in Cedar Rapids, 
Ia., for 22 years. A $250,000 build- 
ing will be built soon to house the 
new firm. 


+ * * 
Fredlund Adds Dodge 
Fredlund Brothers (Chrysler- 
Plymouth), Cambridge, Minn., has 
also acquired a franchise for 
Dodge cars and trucks. 








Thompson Sells to Bussan 


Thompson Motors, Inc. (Ford- 
Mercury), Guttenberg, Ia., has been 
sold by A. G. Thompson to Jerry 
Bussan. 








> * * 


Stratton Buys Miller Ford 


Charles Siratton has purchased 
Wayne G. Miller Co. (Ford) at 
Parker, S. D., and has changed the 
name of the firm to the Stratton 
Ford Co. 













































* * * 


Lockner Adds Mercury * 


Lockner Motor Sales (Stude- 
baker-Willys), Faribault, Minn., 
has acquired a Mercury franchise 
also. A. L. Lockner is the dealer. 

* + * 


Buick for Cummingses 


The Buick franchise at White- 
water, Wis., has been transferred 
from Harry Miller to Art and Roger 
Cummings. The Cummings firm has 
been incorporated under the name 
of Cummings Pontiac-Buick, Inc. 

> + * 


Beck-Dennis Building 


Beck- Dennis Chevrolet Co, 
Olathe, Kans., will soon begin con- 
struction of a $200,000 sales and 
service building on US-50. The com- 
pany will move into the new build- 
ing in October. 

> > > 


Mercury for Grant Park 


Grant Park Motors, Inc. (Mer- 
cury), has opened at 2318 Tenth, 
South Milwaukee, Wis. Heading the 
dealership is Clarence Becker, a 
former national used-car merchan- 
dising manager for DeSoto. 

= 


Masons Take Over 


Allan W. Mason and William E. 
Mason now head Mason Motor Co., 
Longview, Wash., the pioneer Ford 
dealership in Cowlitz County. H. P. 
Herdzeak, sales manager, has been 
with the firm for 35 years. 

= * 7 


Milford in Charge 


L. N. Milford is the new president 
of Hudson Southside Motors, Inc. 
(Hudson), 2031 Atlantic Bivd., Jack- 
sonville, Fla. He replaces R. H. Mil- 
ford, who has joined another deal- 
ership. 


Options Popular 


All Power Items Lead 
°55, AMC Says 
DETROIT. — Air conditioning, 
automatic transmissions, power 
brakes and power steering all 
gained in popularity among Nash, 
Hudson and Rambler buyers this 
year, according to Roy Abernethy, 
American Motors marketing and 
distribution vice-president. 


Power brakes, now standard on 
some models, showed the sharpest 
rise, soaring from 11.6 to 61.6 per- 
cent. 


Automatic transmissions climbed 
to 60.9 percent from 55.5 percent, 
power steering to 7.5 percent from 
3.2 percent and air conditioning to 
6.7 percent from 6.6 percent. 


AUTO TURNTABLES 


No Pit—No Holes—No Anchor Bolts. As- 
semble it yourself in 30 minutes, Plug in 
and run—anywhere. All steel turnt 

scientifically balanced to take all cars. 
For indoor or outdoor display, Write for 
free literature. 






AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 
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‘Carnival’ Obscures True Values... 
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Salesman’s Mission: Sell Quality 


By E. C. Bash 
Staff Correspondent Corrigan. 

ATLANTA. A salesman’s| In his opinion, it appears to be 
responsibility to carry the product | difficult for some salesmen to get 
quality story to customers never/|their own thoughts and those of 
has been greater than it is today,|the customer away from long 
according to Frank E. Corrigan,|trades and the “giveaway” all of 
assistant sales manager, Capital| which Corrigan said is a “snare 
Automobile Co, (Cadillac) here. | and a delusion.” 

“The carnival atmosphere and He said the high-volume pro- 
filling-station type merchandis- duction and other factors, such 
ing some dealers are using today as the urgent need for car sales- 
confuses and bewilders the public men, have resulted in many being 
to such an extent that it is most | hired who couldn’t qualify. 
difficult for people to know true | “The need exists for more and 
values unless strongly stressed | better salesmen,” said Corrigan. 
and pointed up by real salesman- | What constitutes a good sales- 
ship,” he said. man? 

Corrigan believes that this type| In Corrigan’s opinion, 


‘price’ or ‘tradein’ thinking,” said 








integrity of all dealers and is hurt-| have the desire to sell. He must 
ing resale of all makes, want to sell so much that he 
“At the same time it puts an/prefers it to any other type of 
extra burden on the salesman to|employment. And he must always 
continue to carry the quality story | have a sincere interest in the cus- 
to the buyer. A good salesman | tomer’s needs and _ purchasing 
always promotes the advantages of | potential. 
vroduct and dealership and tries to| _A good salesman should, early in 
tteer the customer away from/|his carrer, establish certain aims 


a good | 
of merchandising reflects on the| salesman must first and foremost | 


and set definite goals, 
believes, 


Corrigan 


“This is where too many sales- | 


men bog down,” he said. “They 
| are apt to be satisfied with earn- 
| ing $400 or $500 a month, in- 
| stead of pushing to increase 
personal sales volume upward 


| from year to year.” 


He is not talking from theory | 


|on this point. He knows a sales 
| goal will pay off from his own 
| experience. 
| years he has been selling Cadillacs 
| at Capital (four years out for mili- 
|tary service) he has more than 
| tripled his prewar yearly earnings. 

Corrigan said regretfully that 
this couldn’t happen at all dealer- 
ships. “Some _ dealers,” 


ducers really make a good living. 

“But our president, Elwyn Tom- 
linson, is just the opposite. He per- 
sonally checks the sales record of 
every man. He talks with each 
one, encourages him to try to up 
his sales volume and gives him 
some good advice on how to do it. 





In the more than 20| 


he said, | 
“seem to hate to see their pro-| 





| Average lowa Farmer 
| Likes Low-Priced Car 


| AMES, Ia.—The average Iowa 
| farmer drives a car in the low- 
| priced field and 76 percent of 
| the vehicles are three or more 
| years old, according to a study 
by sociologists at Iowa State 
| College. 
They polled farmers in Story 
County, said to be an “average” 
| Iowa county. The survey dis- 
| closed that 62 percent of the 
farmers drive low-priced cars, 
that 44 percent are three to six 
years old and that 32 percent are 
more than seven years old. 





Tomlinson was once an outstand- 
|ing retail salesman himself, in 
| Atlanta, prior to assuming the 
Cadillac dealership.” 

According to Corrigan, selling 
is merely a “passing show” with 
too many companies and sales 
representatives. “With us in 


Cadillac it is a career with qual- 
ity, safety, comfort and protec- 
tion of the customer’s investment 
the keynotes,” he said. 

Corrigan said he firmly believes 
in the “old saw” that sales suc- 





Not one of Chicago’s four daily papers reaches even half the 


people in this bustling city. It takes at least two papers to 


carry your message to a majority of Chicagoans — and one 


of those papers must be the Sun-Times. 


If your best customers are women under 35, your best 


newspaper buy is a two-paper buy based on the Sun-Times 


... because the Sun-Times is read by more young women 


(under 35) than any of the other papers. 








211 W. WACKER DR., CHICAGO «+ 


THE NEWSPAPER OF THE NEW CHICAGO 


250 PARK AVE., NEW YORK 








cess is “5 percent inspiration and 
95 percent perspiration.” 

However, he concedes that the 
salesman with sparkling personal 
ity and personal magnetism has q 
possible 10 percent edge over other 
salesmen of the same age, with 
similar backgrounds of education, 
health and experience, 

“Warmth responds to warmth,” 
Corrigan said. “If a salesman ig 
enthusiastic about product and 
dealer, he is bound to instill con- 
fidence in the customer, 

Corrigan said that a good sales- 
man should learn something every 
day not only from sales, but from 
deals he has lost. If he doesn't 
analyze the failures to see why he 
lost and gain knowledge that will 
be useful in his next sale, he ig 
“anesthetizing” his own future as a 
salesman, he said. 

Corrigan also believes a good 
salesman must go on the assump- 
tion that any prospect who enters 
the showroom — no matter how 
he may look — can afford to buy 
the product or he wouldn't be there 
in the first place. 


If it turns out that the pros- 
pect cannot buy the product now 
for financial reasons, he may be 
a good prospect later if he has 
been approached promptly and 
courteously and given the prod- 
uct story. 

A good salesman learns through 
experience, intuition, and discern- 
ment how to vary his selling tech- 
niques to fit the personality of the 
customer, he said. 

“A good salesman very quickly 
learns the desires of his customer 
concerning size, styling, color, etc. 
then directs the customer's atten- 
tion to the one model he thinks 
best fulfills the customer’s require- 
ments. He does not show him 
every model and color combination 
in stock, as this tends to confuse 
the customer. It is just as bad 
to insist on overselling as it is 
underselling,” Corrigan said. 

When and how to close the deal 
is a problem that stumps many 
selling men. Corrigan believes this 
ability is the “greatest intangible 
knack to acquire” and comes only 
with experience. 

Summing up, Corrigan said the 
qualities making up a good sales- 
man are these. He must love 
the business. He must believe 
100 percent in product and com- 
pany. He must like people and be 
able to get along with all types 
from all walks of life. He must 
believe in himself and have ut- 
most confidence in his own capa- 
bilities. 

With these assets and full appli- 
cation of talents, productivity is 
unlimited, said Corrigan. 


Pittsburgh Mayor 
Calls Family Car 


‘Death Instrument’ 


PITTSBURGH. Pittsburgh’s 
Mayor David Lawrence, in speak- 
ing on the city’s coming traffic 
crisis, commented that “it is a 
great tragedy that we are making 
our family car an instrument of 
death and destruction.” 

“The family car is our principal 
instrument of convenience and 
pleasure,” he said. “It has become 
the symbol of American living. We 
are making our cars more beauti- 
ful, more comfortable and more 
powerful every year too 
powerful.” 

Mayor Lawrence said that for 
many years Pittsburgh made 
“dramatic progress” in traffic 
safety. “We cut our traffic deaths 
from a high of 198 to a low of 50.” 

However, he added, Pittsburgh is 
no longer reducing the figure. He 
called on the drivers in the city 
to “break through this barrier of 
death.” 


Ford, Chevrolet Dealers 


Sell Units to Evanston 


EVANSTON. — Courtesy Motor 
Sales, (Ford), Chicago, headed by 
Jim Moran, was the successful bid- 
der and will provide the City of 
Evanston with 19 new cars and 
three station wagons. Nine of the 
cars will be used by the police de- 
partment. 

Humphrey Chevrolet will supply 
the city with six pick-up trucks. 
The City Council approved the pur- 
chases, which will cost $29,600 after 
tradein allowances. 
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THE BEST DEALERS SELECT THE BEST 


efficiency ... positive air-power actuation plus automatic 
retraction helps men do faster, neater, better work. 


styling... clean, functional design commands customer con- 
fidence .. . transforms any lube room into a “‘service showcase.” 


dependability ... maintenance is the lowest ever recorded 


for similar equipment... installation is simple and easy. 


When you are ready to make your lubritorium a proven “Invitation 
to New Business,” contact your Lincoln Sales and Service Whole- 
saler. He will consider it a privilege to serve you. 


*Registered Trade Name 


-..Says President A. P. WAGNER 
WAGNER OLDSMOBILE, INC., DETROIT, MICHIGAN 


**Customers are enthusiastic about our Lincoln-equipped 
lubrication department ...and this reaction seems to 
inspire our servicemen to more conscientious work.” 


Engineers and Manufacturers 


AUTOMATIC LUBRICATING EQUIPMENT 








Teamwork and Experience— 
These four are the key management men at Edwards Motor Co. (Chrysler-Dodge- 
Plymouth), Milwaukee. Left to right are Fred Kegel, sales vice-president; George 
Lindblom, chairman of the board, Thomas A. Rogers, president, and John Madden, 
vice-president. Madden was co-author of the first manual written for Dodge trucks. 
Rogers credits success of the firm to “teamwork, experience and enthusiasm.” 
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‘seas | Edwards Shuns Gimmicks, Sells 4,200... 





Honesty, Employe Plan Pay Off 


MILWAUKEE. — A sales phi- 
losophy embodying “tremendous 
honesty” and guaranteed employ- 
ment and a pension plan for em- 
ployes who have been with the firm 
for five years are credited with the 
success of Edwards Motor Co. 


oped a tremendous reputation for 
honesty over the years. Today,” said 
Kegel, “when people are hungry 
for an honest approach to auto sell- 
ing, Mr. Edwards policies have re- 
sulted in volume sales and wonder- 





Edwards. 
Thomas A. ~ 


added Rogers. 


“We attribute our success to Mr. 
Edwards,” said Fred Kegel, sales 
vice-president, who started as a| 
salesman with Edwards in 1933. ; 

“He would never equivocate with| Bauer’s a year ago. 
the truth and the dealership devel-| 





“Our laltonal System 
saves us *11,000 a year... 


pays for itself every 12 months! ” —Lewis F. Brown, Inc., Detr, Mich 


“In 1953 and 1954 we sold more new 
Fords than any other Ford dealer 
in the United States,” writes Mr. 
Norman Smith, Business Manager. 
*It would have been impossible to 
handle that volume without our Na- 
tional Accounting Machines, which 
enable us to maintain a daily operat- 
ing control with sales and expenses 
up to date all during the month. 
“The beauty of our National Sys- 
tem is that all work is proved daily 
and in balance without any addi- 
tional effort. Statistics are accumu- 


lated as a by-product of the ma- 
chines’ posting operation, giving us 
a record of repair and parts orders, 
new cars, trades and cars financed. 

“We get predetermined totals of 
cash and charge sales from our Na- 
tional Cash Registers. These figures 
are proven on our ‘Class 31’ and 
‘Class 2000’ Accounting Machines, 
thus giving us positive control over 
cash, accounts receivable, contracts 
and cash sales. 

“In salaries alone, our National 
System saves us $11,000 a year, the 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES IN 94 COUNTRIES 


(Chrysler-Dodge-Plymouth) here. 
The principles of the founder, 
Frank J. Edwards, who started 
the firm in 1914 and died last 
December, are very much alive at 


ogers, president, in- 
sists that the firm’s policy of fair- 
ness and conservatism be followed.| and checks and outran a bank 
“I refuse to use ‘would-you-takes’| courier to escape. 
and other gimmicks,” he said. 

“I won't use closers and I won't 
tolerate pressure. I require honest 
and legitimate customer relations,” 





Dealer’s Bank Courier 
Robbed of $13,000 


CINCINNATI. — In a daring, 
mid-morning robbery a young 
bandit seized a bundle contain- 
ing approximately $13,000 in cash 


Edward Koeninger, 62, a sales- 
man for Lou Bauer, Inc., Cin- 
cinnati Ford dealer, was slugged 
behind the right ear and pushed 
to the sidewalk by an assailant 
who looked familiar to him. 
Keoninger said the thief re- 
sembled a man employed at 











IN THE GENERAL OFFice, the cost of two to 
three full-time employees is eliminated with 
the efficiency of a 100% National System. 


- si Tet E- Ue 


Lewis F. BROWN, owner, tells how a National 
System helped him sell more new Fords than 
any other Ford dealer in 1953 and 1954. 


THis company’s month-end closing is 
accomplished in three working days on 
these modern National Accounting Machines, 


cost of two or three office workers. 

It’s an excellent investment that pays 

for itself every 12 months!” 
Nationals can save you money, too, 

soon repay initial cost and continue 

to earn extra dividends. Your nearby 

ae representative can show you 

ow. 





ful customer relations for us.” 

Employe relations are good, too, 
with the more than 250 workers at 

Edwards benefiting from the 
firm’s policies. 

After an employe has been with 
Edwards five years he receives an 
Individual Employment Contract 
which guarantees 52 weeks of work 
a year at a guaranteed salary. 

Also there is a pension trust fund 
which now has a value of more 
than $800,000. For instance, if a 
mechanic with 20 years service was 
to leave the dealership today, he 
would receive a fund check for 
more than $18,000. 

These principles and policies 
bring what Rogers describes as 
“teamwork, experience and en- 
thusiasm” to bear on the problems 
of modern automobile merchandis- 
ing. 

What do they mean? Last 
year, Edwards moved 4,200 new 
and used cars and this year, with 

some dealers complaining of a 
sales pinch, Edwards is looking 
forward to a higher profit year 
than in 1955. 

This, Dodge said, was the second 
highest number in the country and 
was a market penetration of 4.8. 
Edwards, Dodge said, outregistered 
| Mercury by 85 units, Pontiac by 
35 units and, to date, has out- 
registered Mercury by more than 
190 cars. And truck sales at Ed- 
| wards are rising, too, Dodge said. 

Rogers credits a healthy outlook 
| on financing as a boon to Edwards 
| yearly profit picture. “We do our 
| own financing—at 4.75 percent—and 
won't take balloon notes or short 
down payments,” said Rogers. 
| “Our cars are priced fairly and 
| We make a legitimate deal at that 
| price only,” said Rogers. 
| The service department, under 
Anthony Lazecheck, also turns in a 
healthy profit running close to 200 
cars through its production line 
each day. Perhaps the heart of the 
dealership, the sales pulse, can be 
| best seen in the experienced Ed- 
wards sales staff. 

“We spend upwards of $123,000 
| @ year in advertising,” said 
| Rogers. “We spend it because it 

brings results and we think it is 
the dealer’s responsibility to bring 
customers in. But our salesmen 
have to sell. It costs us $20 for 
every customer that comes in and 
we aren’t going to waste that. 

“We insist that every customer be 
met at the door. We insist that our 
salesmen do a top selling job and 
that means using demos. We don’t 
want fast appraisals. We want a 
good legitimate deal,” said Kegel. 

Kegel holds two sales meetings a 

week. The Wednesday meeting is 
general in nature, full of informa- 
tion on the new-car market in Mil- 
waukee. A truck meeting is held 
Friday. At this meeting—the sales- 
men are given a list of not less 
than 20 prospects, each salesman 
must make a written report of his 
prospect-contacts. With 30 sales- 
men, this accounts for 600 contacts 
a week, not counting telephone calls 
and other contact work. 

The meetings, too, have paid off. 
New and used-car sales leave little 
to be desired at Edwards and truck 
sales, to date, have more than 
tripled last year’s figure, said 
Dodge. 

Among top Edwards salesmen 
are John Denkinger, Al Kitzerow, 
Connie Hale, Bill Zauner and 
Frank Urbanski. Denkinger 
earned $1,600 in commissions last 
month, “It is easy for a hard- 
working salesman to make from 
$12,000 to $15,000 a year here,” 
says Kegel, “and we love to see 
them do it.” 

Kegel claims that Edwards’ big 
volume advertising helps the sales- 
man, “for other than obvious rea- 
sons. That’s because we don’t run 
an ad until the car advertised is on 
the floor. The price in the ad is 
the price on the car when the cus- 
tomer comes in, we have the cars 
advertised ready to go. When the 
customer comes in, there is no delay 
and our salesmen can concentrate 
on selling.” 

Kegel, like Rogers, is proud that 
his sales force has no closers. “A 
man has no right to the title ‘sales- 
man’ if he can’t close his own deal,” 
he said. Kegel is also proud of the 
fact that in four recent sales con- 
tests at the dealership four differ- 
ent salesmen have won. 
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THROUGH INVESTIGATION 


...and always in the public interest 


George Thiem wouldn't let go! He's 
the Pulitzer Prize winning reporter who 
is the eyes and ears of the Chicago Daily 
News in the State Capitol at Springfield. 


He's the nose, too, because he was the 
first to sniff one of the most odorifer- 


ous scandals ever uncovered in a state 





government . . . the massive misappro- 
priation of more than $1,500,000 of public funds in the office of State 
Auditor Orville E. Hodge. 


Thiem started digging. But he was met with pious denials, blind alleys, 





concealed records, and Hodge's own blustering defense: “It's purely 
politics.” It was politics, all right, but far from pure. 


Finally on July 6, 1956, while other papers continued to dodge the fall- 
out. the explosive proof was frontpaged by the News. Then, the other 
Chicago newspapers had to come out with the grim facts. 


The Hodge case became news of national importance and the individual 


journalistic feat of the Daily News became big news from coast to coast. 


Trapped by the ensuing investigation, Hodge admitted thefts on 276 
counts, pleaded guilty and has been sent fo jail. 


In the Hodge investigation, as in many others, action by the Chicago 
Daily News rendered forthright and faithful service to the public. 


Advertisers in the News get action, foo, because 


THE -CHICAGO DAILY NEWS HITS HOME 





Borchers Wins Ford Award— 


AUTOMOTIVE NEWS, SEPTEMBER 10, 1956_ 


Lawsuits Affecting Dealers . . . 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

ECENTLY I attended a conven- 
tion of automobile dealers. This | 
legal problem was presented: “Is a 
contract valid and enforceable that 
will actually prevent a corporation | 
official or employe 
from taking em- 
ployment with a 

competitor? 
“Our corpora- 
tion has in the 
past expended 
considerable time, 
effort and money 
in training a raw 
employe to a point 
where he can ren- 
der valuable serv- 


|ices to our cor- L, T. Parker 
poration and then he takes a job 


Borchers Ford Co., Dayton, O., a father-and-son enterprise, has won its eighth| with a competitor. We want some 


consecutive Ford Four Letter Award. The firm was founded in 1903 by Ben J. Borchers 
sr., seated with nis wife, os a carriage business. Today the firm is operated by Bor- 
chers, who is president, and his four sons shown above. The sons, from left, are 
Dave, director; Robert, sales manager; Ben jr., vice-president and general manager; 


and Edward, secretary. 


protection against this unapprecia- 
tive practice of certain employes.” 

The answer is: Yes, such a con- 
tract is valid in a majority of 
states. 


This car has 35 pounds of sales appeal 


If you aren’t selling the 35 pounds of aluminum in the average 
1956 car, it’s a cinch your competitors are. One car uses 190 


pounds_of aluminum. 


Virtually every car maker uses aluminum for trim .. . and that’s 
where it makes its biggest sales impression. Point it out to your 
prospects. Tell them it can’t rust, corrode, peel, blister . . . because 


it’s solid aluminum through and through. 


Tell them it will stay new looking and lustrous for the life of 
the car with only occasional washing with clear water. Stubborn 
film can be removed with mild soap and warm water. There’s no 
scrubbing or hard work needed. No abrasives, chemicals or 


harsh detergents. 


Alcoa does not make automotive trim, but Alcoa® Aluminum is 
widely used in today’s cars. Be sure to tell your customers more 
about its advantages and how to care for it. Aluminum Company 


of America, 2192-J Alcoa Building, Pittsburgh 19, Pa. 


For example, in Phillips v. Seiber- 
ling, 278 S. W. (2d) 294, testimony 
showed that the president and man- 
ager of a tire and automobile acces- 
sory sales company signed a con- 
tract with one Seiberling by the 
terms of which Phillips agreed not 
to engage in the competitive busi- 
ness of selling or dealing in auto- 
mobile accessories, tires and tubes 
“within a radius of 100 miles” of 


the city, for a period of five years. 
| * t * 


| Restrictive Pacts Upheld 


SUBSEQUENT litigation, the 
higher court ordered Phillips to 


| discontinue his employment with a 
| competitor and said: 


“There can be no doubt that the 
main purpose of the restrictive cov- 
enant was to guard against com- 
petition by appellant (Phillips). He 
was an expert tire salesman. We 
think the language of the covenant, 
viewed in the light of the surround- 


|ing circumstances is not ambigu- 


ous.” 
For comparison, see Martin v. 


Hawley, 50 S. W. (2d) 1105, Here 
it was shown that an automobile 
accessory and tire salesman 
signed an employment contract 
not to take employment for six 
months with a competitor in the 
same territory. 

In holding that the salesman 
could not take competitive employ- 
ment with a competitor for this 
period the higher court said: 

“Construing the contract in the 
light of the surroundings of the 
parties the conclusion seems to us 
inescapable that the mutual pur- 
pose and intent was that appellee 
(employe) should not work that 
particular territory for the brief six 
months’ time specified for a rival 
business of the same kind. As men 
bind themselves, so must they stand 
bound.” 

Therefore, it is well settled law in 

}a@ majority of states that if the 
nature of the employment of an 
employe is such as will bring him 
in personal contact with the cus- 
tomers of his present employer, the 
| court will hold in favor of the em- 
ployer and restrain the employe 
from breaching a contract not to 
engage in a competing business. 
* 


Courts Uphold Fair Trade 


In Colorado, New Mexico 

Courts in New Mexico and Colo- 
rado, have upheld constitutionality 
of fair trade laws, according to the 
Bureau of Education on Fair Trade. 

The Colorado decision takes a 
view directly opposed to an earlier 
adverse decision by another Colo- 
rado court whose ruling has been 
appealed to that state’s supreme 
court, the Bureau noted. The New 
Mexico decision was handed down 
by Judge Robert W. Reidy, Albu- 
querque, in the case of Skaggs 
Drug Center versus General Elec- 
tric Co. and Miles Laboratories, Inc. 
It is understood that Skaggs in- 
tends to appeal to the state supreme 
court. * * * 


Oregon Sales Tax Ruled 


Not Road Fund Levy 

SALEM, Ore.—Sales tax receipts, 
derived from retailers of autcomo- 
biles and parts and accessories, 
need not be allocated to highway 
and park purposes, Attorney Gen- 
eral Robert Y. Thornton has ruled. 

Such a tax is not levied on own- 
ership, operation or use of motor 
vehicles, and therefore the specific 
allocation of funds derived from 
such sources and required by the 
Oregon constitution, is not neces- 
sary with regard to sales tax re- 
ceipts, he said. 


Canadian Growth 
Of Auto Industry 
Told in Booklet 


TORONTO.—More than $300 mil- 
lion has been spent by the Cana- 
dian auto industry on plants and 
equipment since 1947, according to 
the 1956 edition of “Facts and Fig- 
ures of the Automobile Industry.” 
It was published by the Canadian 
Automobile Chamber of Commerce. 

The breakdown shows $218 mil- 
lion spent on new buildings and 
equipment with $89 million going 
for repair and maintenance. 

The booklet’s figures show that 
there is a motor vehicle for every 
3.9 Canadians and a passenger car 
for every 5.3. Total vehicles regis- 
tered in 1955 were 3,953,987 of which 
2,928,566 were passenger cars. 

Sales in 1955 were 386,962, a rec- 
ord, for a 24.6 percent increase over 
1954 and 7.7 percent more than the 
previous record year of 1953. 

Sales and excise taxes on autos 
netted the government $172,189,762, 
a 25 percent increase over 1954. 


$1.5 Million Building 
Planned by Lindburg 

ST. LOUIS. — Lindburg Cadillac 
Co. has purchased a tract at the 
southeast corner of Grand Blvd. 
and Laclede Ave. as a site for @ 
$1,500,000 dealership building. 

Earl Lindburg, vice - president, 
said construction will start within 
a year. It will be a one-story struc- 
ture in contemporary style, with 
70,000 to 75,000 square feet of floor 
space. It will contain a new-car 
showroom, offices, service depart- 
ment and body shop and a show- 
room for used cars. Lindburg also 
serves as distributor for 48 Cadillac 
dealers in Missouri, Illinois and 
Southern Iowa, and the distributer- 
ship office will be moved to the new 
building. 
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makes a world of difference 


-in new-car sales! 


Any car salesman knows a great sales 
talk will fall flat if it falls on deaf ears. 
In the same way, an outstanding ad 
won’t produce if people skim past it. 
The fact is: advertising works hardest 
when it is most welcome. 

This fact alone goes a long way 
toward explaining the unique perform- 
ance of advertisements that appear in 


The Saturday Evening Post. More 
people go out of their way to buy it 
than any other weekly. (See chart, left.) 
They spend more hours with a single 
issue. (Actually, about 3 hours on the 
average.) And they say they pay more 
attention to advertising in the Post. 
(They say they have more confidence 
in it, too!) 

This is one reason why—year after 
year—automotive advertisers pick the 
Post as the No. 1 magazine for selling 
their products. They know their sales 
message will be seen, read, and wel- 
comed by millions when it appears in 
the Post. As a result, they place far 
more pages and dollars of automotive 
advertising in the Post than in any 
other magazine. The Post gets to the 
heart of America. 


America reads the Pos 








ey in the Backsho 
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Buyer Goes Sour on 


Eprror’s Note: Dealers fre- 
quently go to great lengths to 
satisfy the new-car buyer, to 
give him a “good deal,’ only to 
have customer goodwill shattered 
by an indifferent, slipshod serv- 
ice department. As a service to 
dealers, who may have been lax 
in checking the state of customer 
relations in their own backshop, 
AvuTomoTive News recounts a case 
history, to show what can hap- 
pen: 

+ * + 
By Joseph M, Callahan 
Staff Writer 
oo is the biography of a 

“lemon”—a case history cover- | 
ing the first 60 days of a new car | 
purchased by a pair of Detroit | 
newlyweds, who'll be called Mr. and | 
Mrs, Jones, rather than embarrass | 
anyone. 

The car in question started life | 
with more than its share of me- 
chanical defects. But the dealer- | 
ship, instead of ironing out the 












Dozens of smart dealers through- 
out the country have already dis- 
covered this ideal way to keep 
yearly profits evenly distributed. 


You who have the 
to sell. 


ACCEPTED LINE 


Stewart Mobile Homes... 
bought everywhere ... 
one of the very best manufactured to- 


day. A complete line 


merchandising aids that back you up, will 
assure you, as an exclusive Stewart dealer 
in your area, of real sales potential. 


For details, write, 
wire or call today. 


. and with practically no 
increase in personnel or facilities 
..Can now gain extra profits from 
selling STEWART Mobile Homes. 


kinks, made the situation worse 
because its service department 
apparently was unable or unwill- 
ing to correct the defects. 
Another possible factor in the | 
situation is that Jones, an elec- 
tronic technician, felt strongly that | 
any car for which he paid more| 
than $2,000 in this day and age 
should be pretty free from trouble. 
* * * 


HE net result of these three fac- | 
inef- | 


tors—a defective car, an 
fectual dealership and a demanding | 
customer—was that the car spent 
all or part of 21 days of its first 
60 days after purchase in the serv- | 
|ice department. 

For these 21 days of service 
Jones or Mrs. Jones were re- 
quired to make 15 trips to the 
dealership, Included in these 21 
days of service were four days 
required to repair the car after 
it was hit while parked and one 
day for an oil change. Because 
Jones worked six days a week 


proven ability 


seen and 
are accepted as 


of coaches, with 


| 


| 





I don’t depend 
on automobile 
sales alone — 


EASY FINANCING 


Stewart Coaches are recognized by all 
well-known trailer financing firms. 
quirements as to sturdiness, long life, high 
resale value, and backing by a well 
established financially responsible manu- 
facturer, have been fully met. For qual- 
ified dealers, we can arrange financing. 


promised, Everything appeared to 
|be fine, with the Joneses turning 
over their car and signing finance 
papers for $1,760 for the new car. 

Two hours later>the engine 
began heating up. The outside tem- 


a Lemon 


and went to school five nights, 


Mrs. Jones had to do most of the station attendant said the over- 


heating was caused by “slow | 


negotiating. | driving, a tight engine and the hot | 
During the first 60 days the| weather.” 
| Joneses made 47 complaints, a good | - 2. = 


many of them about items which 
had been reported previously but | 


never corrected. blade missing. She drove to the 
This case history shows how the| dealership and a service salesman | 
relationship between a customer| upbraided a mechanic in front of | 
and a dealer can slowly deteriorate | her. A loose brake pedal was also| 
until the customer becomes a bitter | repaired. 
enemy of the company and vice} Mrs. Jones was backing out 
versa. oe ae | of the shop when the accelerator 
| suddenly stuck and the car al- 
4 grow Joneses bought the new car| most ran down the assistant sales 
because their old 1952 model de-| man ager who was passing 
| veloped a cracked block and they | through. She waited two hours 


UNE 16—Rain fell. Mrs. Jones 
found the_ windshield-wiper 





didn’t want to repair it. | until the accelerator was fixed. 
After several days of shopping, |, There was no charge. 

the Joneses decided to buy from June 17 — A student driver 

this dealership because it was in | crashed into Jones’ car, which was 


their neighborhood and because 
this dealer offered them the best 
deal, 

The saga of the “lemon” follows: 
June 14—The car was ready as 


parked. 

June 18—The car was driven to 
the dealership for repairs, esti- 
mated at $175. The car was prom- 
ised in two days. The student driver | 





“There’s no slack season for me!” 





VAST MARKET 


Nearly two million Americans are residents 
of mobile homes. In 1955, approximately 
96,000 coaches were sold at a retail 


sales figure of nearly $400,000,000. 
Why don't you share in this great market? 
Be a franchised Stewart dealer and cash 
in on plus profits month after month. 





STEWART COACH INDUSTRIES, INC. 


Department AN e 


Bristol, Indiana 





perature was 90 degrees and a gas | 


Prenco Signs License 
With British Foundry 


HAZEL PARK, Mich. — Prenco 
Products, Inc., here, will produce 
Harmark foundry products in this 
country, according to John W. 
| Brophy, general manager. 

Exclusive license to manufacture 
the Harmark line in the U. S. was 
| granted by Harborough Construc- 
tion Co., Ltd., Market Harborough, 
| England. Harborough is a British 
producer of binders, dressings and 
| adhesives for use with carbon di- 
oxide hardening process for foundry 
cores and molds. 





admitted guilt and requested the 
Joneses to get another estimate. 
This was obligingly supplied by 
the appraiser of the Joneses’ 
dealership, who got an estimate for 
| $205 from another dealership in 
| the next block. 

| June 20—The car was ready as 
| promised, but Mrs. Jones noted 
|that the door overlapped the new 
|front fender when it was opened, 
that some of the paint had a dull 
finish and that the left window 
| rattled. When these items were 
pointed out to the service salesman, 
|he said, “Why don’t you let those 
|things go until you have your 
1,000-mile check?” Mrs. Jones 


| agreed. 
| * * * 


| JUNE 21—After talking with her 
| husband, Mrs. Jones decided not 
|to wait another 900 miles for these 
repairs. She returned to the dealer- 
ship and asked that the work be 
done. 

The service salesman apolo- 
| getically commented: “This is quite 
| an inconvenience for you, isn’t it?” 
Mrs. Jones said she didn’t mind, 
although she really did. 

Mrs, Jones returned for car in 
the evening and it wasn’t ready. 
The service salesman on duty said 
the other service salesman did not 
give him a complete list of the 
car’s defects. 

She declared, “Well, you can 
keep it here until it’s fixed right. 
You people certainly are giving 
me a hard time.” The car was 
promised for the next evening. 
June 22—The salesman who sold 
the car called the next morning to 
apologize for her inconvenience and 
to promise car for that night. She 
picked up the car and received 
more apologies from the salesman. 
“Everything was beautiful,” she 
said. 

June 23-24—The Joneses took a 
160-mile trip, The car performed 
well and gave 20 miles to the gallon. 

June 25—Oil was changed at 380 
miles. The salesman promised a 
| kickback of $16 from the accident. 
|He explained that there was a 20 
percent rebate paid on parts. Mrs. 
Jones offered to give the rebate to 
the people who paid for the repairs 
but he said in that case the dealer- 
ship wouldn't give it to her. 
| * * * 


RS. JONES went back to pick 
up the car after the oil change 
and the accelerator was stuck 
again. The car jockey said, “You 
can’t drive this—your motor is run- 
| ning away on you.” 

He took it back to the shop and 
a mechanic tinkered with it. The 
situation was slightly improved — 
but it was still sticking. 

June 30—It was a warm day 
(temperature: 88 outside) and the 
engine began to boil again. Mrs. 
Jones took the car into the 
dealership and the service sales- 
man said, “You've got to expect 
this. The engine’s still tight. Take 
it out on the highway and break 
it in a little.” 

Mrs. Jones also reported that the 
motor seemed noisy and that it was 
idling too fast. A mechanic said the 
tappets needed adjusting. A co- 
worker of Jones heard about 4 
good deal given by Jones’ dealer, 
and the co-worker purchased a new 
car from the same dealer. 

July 30—Mrs. Jones left the car 
at the dealership because acceler- 
ator was still sticking, the motor 
was stalling and overheating and 
the tappets were still noisy. The 
car had 520 miles. A service sales- 
man indicated the first signs of 
exasperation by driving the car 
away before Mrs. Jones finished 
telling him her troubles. The car 
was put in good shape again by the 
“best mechanic in the place,” Mrs. 
Jones was told. 

July 12—Mrs. Jones took the car 
in and complained about alarming 
noises in the steering column, fast 

(Continued on Page 54, Col. 3) 
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month after month... 


1512 million’ men and women“live by the book” 


...and the book is Better Homes and Gardens 


4,250,000 COPIES EACH MONTH 





**The book’’ works overtime, too: 9,400,000 BH&G 
readers recently referred to one or more back issues from 
4 to 12 months old. Almost 4 million looked at back issue 
ads or articles on home furnishings; more than 2 million 
at ads on homemaking practices or management. 
*15,500,000 people read an average issue of BH&G. One- 
third of the 123,800,000 people in the U.S. 10 years of 
age or older read one or more of every twelve issues. 
That’s 44,150,000 readers of Better Homes and Gardens 
—and over 40% of them are men! Meredith Publishing 
Company, Des Moines 3, Iowa. 


during the year... 


1 2 of America 


reads Better Homes & Gardens ! 


*A 12 Months’ Study of BH&G Readers, Alfred Politz Research, Inc., 1956 














SOME DEALERS HAVE 10072 ABSORPTION FIGURES! 


{National Average is 65°) 


We guarantee to increase your service absorption figures and fill your shop with customer- 
paid labor . . @liminate non-productive and unapplied time . . and increase 
your profits. 

For as little as $70.00 up per month, we can install a complete service production 


program that will do this—or it costs you nothing. We will analyze your problems and 


free your 
free service salesmen of doing 
eliminate duplicate handling 


tell you how to correct them . . . train the entire service personnel . . . 
service manager of details, so that he can think... 
follow-up, so that they can have 8 hours a day to sell .. . 
of cars .. . and get away from single-item repair orders. 

If your monthly service. volume is $7,000 or more, and you do not have a-service desk 
or tower control, write us and hear our story . . . we promise some new slants—without 
obligation, of course. 


Flash-A-Call Service Contro 


2170 South Canalport Avenue 
Dept. AN-127, Chicago 8, Ill. 
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(Continued from Page 52) 
|idling of engine and front wheels 
which needed alignment, A front 
tire was thumping. Everything was 
fixed in 242 hours. 

| “Wonderful service,” 
| Jones. 


* * * 


said Mrs. 


ULY 20—The car was taken in 
for its 1,000-mile check. Among 
|the defects were numerous rattles, 
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|policy guarantee for 
' your car?” 





Runaround in the Backshop .. . 


_ Buyer Goes Sour on a Lemon 





idling trouble and tappet noises. 
Mrs, Jones deliberately made sev- 
eral over-critical remarks in an ef- 
fort to get some action. For ex- 
ample, “I wish I'd bought a 
———_—_——, I wouldn’t be having 
this trouble.” 

July 30 — The car, with 1,288 
miles, still seemed to the Jones 
to be full of defects, and they 
decided that the dealership was 
giving Mrs. Jones the runaround 
because she was a woman. So 
Jones made an appointment with 
the salesman to explain his 
troubles, including the thumping 
tire, which had been switched to 
a back wheel. 


Jones took time off from night | 


school to take the car in, but the 
salesman “stood him up.” No ex- 
cuse, just wasn’t there. He made 
another appointment for Aug, 2. 

Said Mrs. Jones at this time, “I 
hate to take the car in, anymore. 
They just drive the car away — 
hardly listening to what I have to 
say. And they bring it back to me 
the next day without saying any- 
thing.” 

* + * 

UG. 2—Mrs. Jones dropped the 

car at the dealership, with a 
list of 10 defects, including the 
noisy steering column, rattles, 
thumping tire, tire that rubs 
against fender on sharp turns and 
a grinding transmission. 

The service salesman astonished 
Mrs. Jones by indicating real de- 
sire to get the car straightened out 
when he said, “Now, let’s take a 
minute and you explain exactly 


|what’s wrong with each of these 
| items. 


“By the way, has any one ever 
talked to you about our insurance- 
repairs on 


Mrs, Jones replied, “If I have 
to get it serviced here, I don’t 
want anything to do with it. I 
think I deserve a little better 
deal from you people, inasmuch 
as we've sent you another cus- 
tomer and brought in our col- 
lision job.” 

The service salesman _ replied, 
“Oh, we appreciate your busi- 
ness.” 

The car was picked up later and 
everything seemed to be OK again. 
Mrs. Jones learned that her sales- 
man had gone fishing the week 
before and hadn’t been heard from 
since. 
Aug. 4 
dealership and the service salesman 
said, 
thumping, take it over to the tire 


| manufacturer’s office and they'll 
| take care of it.” 


Mrs, Jones did this and was told 
by the tire firm that, under an 
agreement with the manufacturer 
of her car, the dealer is supposed 
to take care of all tire troubles 
during the first 5,000 miles. 


* * + 


UG. 7—Jones returned to the 
dealership and complained 


about the tire situation and a new} 


engine noise — an expensive- 
sounding knock. 

He made an appointment for 
Aug. 10 for Mrs. Jones to take the 
car in. 

Said Mrs. Jones, “I’m getting to 
the point where I don’t care 
whether we get it fixed or not, I 
just hate this business; they give 
me no satisfaction at all.” 

The friend who bought a car 
from Joneses’ dealer asked Mrs. 
Jones to check with the Better 
Business Bureau regarding his own 
troubles. 

The friend said he bought a new 
car while still owing $570 on his 
used car. The jones’ dealer orally 
agreed to pay off his used car and 
have the whole thing refinanced 
when he got the new car. 

Later he was notified by his old 
finance company that the dealer- 
ship had only paid $520 and that 
unless he came up with an addi- 
tional $50 there would be trouble. 
He paid the $50 and then tried to 
get it from the dealership, but was 
unsuccessful. 

* * ~ 


Ave: 8—Jones stopped in to talk 
over the situation with the 
service manager who said, “I just 
can’t understand why you're having 
all this trouble. And I don’t know 
why that service salesman would 


She returned to the| 


“To eliminate that tire} 


tell you to take that tire to the 
tire company. When you bring in 
your car on the 10th with your 
list, see me when you pick it up.” 

Aug. 10—Mrs. Jones left the car 
and a list of troubles at the dealer. 
ship. 

Later in the day a service sales- 
man called to say the car would 
have to remain in the dealership 
over the week-end to replace a 
| camshaft. 
| When Mrs. Jones said they 
needed the car the next day be- 
cause they were in a wedding 
party, the service salesman said, 
“If we don’t get it in now, we 
probably won’t be able to handle 
it for two or three weeks.” 

The conversation ended when the 
| service salesman hung up on Mrs, 
Jones. 

Jones called the service manager 
to complain that the service sales- 
man had been rude to Mrs. Jones. 
The service manager then called 
Mrs. Jones to find out what had 
happened, but she “wasn’t in.” 

* * a 


UG. 13—Jones picked up the car 

after its week-end in the shop. 
To test the car, Jones took the 
service salesman for a ride down a 
bumpy road, revealing rattles in 
the steering column, left rear win- 
dow and trunk. 

He returned to the shop an hour 
later and found all rattles elimi- 
nated—the trunk rattle turned out 
to be a loose jack handle. He had 
to ask the service salesman to 
clean off grease smudges from the 
hood. The tire thump had disap- 
peared. Everything once again 
seemed to be in good shape. The 
Joneses later traced some of the 
rattles to an extra window crank 
and a handful of washers under 
the rear seat. 

Commenting on the first 60 
days of his new car, Jones said, 
“I’m not down on the make of 
car. I might buy one again. 

“But we're really down on that 

|dealer. I'd never buy another car 
|from him, As a matter of fact, 
| we’re through going back to him 
for service regardless of what 
happens.” 


‘Honest Mileage’ 
Is Rigid Policy of 
Retailing Trader 


BALDWIN, Kans. — On the 
theory that it is impossible to make 
a profit in wholesaling cars, Pat 
Beedles, owner of Beedles Motor 
Co., (Ford) makes it a policy to 
retail all his trades. 

Trades that are in need of serv- 
ice or repairs get the required 
work done and used cars are sold 
with a guarantee. The new owner 
is furnished with as much infor- 
mation as possible about the car 
he is purchasing. 
| No speedometers are ever turned 
| back at Beedles and that is part 
|of his rigid policy on used cars. 
When speedometers show the ac- 
tual mileage, it is much easier to 
| explain why certain new parts have 
been added. 

Used-car buyers expect a certain 
amount of wear on high mileage 
cars about which they would com- 
plain if the speedometer showed 
only a few miles, according to 
Beedles. 

Beedles sticks to one-third down, 
| except in unusual cases, and is un- 
enthusiastic about requests for 
| time longer than 24 months, In that 
way, he said, he has kept the buyer 
with a substantial equity in his 
purchase. 

“Buyers who have a cash equity 
in their cars give them better care 
and make better service customers 
as well as repeat buyers,” Beedles 
said. 


40 Years a Ford Dealer 


ST. LOUIS. — Celebrating its 
40th anniversary as a Ford 
dealer, Mendenhall Ford Co. 
noted that three generations of 
customers have passed through 
its doors. In an advertisement, 
the firm said it believes in serv- 
ice — not gimmicks — and thus 
keeps its service department open 
until 1 a.m, daily..: 
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Nationwide Survey Shows. . . 


Dealers Expect Profits 
To Rise in 4th Quarter 


Epiror’s Note: Here are city- | 
by-city reports in a nationwide | 
survey made by Automotive News | 
on dealer expectations for fourth- 
quarter sales. See roundup story 
on Page One. 


Chicago 

Dealers generally are optimistic 
about fourth-quarter sales, profits 
and cleanup. 

But on the cleanup issue, they’ll 
be keeping a sharp eye on the 
competition. This is evidenced by 
dealers who say it will be profitable 
“unless...” 

A Nash dealer said profits 
should be good during the clean- 
up “if some dealers don’t go 
crazy and start giving cars 
away.” 

A Chevrolet dealer wouldn't 
speculate on cleanup profit until 
seeing the picture a little later. A 
Ford dealer said profit at cleanup 
time depends on all dealers, im- 
plying that if some dealers get 
panicky, others may be forced to 
accept less profit. 

A Chrysler-Plymouth dealer said 
more shoppers will be around at 
cleanup time and, in some isolated 
cases, may make it necessary to 
settle for less profit but, in general, 
profit should be satisfactory. 

A Buick dealer predicts a short- 
age of 1956 models and a good 
cleanup, with competition greater 
than in the past. A Cadillac dealer 
expects to be sold out in September. 

Many dealers believe the last 
quarter will be very good. One, by 
eliminating “borderline expenses,” 
including unnecessary help, and 
keeping advertising expense 
under a year ago, expects to keep 
in the black the rest of the year 
and intends to continue this type 
of “budgeting” indefiinitely. 

Another Ford dealer is buying 
cars and expects the last quarter to 
be very good in sales and profits. 
A good quarter is foreseen for 
Lincoln-Mercury. A Chevrolet 
dealer expects the last quarter to 
be about like the rest of the year, 
down a little in sales and profits. A 
Nash dealer predicted a good final 
quarter and added, “Profits are bet- 
ter than they were 30 days ago.” 
Most said there had been little 
change in their relationship with 
the factory. All said they were “get- 
ting along fine” and there are no 
difficulties. 

One dealer (Buick) said condi- 
tions had improved, especially in 
the elimination of bootlegging. He 
asserted the factory was more 
willing to listen to dealer prob- 
lems. 

Another GM dealer saw no 
change in relations, but added, “The 
proposals sound good.” A Ford 
dealer said he hasn’t had any 
trouble with the factory in the past 
and that the same relationship still 
exists —(W. M. McCarty.) 

. * x 


New York 


This has been a year of only fair 
profits for the average dealer. Al- 
though most of them say they are 
in the black, they will not “suffer 
from tax indigestion because of 
high profits in 1956,” as one put it. 

The cleanup appears to be quite 
orderly, with shortages in several 
lines and in certain models of all 
lines, but profits are spotty. Some 
dealers claim average grosses of 
$250 on the washout, while 
others say they are able to sal- 
vage only $50 to $75 per deal. 

One dealer complained that his 
customers tell him his 1956 models 
are “completely obsolete” in view 
of the tremendous 1957 changes 
they expect. 

“They want me to unload the ’56s 
below cost,” he said. “It’s a crazy 
business. Even when I tell them 
the 1957s will be only evolutionary 
and not revolutionary, and higher 
in price, it makes no impression on 
them.” 

Some minor enthusiasm appears 
to be creeping into dealers’ 1957 
thinking, and with new-model time 
approaching some dealers feel that 
their volume and profits may im- 
Prove. 

Contrary to general trends, 
both June and July were fairly 


good months for the majority of 
dealers here, but August nose- 
dived in both gross and volume, 
which makes dealers feel that 
the last quarter will not greatly 
improve their full-year standing. 

Factory relations appear to have 
improved vastly within the last few 
months, One group has reported a 
tremendous amount of pressure on 
them to take trucks, but such pres- 
sure seems to be confined to that 
one line. 

The consensus is that the fac- 
tories are sincerely anxious to im- 
prove relations with their dealers, in 


light of the fact that a new at-| 


mosphere must be created because 
of the recently enacted legislation. 
-(Ed Brown.) 
+ + * 
New Orleans 


Dealer opinion on the sales and 


MO 
NTH TO Dare a8 ee 


tive News he sold five cars in one 
day and grossed $300 or more on 
each. Another retailer in this 
field reported grossing $225 or 


profit outlook for the fourth quar- | 
| ter falls into three classes. 


1. Dealers with early ’57 intro-| 
duction dates believe sales and 
profits will equal the final quarter| more. 
of 1955. Dealers in the medium-price field | 


2. Those with early November | say cleanup prices are falling, but 
introductions say the determining |.244 they can’t go any lower than 
factor will be the number of cars | Precleanup figures. 
they receive in the last two All dealers had high praise for 
months of the year. | the current status of factory-dealer 
| 3. A minority of dealers believe | relations. Not a single voice was 
they will not get the number of | raised against the makers.—(Gor- 
cars they need, This group says | don Hebert.) 
business will be fair, but will not | - Se 
compare with the corresponding Southern California 


periods of 1954 and 1955. ; : 
, : | Automobile dealers in Southern 
All dealers are enthusiastic | California are charging off the first 


oo pve ag cl proche aoa ae | six months of 1956 as a bad experi- 
ence. 


relinquish their franchises have de- tg - 
cided to stay in business because of | General opinion is that profits | 
the changes in the cars they re-| Were nil, and many dealers showed 
present. |losses and accepted some rather| 
The cleanup does not present a| dangerous paper due to low down- 
problem. Some dealers expect a| Payments. Some repossessions have | 
shortage before the new models| been extremely expensive. 
arrive. One dealer with a small in- However, July and August were 
ventory is even buying his make)! better with an average of about | 
from nonfranchised sources and/| $100 more profit on each deal, 
paying $75 above his cost from the! and it is anticipated that the final | 








Some report better profits dur- dealers in the black whose books 





| 
factory. | quarter of 1956 will put many | 


ing the cleanup. One dealer in show red ink at present. | 
the low-priced field told Automo- Cleanups will be about normal | 


March 12 





__ 55 


and dealers actually will make 
more per unit than they did earlier 
this year. 

Factory relations are tremen- 
dously improved, Few complaints 
are heard today, which is a com- 
plete reversal of the situation six 
months ago. 

The whole industry in Southern 
California is in a much healthier 
condition. The main problem today 
seems to be to adjust fixed over- 
head downward to insure profits 
for the next three months.—(Slim 


| Barnard.) 


* * * 


Montgomery, Ala. 


Dealers are optimistic as they 
look toward the fourth quarter. 
Many feel that the changes in the 
1957 models will overcome buyer- 
resistance to price increases. 

The cleanup situation is good. 
Most dealers expect to be sold out 
by introduction day, and those 
who said they may have a few 
56s left are not too concerned 

about it. Cleanup profits were 
tabbed average or better. 

All dealers described factory re- 
lations as good, and some said they 
have been good all along. 

Others noted an “overnight 
change” since passage of the 

(Continued on Page 56, Col. 3) 


Underwood Sundstrand gives you day-by-day control! 


You need up-to-the-minute daily operating statements—and need 
them fast in today’s competitive auto business! The Underwood 
Sundstrand Accounting Machine gives you these day-to-day 
figure facts in minutes. Monthly Financial Statements will be 
ready on the first of the month . . . not days or weeks later. That’s 
because basic information is posted only once . . . All accounts and 
related journals are automatically balanced and automatically 


proved accurate each day. 


automatically . . . instantly, after the last posting for each day. 


Anyone in your office can 


Accounting Machine. It’s simpler than a typewriter . . . only 10 
numeral keys. Let us show you how Underwood Sundstrand is 
geared to your financial record-keeping. Fill in the coupon and 


mail it today! 


UNDERWOOD 


ONE PARK AVENUE, NEW YORK 16, N. Y. 





One Park Avenue, 


Gentlemen: 
me more...and show me a complete 


And all control totals are produced 


operate the Underwood Sundstrand 


Underwood Corporation 


The Underwood Sundstrand Accounting Machine sounds good to me. Tell 


Name...... ae cdcwesdrccvcccccnscensccecadhesecssenees 
COMPORY «oon cccccccccccevcccc sc PRMMCINERs occ cd seceees 
Company Address. ........eeeeeeeeeees Ceeeretesasecand 
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New York 16, N. Y. 


system that's tailored for my franchise. 
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NEW BUMPA-TEL SIGNS 





Petite 40" x 12" 


Regular 40" x 17" 


We are now offering a Bumpa-Tel sign in two sizes, the Petite measuring 40" x 12" 
for those advertisers who do not need as much space as is provided on our regular 


The new Bumpa-Tel Petite is lower and 
it is 


Bumpo-Tel sign which measures 40" x 17”. 
blends into the body lines of most cars producing a very neat appearance. 
offered at the same price. In ordering be sure and state Bumpa-Tel Petite. 


“Mount or Dismount Your Sign in Seconds Without 
Tools, Absolutely No Damage to Car.” 


© Mounted or Dismounted in Seconds* 
® Polished Aluminum Frames ° Sheet Steel Face 
® Sign Legs Telescope into Non-Visible Brackets Mounted 
Behind Bumper Guards 
@ Does Not Interfere with Operation of Trunk Lid 
® After original installation State Make and Model When Ordering. 


Now Offered in Four (4) Options, Unlettered at $14.00, 
Lettered at $18.00, Lettered and Refiectorized at $21.50, 
Lettered on Full Scotchlite Background, the Best Sign for 
Night Use at $26.50. 

. F.0.8., MOUNDS, ILLINOIS 


2% Discount For Check In Full With Order. 


The above signs were designed to fit one particular make and model car. 
Please give make and model when ordering. 


We now offer a Universal Sign which will fit and 
interchange on all cars "52 and later and 95°% of 
older models. Available in any of above options at 
$7.50 additional. 


We will accept telephone calls collect on orders 
for five or more signs. 


WARREN HASTINGS MOTOR COMPANY, INC. 
202 NORTH FRONT STREET MOUNDS, ILLINOIS 
DEPT. 102 SHedy Lane 5-9415 


advertised in 
SAT. EVENING POST 
and COLLIER’S 





“My new Inland equipment and the wonderful job it does has 
attracted lots of customers. In 3 months my volume grew until it hit 
$3,969.40 in a single month !” says Bob Neyland. 


$8,000, $10,000, $15,000 a year is common! “After 3 months we are doing $850 
per mo. in radiator work and increasing all the time’ —Robbins Motor Co., Mar- 
low, Okla. “Now going at rate of $18,000 a year,” says Clough, Storm Lake, Ia. 
Many others doing as well! 

20,000,000 Radiators Need Servicing Yearly! Most 2- -year-old radiators are 
partly plugged. Inland national advertising warns of danger in neglecting radia- 
tors...urges seeking nearest Inland-equipped shop. 


Inland, world’s largest radiator servicing equipment manufacturer, offers the com- 
plete package—equipment, training, merchandising and “Pays-For-Itself” pur- 


chase plan. 
You buy direct from factory—SAVE $$$! No salesmen, dealers, 


EASY TO OWN! jobbers. Besides, the equipment actually pays for itself ‘after you 


make one small down payment ! 


TRAINING Complete factory school trains you or your man quickly. Clean- 
SCHOOL ing, repairing, recoring, pricing, merchandising—everything ! 

Hundreds of graduates now are expert radiator repairmen. 

says Barber Motor Co., Pittston, Pa., and many others. It’s 


INLAND MFG. CO. 1108 Jackson St., 


Dept. AN-9 Omaha 2, Nebr. 


‘SOLD EXCLUSIVELY BY MAIL” 
ype oe a Me wen BE UR ER am me Le a SS OE me eats 
INLAND MFG. CO., Dept. AN-9 
1108 Jackson St., Omaha 2, Nebr. £ 


Please send new free book, “‘Biveprint for Profits’. 


“Your training was excellent !"’ 
FREE to Inland customers. 










CLIP AND 
MAIL TODAY! 








ated adenine tiernmmraeatt 
New free 48-page (PLEASE PRINT) ' 
book, ‘‘Blueprint i 

ia mae ADORE: 

for Profits,’” gives i 
details on methods, i i cintiaicensncticsiiniaitiennimsctitninstinacorsiaemsiteina iain ncicsicaiieabicmaseniats 
equipment, Inland cea aaa er attain 4 
Pays-for-Itself pur- Cait betes wii 
chase plan. Are you now operating a radiator shop 0 Yes (J Ne i 





Dealers Optimistic 
On 4th Quarter 


Nationwide Survey 


Sees Profit Boost 


(Continued from Page 55) 


O'Mahoney bill. — (William R. 
Lynn.) 


x * * 


Salt Lake City 


Dealers in all lines are highly 
optimistic regarding sales, profits 
and cleanup for the final quarter of 
1956. In Interviews with dealers of 
several leading lines there was 
only one doubtful’ note. A Buick 
dealer declared the cleanup was 
“not too good,” but at the same 
time agreed that “it was better 
than for some years.” 

Ford dealers report the outlook 
better than for some time, The 
majority of the dealers say they 
will be out of 1956 models by the 
time the ’57s arrive. Some are al- 
ready out. Factory relations are 
better than for some years. 

CuevroLteT dealers say that the 
outlook for sales and profits is 
“pretty good.” They expect profits 
to be ahead of those for the same 
period last year. The cleanup is 
“about normal.” As for factory re- 
lations, dealers say they always 
have been good and there never 
has been any real difficulty. 

Buick sales and profits for the 
final quarter appear to be getting 
stronger. The cleanup was called 
“not too good,” although it is easier 
than in some other years. Current 
factory relations show improve- 
ment. 

Curysier dealers report the year 
will end up more profitable than 
was the first part. Customers ap- 
pear to believe they are getting 
more for their money, dealers say, 
and there is no cleanup problem 
because of the long dry spell when 
there were no new models to be 
had. 

Nash reports the outlook for 
the final quarter seems to be 
“pretty good.” One dealer says 
“better than usual.” The cleanup 
is reasonably good, they say, add- 
ing that at least the dealers “will 
not be hurt.” Factory relations 
were called much better. 

OupsmosiLe dealers agree that the 
year should finish very well. One 
dealer thinks it can be better still 
if “the dealers will get their sanity 
back.” The cleanup should be brisk 
with fairly good profits. Factory re- 
lations are “very good.”—(Mabel 


Harmer.) 
> 


* * 
Portland, Ore. 

Portland automobile dealers, for 
the most part, feel they still are 
“paying for the sins of the manu- 
facturers,” in that too many cars 
were built in 1955, with dealers 
being pressured into selling them 
to potential 1956 buyers on a non- 
profit basis. 

Profitwise, 1956 has been a dis- 
appointing year, the dealers aver, 
with most feeling that this “disap- 
pointment will continue through 
Dec, 31.” Some firms report they 
have been in the red every month 
this year, and blame factory 
policies for this situation. 

“If we make any profit this year, 
it will have to come on the 1957 
models in the last few weeks of the 
year,” some dealers commented. 

The cleanup situation is mixed. 
Dealers handling the more-popular 
makes already are getting low on 
inventory, with less than a 10-day 
supply, whereas other dealers are 
working diligently to avert a clean- 
up problem. But regardless of in- 
ventory, the contention that there 
is little or no profit is universal. 

However, the overall new-car- 
dealer situation has been helped by 
the sudden increase in demand for 
clean, late-model used cars. This 
change was brought about by the 
steel strike and also by a growing 
sentiment that the better bargains 
are to be had in good used cars, 
rather than in cut-price new mer- 
chandise. 

Many. potential buyers also are 
being kept out of the market by 
the high new-car prices, Dealers 
are fearful as to what predicted 

higher prices on 1957 models will 
do to their business. 

A rather cynical attitude is held 


a toward the so-called improved 


dealer-factory relations. Some 
(Continued on Page 57, Col. 1) 
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NEW CAR DEALERS—OWENS FRANCHISE AVAILABLE! 


NEW CARS 
NEW BOATS 


Many of the people who buy your cars, also 
buy our boats. Since you have the contacts 
(and selling boats will not interfere with 
selling cars!), why not get your share of 
this profitable, traffic-producing business? 
It’s a big new market—if you can qualify! 


With minimum capital and time investment, and the 
very same facilities you already possess, you can be- 
come an Owens direct-factory boat dealer. We manu- 
facture on our assembly line a complete, nationally- 
famous line of quality boats—models are 14, 16, 19, 22, 
27, 31 and 35, starting with a $345 outboard on up to 
the luxurious 35-foot cruiser. 


You may qualify. Preferred areas are still open to 
quality dealerships. For information, please write to: 


Owens Yacht Co., Inc., 105 Stansbury Rd., Baltimore 22, Md. 


The One-Two 
Punch for "56-'57 











Fast-Selling Safety “Extra”... 


Houser’s SAFETY DOOR LOCK 


100% EFFECTIVE — keeps 
children safe while riding 
in rear seat! zy 







‘per pair 
2 s 
ee Cash in on growing demand for safety! _Fit all Popular 
. DISPLAY Clever HOUSER Safety Door Locks re- 
CARD place rear door handles, prevent open- Ask 
ing from inside. Just SNAP them on in iabis an 
minutes. MONEY -BACK GUARANTEE! Order Direct: 


HOUSER Crh 


INC. Indiana 


ENGINEERING & MFG., 





~ 
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Expect Sales, Profits to Rise. . . 
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Dealers See Good 4th Quarter 


(Continued from Page 56) 


dealers refer to the Senate inves- 
tigations as a “dress parade,” de- 
ciaring that while the factory field 
men no longer “pressure them,” 
that “they are still interested in 
percentage of price class.” 

One dealer said, “we haven't seen 
anything to prove they are con- 
cerned with our profits. They are 
still preaching the philosophy that 
we can make money by selling 
more cars on a smaller margin of 
profit.” Another dealer is convinced 
“the factories would have turned on 
a lot more heat in 1956, had it not 
been for the Senate hearings.” 

The opinion is quite prevalent 
among Portland dealers that the 
factories are not sincere in their 
current factory-dealer relations 
programs. 

They look askance at predictions 
that 1957 will jump up to a seven- 
million-car year. Some dealers be- 
lieve that in the last analysis “the 


factories have learned their les- 
son,” and aver there will be “no 
repetition of 1955 in 1957.” 


W. Peterson.) 
* * * 


Hartford, Conn. 


Most dealers said prospects for | 


both sales and profits are encourag- 
ing. The cleanup is expected to be 
orderly and all except two dealers 
foresaw profits during the period. 

None of the dealers queried 
voiced complaints on the subject 
of factory-dealer relations. Their 
appraisals ranged from “better” 
to “excellent.” 

A Studebaker-Packard dealer 
said his volume has doubled this 
year and his profit is much im- 
proved. He expects the situation to 
continue and said the biggest prob- 
lem will be not enough 1956 models 
as the cleanup progresses. 

A Chevrolet dealer said profits 
are 25 percent ahead of 1955, and 
a Dodge-Chrysler retailer declared, 
“It has been an excellent year and 
there is no reason to assume it will 
change in the fourth quarter.” 

A Cadillac-Oldsmobile dealer said 
he was in the black although sales 
and profits are trailing 1955. He ex- 
pected cleanup profits to be small, 
but said he would run out of 1956 
models. 

A Ford dealer and a DeSoto- 
Plymouth dealer also said 1956 
has been better than 1955. Both 
predicted the cleanup would be 
rewarding. 

A Lincoln-Mercury dealer said 
the first part of the year was dis- 
couraging, but that inventories are 
balancing out and cleanup pros- 
pects that 1956 will be his best year. 

Less optimistic was a Pontiac 
dealer who hoped for a good 
fourth-quarter, but said, “Profit- 
wise it should be about the same— 
not good.” He added, “Profits can’t 
get worse; they must get better.” 
A Buick dealer said operations 
were worse than last year. “If we 
break even, we'll be fortunate,” he 
said, “So far as the cleanup is con- 
cerned, there will be no net profit.” 


—(Charles Morse.) 
- ” ” 


Northeast Kansas 


Some dealers in the northeast- 
central area of Kansas anticipate 
smaller profits in the final quarter 
of 1956. 

One of the larger dealers said 
fewer cars are expected in October, 
the announcement month, which 
leaves possibly only six weeks avail- 
able for business. Writedowns on 
inventories at the close of the year 
will doubtless wash out most of his 
profits, he said. 

Reports show that apathy of 
buyers is making the cleanup dif- 
ficult. Few good deals are being 
made now. Another dealer said 
his business fell off considerably 
in mid-August. 

He said that when tradeins are 
sold or written down to value, few 
dealers will show profits after Aug. 
1. However, another dealer said his 
business has been good and he ex- 
Pects it to hold. He indicated he 
expects his cleanup to be good, too. 

Most dealers report much- 
improved factory relations. One said 
there has been a complete reversal 
by the wholesale staff. The attitude 
now is cooperative rather than co- 
ercive, he said, and the factory is 
pleading for dealers to show profits. 

Another dealer commented that 


| tem cannot be cured overnight 


with only sedatives. 

Another dealer said that the 
small - profit, large- volume city - 
dealer is keeping small dealers from 
|making reasonable profits by ad- 
| vertising “stripped” prices and un- 
| realistic allowances.— (George M. 
Hunholz.) 





* * * 


Columbus, O. 


Columbus automobile dealers are 
somewhat reluctant to discuss the! 
business situation. 

A Ford dealer said the outlook 
for the fourth quarter is good. Vol- 
ume and profits are down, but still | 
satisfactory, he added. 

The cleanup appears to be 
going well and inventories are | 
not especially high. Profits were 
said to be averaging about the 
same as last year, and factory- | 
dealer relationships were re- 
ported much better. 


| damages to the entire retail sys- | 


are very low on new cars. 

One said, “Cleanup business, 
without assistance from the fac- 
tory, eats up the profit made earlier 
in the year. There has been no 
change in factory relationships. In 
fact, they are a little rougher on 
factory claims.” 

He added that most dealers are 
having a hard time staying in the 
black and that it’s quite possible 
that many will have to write their 
annual reports in red ink, 

A Pontiac dealer said sales and 
profits should be much better in 
the fourth quarter. He added that 
the cleanup is proceeding well, but 
there are no profits. Factory- 
dealer relations are better, he said. 


(Bert Strang.) 
* ¢ * 


San Francisco 
Summing up the on and off-record 


reports of dealers in this area, the} 
year’s business has not been as dis-| 


appointing as we anticipated ear- 





| 


57 


feeling that the remainder of the; tions with his factory. Some said, 


year will be profitable. 

The cleanup is under way and, 
with the used-car market holding 
on what is termed a steady basis, 
the cleanup period will, from pres- 
ent indications, show some profit. 
Certainly no losses are antici- 
pated. 

Chevrolet, Ford and Plymouth 
models are finding a ready market, 
and some of the more aggressive 
outlets are seeking cars in outside 
market areas to keep them sup- 
plied until the 1957 models appear. 
There will be no heavy inventories 
left on hand among the leaders in 
the medium and higher-priced 
brackets. 

Current factory-dealer relations 
are vastly improved. The dealers are 
most pleased with existing condi- 
tions and hope that there will be no 
break when the coming year’s mar- 
keting programs are issued.—(Leon 
J, Pinkson.) 


* * * 


Dallas 


Most dealers queried reported that 
the fourth quarter would be rosier 
than the first half, and all but one 


expected an orderly cleanup of 1956] 


models. 





' 


Most Dodge dealers report they! lier. There seems to be a general| No dealer reported worse rela-| 





(Ernest 





James Rope, 


Rocco Motor Sales, Tuckahoe, N. Y., 
saw it and made a muffler sale! 


Enroll your lubrication men in Socony Mobil’s lubri- 
cation training program. Experienced salesmen will 
teach them how to point out the need for parts and 
services to your customers. Qualified instructors will 
show them proper lubrication and inspection tech- 


niques, with emphasis 


on the make of car you sell. 


They’ll learn on the job . . . be more valuable to you in 
increasing your service absorption ratio. 


e@ America’s Favorites—Mobilgas and Mobiloil 


ONLY SOCONY MOBIL 


OFFERS ALL THREE! 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 


Here’s another example of how 
Socony Mobil’s lubrication 
training program pays off. It 
taught Jim to look for worn or 
damaged parts... to point out 
the need to the customer. In this 
case, he replaced a defective 
muffler . . . made the customer 
happy . . . increased absorption 
ratio for Rocco Motor Sales! 


@ World’s Greatest Lubrication Experience 


@ Exclusive “On-the-Job” Training 


“No apparent trouble,” and others 
called relations “better” to “much 
improved.” 

Here are some of the sales and 
profits forecasts: “We'll do much 
better than in the third quarter— 
at least we’ll do as much as we 
can handle.” 

“Sales and profits will be good or, 
rather, better than they have been.” 

“Sales will be the same as the 
rest of the year, but profits will be 
less.” 

“The situation may get worse. 
There won’t be much profit.” 

“Profit per unit will be better dur- 
ing the remainder of the year.” 

“I am pleased with both sales and 
profits. I anticipate they will be 
better.” 

Reports of price hikes on the 1957 
models are a primary reason why 
dealers see a good cleanup. One 
dealer remarked, “The public will 
be surprised when it see the prices 
of the ’57s. The ’56s will represent 
bargains and the dealers won’t give 
them away.” 

Another said he could use 75 to 
100 more ’56s than he will have at 
introduction time. He said the ’57s 
will lure the shoppers, and those 

(Continued on Page 63, Col. 1) 





Right under his nose 
but does he see it’? x 














1955 


Market Trend 


The Labor Day weekend brought 
a decline of $20 in the average 
price of used cars sold at whole- 
sale auctions last week. The drop 
followed a $1 dip the previous 
week. 

Model groups on the downside 
included: ’56s, off $57; ’54s, off 
$22; 53s, off $25; ’51s, off $45; 
"50s, off $24, and ’49s, off $17. 

The only gainers were ’55s, up 
$39, and ’52s, up $3. 

At a group of representative 
auctions last week, the average 
consignment was 179.5 units and 
the sales ratio was 72.2 percent. 
The week before, the average con- 
signment was 186.4 units and the 
sales ratio, 73 percent. 


Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) denotes power steering. 





CALIFORNIA 


SACRAMENTO AUTO AUCT.—4304 
W. Capitol Ave., West Sacramento, 
Ph. HU. 1-4076 (Thurs. 12 noon). 





COLORADO 





COLORADO 
AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 
DEALERS ONLY 
Sale Every Monday—11:00 a.m. 
Owners: 

Francis R. Cassell 

Carroll Kopfer 
Phone Denver, SUnset 1-782! 
Wire Colorado Auto Auction FAX 
Denver, Colo. 


’ 


All cars paid for by our own check through 
First National Bank of Englewood. 


| 


DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 


4595 S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 





ILLINOIS 





CHICAGO — Greater Chicago Auto 
Auction, 7750 S. Cicero, 1 mile S. 
Midway Airport (Thurs. 12 Noon). 





QUINCY—Quincy Auto Auct., 3202- 
3220 Broadway, Every Fri. since 
1947, 12 noon. No Fees on No Sales. 


MICHIGAN 








GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half am west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 
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dan. 
* Prices of '56s added; '48s dropped. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every 
Thursday. Prices are for sale of Aug. 29.) 

(Clean autos in extremely short sup- 
ply in this area. All good, clean used 
cars are bringing top prices. Sold 118 
out of 143 offerings.) 

BUICK—’56 Special conv., $2,300*. '52 Su- 
per 4-dr., $555. °51 Super 4-dr., $540*. 
’49 Super conv., $140*. ‘48 RM 4-dr., 
$130*. "41 Special 4-dr., $110. 

CADILLAC—'54 (62) coupe, 
(62) 4-dr., $710*. 

CHEVROLET—'56 Two-ten (8) 4-dr., $1,- 
575. '55 Bel Air (8) coupe, $1,550; 2-dr., 


$2,700*. °49 


$1,310; Two-ten (8) 4-dr., $1,200, $1,- 
145. ‘54 Two-ten 2-dr., $975; station 
wagon, $845; Bel Air sedan, $970. ‘53 


Bel Air 2-dr., $900, $800*; Two-ten 4-dr., 
$765*, $720. "52 SL Deluxe 4-dr., $610, 
$570, $560°, $410°; 2-dr., $480°. ‘51 SL 


Deluxe 4-dr., $455, $360*. '50 SL Deluxe | 


2-dr., $390°, $330; club $335; 4- 
dr., $350*, $190. 

DeSOTO—’55 Fire Dome (8) 2-dr., $1,700. 

DODGE—’53 Meadowbrook 4-dr., $430. '52 
Coronet 4-dr., $435. '49 4-dr., $155. 

FORD—’'56 Custom (8) 2-dr., $1,630*, $1,- 
550; 4-dr., $1,575. ‘55 Fairlane (8) 4-dr., 
$1,770*; Victoria, $1,665; 2-dr., $1,390; 
Custom (8) 4-dr., $1,255*; 2-dr., $1,195. 


coupe, 


'54 Custom (8) 4-dr., $1,010; 2-dr., $960; | 


Crest (8) Victoria, $1,005; Main (8) 2- 


Average Used-Car Auction Prices 


(Compiled by Automotive News from auction reports.) 





| 









dr., $800*. °53 Crest (8) 2-dr., $835, 
$800; Custom (8) 2-dr., $680; conv., 
$600. "52 Crest (8) 2-dr., $620. '51 Cus- 
tom (8) Victoria, $495; 2-dr., $425, $380, 
$360; club coupe, $395; 4-dr., $370, 
$355*, $350*; Deluxe (8) 4-dr., $330; 
2-dr., $240; Custom (6) 2-dr., $265. '50 
Custom (8) 2-dr., $370*, $295, $225, $190; 
4-dr., $255; Custom (6) 2-dr., $305; 
4-dr., $145. '40 Deluxe (8) 2-dr., $280, 
$205; club coupe, $205. ‘39 ('48 motor) 


club coupe, $160. 
HUDSON—’53 Hornet 4-dr., $550*. 
KAISER 
LINCOLN—'54 Capri 2-dr., $1,700. 
MERCURY 


'55 Manhattan 2-dr., $980. 
'51 Custom 4-dr., $325, $270°; 


Custom 2-dr., $270*; club coupe, $205. 


OLDSMOBILE—'56 (88) 
’53 (88) Holiday, $1,330*; 
"51 (88) 4-dr., $555, $475°*; 
"50 (88) 2-dr., $475*, $360; 


2-dr., 


2-dr., 
4-dr., 
| PACKARD—'53 Clipper 2-dr., $705* 


Holiday, $2,165°. 


$800°. 
$470. 
$195. 


PLYMOUTH—'56 Savoy (8) 2-dr., $2,150*. 


'54 Savoy 2-dr., $785. °53 Cranbrook 4- 
dr., $605, $530*. ‘52 Cranbrook Belve- 
dere, $410. '51 Cambridge 4-dr., $335; 
Cranbrook 4-dr., $265. | 
PONTIAC—'53 Chieftain (8) 4-dr., $710*. | 
'50 Silver Streak (8) 4-dr., $310, $265. | 
‘49 Silver Streak (8) 4-dr., $160°. °46) 


Torpedo (8) 4-dr., $100. 


STUDEBAKER—’51 Champion 4-dr., $280*; 


Commander 4-dr., $140. 
2-dr., $255. 


MISCELLANEOUS — '55 Chevrolet 


"50 Champion | 


%-ton | 


CHEVROLET 


pickup, $955; Dodge %-ton pickup, $675, 
$600. °53 Willys %-ton panel, $390. '49 
Chevrolet %-ton panel, $275; Ford %-ton 
pickup, $355; Dodge %-ton panel, $150. 
’48 Studebaker %-ton panel, $195. 


PORTLAND, ORE. 


(Portland Auto Auction. Sale every Tues- 


day. Prices are for sale of Aug. 28.) 
BUICK—’55 Super Riviera, $2,100* 


(ps); 
4-dr., $1,730* (ps). ‘54 Century Riviera, 
$1,650* (ps); 4-dr., $1,375* (ps); Super 
Riviera, $1,620* (ps); 4-dr., $1,395*. '53 
Special Riviera, $805; 4-dr., $780. ‘51 
Special 2-dr., $535*; Super 4-dr., $495*. 
50 RM sedanet, $250*; 4-dr., $210*; 
Special 4-dr., $195*; 2-dr., $175*; Super 
4-dr., $170*. '48 conv., $125*. 


CADILLAC—’54 (62) coupe, $2,795* (ps). 


53 (62) coupe de Ville, $1,765* (ps). 
'52 (60) Special 4-dr., $1,310* (ps). '50 
(62) 4-dr., $1,100*, $675*; (75) 4-dr., 
$835*. '49 (62) 4-dr., $365°*. 

'56 Two-ten (6) Delray, 
$1,850*; Bel Air (8) 2-dr., $1,805. ‘55 
Bel Air (8) Hardtop, $1,815*; 2-dr., $1,- 
525; Bel Air (6) Hardtop, $1,655; Two- 





ten (8) Delray, $1,500; 2-dr., $1,375*, 
$1,365, $1,305; Two-ten (6) 2-dr., $1,- 
300. '54 Bel Air 4-dr., $1,215*, $1,000; 


2-dr., $1,025; One-fifty 2-dr., $695; Two- 
ten 4-dr., $975. '53 Bel Air 4-dr., $975*; 
2-dr., $975*; conv., $960*; Hardtop, $935; 
station wagon, $845; Two-ten club coupe, 
$740. '52 SL Deluxe 2-dr., $455. "51 SL 
Deluxe Bel Air, $520*; FL Deluxe 2-dr., 
$400, "50 SL Deluxe sedan, $360, $280; 
2-dr., $220; club coupe, $210; FL Deluxe 
2-dr., $295; SL Special 2-dr., $145. ‘49 
club coupe, $155. '47 FL Aerosedan, $150. 
"46 club coupe, $110. 

CHRYSLER—'55 Windsor Hardtop, $1,850. 
53 NY 4-dr., $940° (ps). "52 Windsor 
4-dr., $630*. ‘51 Saratoga 4-dr., $405°*. 


DeSOTO—’'54 Powermaster 4-dr., $1,080*. 
51 4-dr., $460°. °48 4-dr., $230°. 
DODGE—’54 Coronet (8) 2-dr., $1,005*. 


'53 Coronet (8) club coupe, $815. "52 Cor- 
onet conv., $420°; Wayfarer 2-dr., $365, 
$300. ‘51 Meadowbrook 4-dr., $255. °50 
Coronet club coupe, $370*. 

FORD—'55 Thunderbird, $2,585*; Country 
sedan, $1,850* (ps); Main (8) Ranch 
Wagon, $1,685, $1,675; club coupe, §$1,- 
080; Fairlane (8) Victoria, $1,675; Cus- 


tom (8) 2-dr., $1,475*, $1,365, $1,260, 
$1,100*; 4-dr., $1,420°. ‘54 Crest (8) 
Victoria, $1,415°*, $1,235, $1,205°; Cus- 


tom (8) 4-dr., $1,030*, $935; club coupe, 
$1,000; Main (6) Ranch Wagon, $1,160; 


Custom (6) 4-dr., $950. '53 Custom (6) 
4-dr., $795%; Custom (8) 2-dr., $655; 
Main (6) 2-dr., $505. ‘52 Custom (8) 
4-dr., $705*; club coupe, $565. ‘51 Cus- 


tom (8) club coupe, $525, $370; Victoria, 





MICHIGAN 










Fidelity Insured Checks 


Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 


Exclusively for Dealers 
Here in the shadow of General Motors, you 
get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed 
12:30 — SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr. Phone Cedar 9-4492 








MISSOURI 








ST. LOUIS AUTO 


AUCTION BARN, INC. 
3807 Easton Ave. 


St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 

Owned and Operated by 

BILL McCRACKEN and 
ROY McMANAMA 


(Dealers Only) 
Operating Since 1946 





Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 
Conveniently located ¥% mile from Detroit City Limits 
TWO BIG AUCTIONS EACH WEEK - - - 


WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Phone Dunkirk 3-0150 


NEW YORK 


NEW YORK CITY'S 
SKYLINE 


and checks are insured 


BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


Dealer Auto Auction 
Albany 5, N. Y. 
Monday — I! O'Clock 

80 car sale average 


Eve 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 


EVERY TUESDAY 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 


TIM ANSPACH 


All Titles and Checks Guaranteed 






















NEW YORK 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Fidelity 
Insured Checks and Titles (Wed.). 


NORTH CAROLINA 





RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS" 
All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Rovte 20A Phone 5-9535 





PENNSYLVANIA 








MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





EMLENTON — Emlenton Auto Auc- 
tion. Every Tuesday, 12 Noon. . 


TENNESSEE 





MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S- 


231-41. Thursday 11:00 a.m. 





JOHNSON AUTO AUCTIONS 
HUNTSVILLE, ALABAMA Every Friday 
NO SALE—NO FEE 
FREE PLANE TICKETS for BUYERS 
(Buy 3 cars or more and we pay plane fare 
from your home town to Huntsville, Alabama) 
Insured Checks and Titles 
Lawrenceburg, Tenn. Every Tuesday 











Model Breakdown 
Of Auction Averages 














Sept. 1956 Aug. July 

Model To Date 1956 1955 
fg $2,096 $2,153 $2,163 
1,522 1,565 

1,090 1,097 

728 738 

ee eccicccesrivs 470 467 4°77 
269 314 335 

200 224 245 

149 166 178 

Overall es 
Average $ 813 $ 833 §$ 850 


es 


$415; 4-dr., $405. °50 Custom (8) conv. 
$355; 2-dr., $270; Custom (6) 4-cr. 
$250; club coupe, $180. ’°49 Custom (8) 
4-dr., $140; club coupe, $130. 
an Ca. ae ee 4-dr., $840. ’51 Hor- 
ne -dr., 75, $250°. '49 Com 
(6) 4-dr., $145. ae 
KAISER—’53 Manhattan 4-dr. 4 7 
Deluxe 4-dr., $225. — a 


LINCOLN—’55 Capri 4-dr. 2,000* ¢ 
*49 coupe, $120. seta eis 
MERCURY—'55 Montclair 4-dr., $2,060; 


Hardtop, $2,050*, $1,995*. °54 Montere 
4-dr., $1,405* (ps), $1,325* (ps); Custon 
4-dr., $1,250. ‘52 Monterey Hardtop, 
$880, $850*; conv., $740*; Custom Hard. 
top, $850°; 4-dr., $725*; 2-dr., $720. '51 
Custom 4-dr., $530; club coupe, $525: 
Monterey club coupe, $365. °'49 4-dr. 
$135. '47 station wagon, $215. oy 

NASH—’53 Ambassador Hardtop, $950*; 
Rambler sedan, $840*; Statesman 4-dr. 
$690. '52 Statesman’ 4-dr., $550. '50 
Statesman 4-dr., $195, $140. 

OLDSMOBILE—’56 (98) Holiday, $2,925* 
(ps) ; (88) Super Holiday, $2,610* (ps). 
55 (98) Holiday, $2,380* (ps); Hardtop, 
$2,345* (ps), $2,320* (ps); (88) Hardtop, 
$1,950*. '53'(88) Hardtop, $960*; Super 
4-dr., $985*. "52 (98) Holiday, $1,085* 
(ps). "51 (98) 4-dr., $725*. '50 (88) Su- 
per Holiday, $265*; Deluxe 2-dr., $150*. 

PACKARD—-'52 (600) 4-dr., $510*. "50 4- 
dr., $145*. 

PLYMOUTH—'55 Savoy (8) 2-dr., $1,235; 
Savoy (6) 4-dr., $1,010. '54 Plaza 2-dr. 
$620. '53 Cranbrook Suburban, $920: 4. 
dr., $645*; Cambridge 4-dr., $580. ‘52 
Cranbrook 4-dr., $300. '50 Deluxe 2-dr., 
$300, $195, $175. ‘49 Deluxe club coupe, 
$210. °47 sedan, $115. 

PONTIAC—’55 Chieftain (8) Catalina, $1,- 
810°; Hardtop, $1,690*. '53 Chieftain (8) 
4-dr., $750. ‘51 Silver Streak (8) 2-dr., 
$520°; conv., $470*; 4-dr.. §295*. ‘49 
Silver Streak (8) 2-dr., $135*. 48 Tor- 

fetes 2-dr., $125*. 

STU BAKER—’53 Commander Hardtop, 
$1,020; 2-dr.. $470; Champion Geant 
coupe, $705*. '52 Commander 4-dr., $335*. 
‘51 Champion 4-dr., $355*. °50 Com- 

onenen oie $195*. 

ELLANEOUS — '56 Chevrolet %-ton 
Suburban, $1,720; %-ton pickup, $1.470. 
53 Zephyr (6) 4-dr., $550. ’52 Ford %- 
ton pickup, $540. ‘50 Ford %-ton pickup, 
$320; GMC %-ton panel, $190. '49 Chev- 
rolet %-ton pickup, $245. °46 Chevrolet 
\%-ton pickup, $150. 


FLINT 


(Flint Auto Auction. Sale eve - 
eg - for sale of Aug. a 
Tices our area started te show 
signs of dipping slightly today, which we 
feel is only natural just prior to the in- 
troduction of new models. Sold 79 cars 
out of 140 offerings.) 

BUICK—’55 Century conv., $1,975*; 2-dr., 
$1,885* (ps); Special Riviera, $1,780*; 
2-dr., $1,730°, $1,625°. ‘54 Special sta- 
tion wagon, $1,580; Riviera, $1,405*; 
Century Riviera, $1,500*; 4-dr., $1,325°. 
53 Super Riviera, $1,030*, $840*; Spe- 
cial Riviera, $960*: Century Riviera, 
$825*; RM 4-dr., $815* (ps). ’52 Super 
Riviera, $665*, $530*. °51 RM 4-dr. 
$305*; ‘Super Riviera, $285, $245*. 

= (62) club coupe, $3,125* 

CHEVROLET — '55 Two-ten (8) station 
wagon, $1,660; Two-ten (6) 2-dr., $1,- 
260°, $1,250°, $1,165; Bel Air (8) club 
coupe, $1,540*; conv., $1,455* (ps): Bel 
Air (6) 2-dr., $1,095; One-fifty (6) 2- 
dr., $1,050. ’54 Bel Air conv., $1,100. '53 
Bel Air 4-dr., $655; Two-ten 4-dr., $505*. 
52 SL Deluxe 4-dr., $435; Delivery sedan, 
$190. '51 SL Deluxe 2-dr., $195, $160, 
$145; FL Deluxe 4-dr., $145*, $115*° 

DODGE—'52 Meadowbrook 2-dr’, $190. ’51 

poleadowbrook 2-dr., $150. ‘ , 

"56 Main (8) Ranch Wagon, $1,- 
875; Custom (8) 2-dr.. $1,315. S56 Fei. 
lane (8) station wagon, $1,370; Custom 
(8) 2-dr., $1,020. 54 Custom (8) 2-dr., 
$935*, $800; Crest (6) 2-dr., $800. ’53 


Custom (8) 4-dr., $715, $390*: club 
coupe, $675. °51 Custom (8) Victoria, 
$360*; station wagon, $315; 2-dr., $195. 


MERCURY—’55 Monterey club cou 1,- 
820°; 4-dr., $1,490° (ps), $1,235." = 
tom 2-dr., $1,230, $1,220. 

NASH — ’55 Rambler station wagon, §$1,- 
445°. '53 Statesman 2-dr., $725*. ’51 
Rambler station wagon, $320. 

OLDSMOBILE—’53 (88) Holiday, $1,150*. 
52 (98) 4-dr., $535*, $300* (ps); Holi- 
day, $480*. '51 (98) 4-dr., $280*. 

PACKARD—’53 Clipper 4-dr., $600*. 

PONTIAC—’55 Star Chief (8) club coupe, 
er de a ee _ Chieftain (6) 

-dr., * ver Streak -dr., 

MISCELLANE sas Dod a 

OUS—' 54 ge %-ton pick- 

up, $630. ’53 Chevrolet %-ton A ae 

$410. ’52 Chevrolet %-ton Pickup, $450. 
‘48 Chevrolet Utility Pickup, $205, 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Fri- 
day. Prices are for sale of Aug. 24.) 
BUICK—’56 Century Riviera, $2,685*; 

Special conv., $2,235*. °55 Special Estate 

wagon, $2,255* (ps); Century Riviera, 

$2,070* (ps). '54 Century Riviera, $1,- 

500°; Special 2-dr., $1,080. '53 Special 

4-dr., $785; Super 4-dr., $715* (ps). 
CADILLAC—’56 Eldorado Seville, $5,200* 

(ps); (60) Special conv., $4,025* (ps); 

(62) conv., $4,020* (ps), $4,000* (ps); 

4-dr., ao. =. an oo conv., 
Ps); ) 4-dr., 850° de 
CHEVROLET—’56 Bel Air (8) a-dr., $2. 

250*, $2,180; Two-ten (8) station wagon, 


(Continued on Page 59, Col. 1) 
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$2,385*; Two-ten (6) 2-dr., $1,675. °55| 2-dr., $907*. °54 4-dr., $372. °'53 4-dr., 
Bel Air (8) Sport coupe, $1,850*, $1,270; | $465, $455; 2-dr., $450. °52 4-dr., $300. | 
conv., $1,785*. ‘54 Bel Air 4-dr., $1,-| PONTIAC—’56 Star Chief (8) Catalina, 
130*. ’53 Bel Air 4-dr., $835, $S800*. ‘52 $2,502* (ps), $2,462*, $2,145*. ’55 Star 
SL Deluxe 4-dr., $410. '51 SL Deluxe| Chief (8) Catalina, $1,850*, °54 Chief- | 
Bel Air, $465*; 2-dr., $210. °49 SL De- | tain (8) Catalina, $1,1S2* (ps). ‘53 4- 
luxe 2-dr., $105. | dr., $640. ‘52 Catalina, $650*. | 
CHRYSLER—’56 Windsor 4-dr., $2,420*. STUDEBAKER—’50 2-dr., $122. 
DeSOTO—’51 conv., $330*. 7 ree, ne 180 
DODGE—’52 Wayfarer 2-dr., $445*. a i a Hardtop, $710°. °62 | 
FORD—’56 Country sedan, $2,190; Fair- eo ane ka 
lane (6) conv., $2,100*, $1,655: Main| MISCELLANEOUS — '53 Stude. %-ton 
(8) Ranch Wagon, $2,085. '55 Country| Pickup, $257. 
sedan, $1,745*; Custom (8) 2-dr., $1,-| | 
195. °53 Country sedan, $990; Main (6) | ALBANY 
2-dr., $560. °52 Main (8) 2-dr., $335. | | 


"49 2-dr., $150. 
HUDSON—’'56 Rambler station wagon, $2,- 


155* (ps). 

LINCOLN—’52 Capri coupe, $890* (ps). 

MERCURY—’'55 Custom Sport coupe, $1,- 
700*. °54 4-dr., $945. °53 Monterey 4- 
dr., $1,165*; conv., $1,015. °51 Sport 
sedan, $310. 

OLDSMOBILE—’56 (98) Holiday, $3,320* 
(ps); 4-dr., $3,175* (ps); (88) Holiday, 
$2,600* (ps). '55 (88) Holiday, $2,005*, 


(88) 4-dr., $1,295*. '53 (88) 
Holiday, $955*. °52 (88) 4-dr., $255*. 
PACKARD—’'55 (400) Hardtop, $2,270* 

(ps); Clipper 4-dr., $1,625*. 
PLYMOUTH—’'55 Savoy (8) 4-dr., $1,355*. 
PONTIAC—’'56 Chieftain (8) Catalina, $2,- 


$1,875*. ’54 


250° (ps); 4-dr., $1,720*; Star Chief 
(8) 4-dr., $2,245*. ‘53 Chieftain (8) 
4-dr., $800*. ’51 2-dr., $395*. 
WILLYS—'55 Jeep, $1,200 
MISCELLANEOUS— 56 Willys %4-ton pick- 
up, $1,825; Ford %-ton pickup, $1,600. | 
'55 Willys %-ton pickup, $950. '53 Chev- 
rolet %-ton pickup, $695. ‘51 Ford (8) 


%-ton pickup, $280. 


ST. LOUIS 


Auction. 
Prices 


Sales every 
are for sales 


(St. Louis Auto 
Tuesday and Friday. 
of Aug. 21-24.) 

(Consignment large, demand good on 
all makes and models. Percentage of 
sales exceptional. Sold 259 cars out of 
320 offerings.) 

BUICK—’'56 Century Riviera, $2,405* (ps); 
Super conv., $2,265* "55 Century Ri- 
viera, $1.975* (ps), $1,750*, $1,732*. '54 
Super Riviera, $1,462*, $1,432*; 2-dr., 
$1,302. °53 Super 4-dr., $1,047* 
$840* (ps). $805* (ps), $790*, 
’51 Super 4-dr., $350*. 

CADILLAC—'56 (62) coupe de Ville, $4,- 
850* (ps). ‘51 4-dr., $855*. '50 
$730*. ‘49 4-dr., $597 

CHEVROLET—'56 Bel Air (8) 4-dr., $2,- 
215*,. $1,740; Two-ten (8) 2-dr., $1,600°, 
$1 5. '55 Bel Air (8) Sport coupe, $1,- 
725, $1,502*, $1,392; conv., $1,682*; 2- 
dr., $1,315, $1,250, $1,242; Two-ten (8) 
2-dr., $1,300, $1,225; Two-ten (6) 4-dr., 
$1,035. °54 Bel Air conv., $1,035*; 4- 
dr., $1,002*, $922*, $690; 2-dr., $855. "53 
Bel Air Sport coupe, $675*; Two-ten 2- 
dr., $880 

CHRYSLER 


$655* 








"51 Windsor 4-dr., $295*. '50 


Windsor 4-dr., $145*. °49 Windsor 2-dr., 
$177* 

DeSOTO—’53 Custom 4-dr., $337*. 

DODGE—'54 Royal 4-dr., $1,007". ‘53 
Coronet 2-dr., $630*, $592*, $432. ‘52 
Coronet 2-dr., $115. ‘50 Meadowbrook 
4-dr., 275*. °49 4-dr., $135. ‘48 4-dr., 
$127 

FORD—'56 Fairlane (8S) 4-dr., $1,777* 
Custom (8) 2-dr., $1,762*, $1,720*. ‘55 
Fairlane (8) station wagon, $1,795*; 
Main (6) 2-dr $1,665. ‘54 Main (6) 
4-dr., $1,030*; station wagon, $922. °53 
Crest (8) Victoria, $910*; conv., $865*; 
4-dr., $852*; Main (8) 2-dr., $625, $602, 
2 at $600, $582, $525. °52 Custom (8) 











2-dr., $ ; 

KAISER—'51 4-dr., $160 

LINCOLN—’51 2-dr., $405*; 4-dr., $265*. 

MERCURY—’'55 4-dr., $1,967*; 2-dr., $1,- 
350. '54 4-dr., $1,155. '53 Monterey Hard- 
top, $1,005; conv $1,000, $830; Cus- 
tom Hardtop, $965, $842; 4-dr., $740. 

NASH—’52 4-dr., $520*. °51 2-dr., $157 

OLDSMOBILE—’55 (88) 2-dr., $1,682*. "53 
(98) 4-dr., $930*; conv., $900*; 2-dr., 
$857*. °51 (S8) 4-dr., 2 at $385*, $315, 
$305*. 50 (88) conv., $420*; 4-dr., $260*. 

PLYMOUTH—'56 Belvedere (8S) 2-dr., $1,- 
417*. '55 Savoy (8) 4-dr., $1,200, $995; 










== THE BOOK 
<iP| THAT GIVES 


WHOLESALE COSTS 
on NEW CARS 
and EQUIPMENT! 


Now you can know the exact 
Wholesale Cost of competitive 
makes. You'll SAVE many sales 
with this information. 

You'll never want to be without it. 
Send only $10.00 for your 1957 Edition 
-_ carve oo pang Rs per 

ree offer good only while supply o 
1956 books lasts, so hurry! 





Pavte Costs Publications | 
P.O. Box 224—Dept. 81 

| New York 1, N. ¥. | 
Enclosed is $.......... for which send me... .copies 


| of the 1957 Edition of AUTO COSTS @ $10.00 per 
copy, (post poid). | 
Compony. 


tN a | 


Nome. 
Title. 











ee 


City. 
be ALSO INCLUDE FREE 1956 EDITION 





(ps), | 


coupe, | 








(Tim Anspach Auto Auction, Sale every | 
Monday. Prices are for sale of Aug. 27.) 
(The market here today showed the 
lowest amount of consignments offered 
since March 9th this year, when only 109 
cars arrived for sale. Today’s offer- 
ings, 128, But a clean lot of cars graced 
the sale. It is fairly common for receipts 
to drop on pre-holiday sales, Prices 
dipped somewhat lower than iast week’s 
quotations. Sold 102 cars out of 128 offer- 
ings.) 
BUICK—'54 Super 4-dr., $1,385* (ps), $1,- 
200*. "53 Super 4-dr., $810* (ps), $790* 
(ps). °51 Super 4-dr., 








$390*; RM 4-dr., 

$220*. °50 Special coupe, $140*: Super | 
4-dr., $135*. '49 Super 4-dr., $130*. | 
CADILLAC—’56 (62) coupe, $4,050* (ps). | 
"55 (62) Eldorado, 2 at $3,950* (ps); 
conv., $3,350* (ps); coupe, $2,950* (ps). 
"54 (62) coupe, $2,900* (ps). °'53 (62) 
coupe de Ville, $1,875* (ps); 4-dr., $1,- 
610*. ‘52 (62) coupe, $1,390* (ps). °51| 
(62) conv., $970*; (60) Special 4-dr., | 


$370*, $340. "50 SL Deluxe 4-dr., $200°. | 


CHEVROLET—'56 Bel Air (6) conv., $2,- 
140*. °55 Bel Air (8) 2-dr., $1,650*, 
$1,290*; Two-ten (6) Delray coupe, $1,- | 
260; Two-ten (8) 4-dr., $1,240. '54 Bel 
Air 4-dr., $1,010, $950*; 2-dr., $955; | 
Two-ten station wagon, $1,155*. '53 Bel| 
Air coupe, $900*; Two-ten 2-dr., $730. 
‘52 SL Deluxe Bel Air, $560; 2-dr., | 
$370; FL Deluxe 2-dr., $460. '51 SL De-| 
luxe 4-dr., $420, $230; 2-dr., $400*, 
$370*, $340. "50 SL Deluxe 4-dr., $200*. 

CHRYSLER—'55 NY 4-dr., $1,835* (ps). 

DODGE—'55 Coronet 2-dr., $1,150; Royal 
Lancer, $1,540*. '50 Coronet 4-dr., $240°. | 

FORD—'56 Fairlane (8) Victoria, $2,000*; | 
4-dr., $1,910* (ps); Custom (8) 4-dr., 
$1,410. ‘55 Thunderbird, $2,200*; Fair- 
lane (8) Country Squire, $1,685; Vic- 
toria, $1,540*; Custom (8) 4-dr., $1,- 
400*, $950; Main (6) 2-dr.. $1,150; 4- 
dr., $1,030. '54 Crest (8) Victoria, $1,- 
230°; Main (8) 2-dr., 750, $680; 4- 


dr., $825*. '53 Crest (8) Victoria, $925*; 
Custom (8) 2-dr., $720*, $550; Main 
(8) 4-dr., $340. ‘52 Main (8) 2-dr., 
$490. ‘51 Custom (8) 4-dr., $370*: De- 
luxe (8S) 4-dr., $195*; Custom (6) 4- 
dr., $200. ‘50 Deluxe (6) 2-dr., $160; 
Custom (8) club coupe, $140. 


MERCURY—'52 Monterey Sport coupe, 
$820*; 4-dr., $670. ‘51 Custom 4-dr., 
$350; Monterey 2-dr., $270. °50 Custom 
2-dr., $260. 

NASH — ‘53 Rambler 2-dr., $405. °52 
Rambler station wagon, $330. '51 States- 
man 4-dr., $220; Ambassador 4-dr., 
$150*. 

OLDSMOBILE—’55 (98) Holiday, $1,990* 
(ps); 4-dr., $1,925* (ps) 53 (88) 
conv., $1,025* (ps). "50 (98) Holiday, 
$390* 


PLYMOUTH—'54 Belvedere coupe, $900; 
Savoy 2-dr., $825. '53 Belvedere, $730. ’52 
Cranbrook conv., $460. ‘50 Deuxe 4-dr., 
$240 

PONTIAC—'55 Star Chief (8) 4-dr $1,- 
530* (ps). "53 Chieftain (8) 2-dr., $800. 
"52 Chieftain (8) 4-dr., $370*. ‘51 Sil- 
ver Streak (8) 2-dr.. $310*. ‘50 Silver 
Streak (8) 4-dr., $300*. 


STUDEBAKER—’'55 Champion station 


wagon, $1.135. '54 Champion 2-dr., $610. 
WILLYS—'50 station wagon, $235. 
MISCELLANEOUS—'55 Chevrolet 14-ton 


pickup, $1,100. '52 Dodge ‘'-ton pickup, 
$190. °48 Ford 1-ton rack, $125; 1%-ton 
rack, $260. 


DYER, IND. 


(Dyer Auto Auction, Sale every 
Prices are for sale of Aug. 24.) 

(Market continued firm, Reason for 
our market being so strong this week 
possibly is because we had the sharpest 
consignment of automobiles that we have 
looked at for a long time. Sold 223 cars 
out of 311 offerings.) 


Friday. 





BUICK—'56 Century conv., $2,560* (ps). | 
‘55 RM 4-dr., $1,870* (ps); Century 
Riviera, $1,760*; Special Riviera, $1,730*. 
’54 Century Riviera, $1,460*, $1,385*; 
Special Riviera, $1,465*; 4-dr., $1,050*. 
"53 Super Riviera, $1,060*, $795*. 

CADILLAC—'56 (62) coupe, $4,000* (ps). 
"55 (62) conv., $3,350* (ps). '54 (62) 
coupe de Ville, $3,100* (ps); conv., $2,- 
785* (ps), $2,700* (ps). ‘53 (62) 4-dr., 
$1,550*, $1,450* (ps). ‘52 (62) 4-dr., 
$905*. 


CHEVROLET—’55 Bel Air (8) Sport coupe, 


$1,570; 2-dr., $1,010, $850; Two-ten (8) 
4-dr., $1,195; Two-ten (6) 2-dr., $1,155, 
$1,135; Bel Air (6) 4-dr., $1,000. 54 Bel 


Air Sport coupe, $950*; Two-ten 2-dr., 
$875, $850, $810. 2 at $800, $785. °53 
Bel Air 4-dr., $805, $750; One-fifty sta- 


tion wagon, $790; Two-ten 2-dr., $660. 
’52 SL Deluxe 4-dr., $460, $410, $350*; 
SL Special 2-dr., $305. '51 SL Deluxe 
4-dr., $435*, $355*, $320, $315, $255, 
$235, $205*. 

CHRYSLER—'55 NY 4-dr., $2,060* (ps). 


’53 NY conv., 
$200. 
DeSOTO—’'55 Fireflite (8) 4-dr., 
(ps). °54 Fire Dome (8) 4-dr., 
’53 Fire Dome (8) 4-dr., $865* 
Custom 4-dr., $330. 
DODGE—'55 Coronet 
2-dr., $1,400*. '54 Royal 2-dr., $650. °53 
Coronet 4-dr., $525*, $370. '52 Coronet 
Diplomat, $505*; club coupe, $365. 
FORD—’56 Fairlane (8) Victoria, $2,245* 
(ps), $2,190*; Custom (8) Victoria, $1,- 
875; 4-dr., $1,450. '55 Fairlane (8) conv., 
$1,650*; Victoria, $1,600*; 4-dr., $1,425*; 
Main (8) Ranch Wagon, $1,610*, $1,250; 
Custom (8) 2-dr., $1,210*, 2 at $1,145. 
’54 Crest (8) conv., $1,045*; Victoria, 
$1,000* (ps); Custom (8) 2-dr., $1,000. 
HUDSON—’54 Jet 4-dr., $415*. '53 Super 
Wasp club coupe, $400*. ‘52 Pacemaker 


(Continued on Page 60, Col. 1) 


$845*. °49 Windsor 4-dr., 


$1,765* 
$985". 
(ps). ’51 


Diplomat, $1,425*; 
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For More Profits, Sell 


FONTAINE 
NO-SLACK’ 
th Wheels 





FONTAINE 
Safety Tanks 





Sold Only Through Truck Dealers 


Fontaine Truck Equipment Co., Inc. 


Birmingham 1, Alabama 





@ Limited number of protected Renault dealerships and dis- 





tributorships still available! 





@ Unprecedented beauty and value in a low-priced rear- 





engine sedan! 





@ Unlimited sales opportunity with the best performance 
in its field! 






A eeeeeeeeeeeeeeeeeaes 
RENAULT OF FRANCE 








BI acdiccenctstnncnesesscnnsanneee SMID scnsenes QOD dentecseennins 


2 £ 
Direct Factory Branch * 
° © * 
For first consideration, 270 Park Avenue, New York $7, N. Y. a 
. ® Gentlemen: 
i 1 am interested in a Renault dealership ( ) eB 
. distributorship ( ). Please contact me. 
mail coupon now. .. aa. r ™ 
Orr r rr rrr rrr # 
& Firm Name 
” ee Re eS a 
es & 
a 








Used-Car Auction Prices 





(Continued from Page 59) 








2-dr., $100. '50 Commodore (8) 4-dr.,| WEILLYS—’51 (6) station wagon, $225°. 
$145. ’46 Jeepster, $185. 

KAISER—’53 Deluxe 4-dr., $400*. MISCELLANEOUS—’56 ae oun ab 

, * 2 at $1,500. '50 Meteor 2-dr., $445. ’ 

LINCOLN—’55 Capri conv., §2,200* (ps). Studebaker 1%-ton pickup, $200. 

MERCURY—'54 2-dr., $1,085. 9000, bate. 
rey coupe, $1,050*. '52 4-dr., $450, $440. 

‘Bi 2dr.’ $325*, $305, $285*, '50° 2-dr., JENISON, MICH. 
$290, $115. (Grand Rapids Auction, Inc. Sale every 
oe oe ioe aoe ae a Tuesday. Prices are for sale of Aug. 28.) 
+i mbassador Country Club, $1,- . 
200°. ‘51 Statesman 2-dr., $150. (case wate Geena apetns. Nate 

OLDSMOBILE—’56 (88) Super 4-dr., $2,-| Models sold very well but we — tf : 
390°; Deluxe Holiday, $2,290* (ps). ‘55 the calendar. The model change s 
(88) Super Holiday, $2,000* (ps). '52 mighty close, Sold 138 cars out of 209 
(98) 4-dr., $790* (ps). ’51 (88) 4-dr.,| Offerings.) 
$375*, $350*, $245°. BUICK—’56 Special Riviera, $2,505*, $2,- 

PACKARD—’53 Clipper 4-dr., $485*. ‘51 485*; Century Riviera, $2,430*; Super 
Clipper 4-dr., $245*, $185*. Riviera, $2,360*. '55 Super Riviera, $1,- 

PLYMOUTH—’56 Belvedere (8) Hardtop,| 865*, $1,385; Century Riviera, $1,845*, 
$1,890*. °'55 Plaza (8) station wagon, $1,465*; Special 2-dr., $1,765*, $1,600*, 
$1,415*; Savoy (8) 4-dr., 2 at $1,145, $1,455*; Riviera, $1,605*, $1,590*. °54 
$1,125, $1,115. '54 Belvedere 4-dr., $900*; Super Riviera, $1,475*, $1,200; Special 
Plaza station wagon, $885, $585; Savoy Riviera, $1,295. '53 RM Riviera, $900*, 
2-dr., $775, $740, $700. '53 Cranbrook $885* (ps); Super 4-dr., $850; Riviera, 
4-dr., $665*. '52 Cranbrook Belvedere, $845*; conv., $650. '52 Super sedan, $510 
$440. ’651 Special 4-dr., $285. 

PONTIAC—’55 Star Chief (8) conv., $1,- | CADILLAC—’'56 (62) conv., $4,265* (ps). 
670* (ps). °53 Chieftain (8) Catalina, '54 (62) 4-dr., $2,555* (ps). "53 (62) 2- 
$1,000*, $850*; 4-dr., $685. '52 Chieftain dr., $1,535* (ps). °51 (62) sedan, $965°. | 
(8) 4-dr., $435*, $405*. ’51 Silver Streak | CHEVROLET — '55 Two-ten (8) station 
(8) 2-dr., $430, $380*, $240. wagon, $1,550; 4-dr., $1,365*; 2-dr., $1,- 

STUDEBAKER ’53 Champion coupe, 275*, $1,250, $1,225; 2-dr., $1,070; Two- 
$545*. '51 Champion conv., $200*; coupe, ten (6) 2-dr., $1,200; Bel Air (6) 2-dr., 
$175*; Commander 4-dr., $200*, $100*. $1,385*, $1,300, $1,255; conv., $1,510°; 


’50 Champion coupe, $170*. One-fifty sedan, $900. '54 Two-ten sta- 





The shortest distance between 


WASHER 


Get Big 





Dual Jet No. 745 








| PLYMOUTH—'56 Savoy (8) 








with the New 
CLEARVIEW 


PLASTIC RESERVOIR 
WINDSHIELD WASHER 


tion wagon, $1,750; 2-dr., $1,225* (ps), 
$870; Bel Air club coupe, $1,185*, $1,- 
135, $975. '53 Bel Air club coupe, $750; 
Two-ten club coupe, $720, $715, $695, 
$690. '52 SL Deluxe 2-dr., $370. '51 SL 
Deluxe 2-dr., $375; 4-dr., $360, $300, 
$295*, $260°. 
DeSOTO—’55 Fireflite 


DODGE—’55 Royal 4-dr., 
’53 Coronet station wagon, $785*; club 
coupe, $620*. °52 Coronet 4-dr., $450*. 

FORD—’56 Fairlane (8) conv., $2,100*; 
Crown Victoria, $1,950*; station wagon, 
$1,930* (ps); Custom (8) sedan, $1,620; 
Custom (6) sedan, $1,605. °55 Country 
sedan, $1,700*; Fairlane (8) 4-dr., $1,- 
070; Main (8) Ranch Wagon, $1,575; 4- 
dr., $1,000; Main (6) 4-dr., $860; Cus- 
tom (8) 4-dr., $1,270, $1,165, $1,100. 
‘54 Crest (8) 4-dr., $940; Custom (8) 4- 
dr., $855, $765; Main (6) 2-dr., $725, 
$660. '53 Main (8) 2-dr., $550, $400. '52 
Custom (8) station wagon, $620; 4-dr., 
$450, $435. '50 Custom (6) 2-dr., $160. 

HUDSON—’53 Hornet 2-dr., $535. 

LINCOLN—’52 Capri 4-dr., $825*. °52 
Cosmopolitan 2-dr., $500. 

MERCURY—’56 Montclair 2-dr., $2,400*, 
$2,300*; Custom 2-dr., $2,375*, $1,930. 
'55 club coupe, $1,825*. '54 Monterey 
Sun Valley, $1,275* (ps); 4-dr., $1,250*; 
Montclair 2-dr., $1,245* (ps); station 
wagon, $1,210*%; Custom 2-dr., $1,005. 
’50 club coupe, $115. °46 4-dr., $240. 

OLDSMOBILE — ’'56 (98) conv., $2,810* 
(ps); (88) 4-dr., $2,250* (ps). °54 (88) 
2-dr., $1,850* (ps), $1,430; (98) 4-dr., 
$1,540*, $1,490*. °53 (88) Super 4-dr., 
$925*. °51 (98) Holiday, $400*. 

4-dr., 


2-dr., $1,900* (ps). 
$1,560*, $1,025. 


$1,610. 
station wagon, "$1,605*; 
2-dr., $1,315. °54 Savoy 
station wagon, $870. ‘52 Cranbrook 4- 
dr., $325, $300. "49 4-dr., $150. 

PONTIAC—'56 Star Chief (8) 
$2,385* (ps); Chieftain (8) 


’55 Plaza (8) 
Belvedere (6) 


Catalina, 
4-dr., $2,- 


and BUY is 


Sea 
" NOW! SELL THEM THE EXACT 
THEY WANT! 


Profit Volume 


Cut Costly Installation Time 


Install in Less Than Twenty Minutes! 





Single Jet No. 741 





==, BRAND NEW! 


12 VOLT 
FULLY AUTOMATIC 
CIGARETTE LIGHTERS! 


Eye appeal that means 
buy appeal in gleaming 
chrome or “glow in the 
dark” lucite! A full 
line of 6 volt 

lighters is also 
available. 


Immediate cleaning action! A toe-touch on the 
foot control instantly shoots water against the 
windshield through clog-proof jets. Less than twenty 
minutes to install . . . no cutting into manifold. 

One model fits every car and truck. . . even 
foreign and sports cars. Eliminates lost sales 
and the multi-model inventory problem. 
Compactly designed and durably 

made from brass, plastic and neoprene 
rubber. Doubly sealed plastic reservoir 

is shock-proof and freeze-proof .. . 

no more bottle breakage. 


For extra fast selling, get 
this customer operated counter 
display with assortment No. 742. 
















EVERY CAR OWNER IS A 
PROSPECT FOR THESE 


BCL) 


SALES PRODUCING EXCLUSIVES! 


SANTAY CORPORATION 


351 N. CRAWFORD AVE. 


ee” 


CHICAGO 24, ILL. 
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tain 


(ps), $1,885*, $1,680. ‘55 Chief- 
(8) station wagon, $1,775*; 4-dr., 
$1,520*, $1,480; Star Chief (8) Cata- 
lina, $1,770*, $1,725*, $1,610; 4-dr., $1,- 
625*. ’54 Chieftain (8) club coupe, $1,- 
325; conv., $1,115*. °53 Chieftain (8) 
4-dr., $725*. ‘52 Chieftain (8) 2-dr., 
$490*. °51 Silver Streak (8) 2-dr., $435, 
$275. °50 Silver Streak (8) Catalina, 
$285. °49 Silver Streak (8) 2-dr., $165. 


STUDEBAKER 55 Commander 4-dr., 
$1,100. 


WILLYS- 


’53 (6) station wagon, $600. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Aug. 28.) 


(Sold 321 cars out of 498 offerings.) 








$2,765* (ps); Special Riviera, $2,635*; 
4-dr., $2,400*, $2,340*°, $2,235; Century 
Riviera, $2,600* (ps). 55 Special Riviera, 
$1,745*. °54 Century 4-dr., $1,350*. ‘53 
Super Riviera, $1,005*, $915*; cor 
$895". 

CADILLAC—’56 (62) Eldorado Seville, $5,- 
105* (ps); sedan de Ville, $4,400* (ps): 
coupe de Ville, $4,325* (ps); conv., 
180* (ps). '55 (62) coupe de Ville, $3,5 
(ps); coupe, $3,205* (ps). 

CHEVROLET—’56 Bel Air (8) station 
wagon, $2,600* (ps); 4-dr., $2,550* (ps), 
$2,400* (ps), $2,250*, $2,035*; Two-ten 
(8) 4-dr., $2,275*, $1,835, $1,715: One. 
fifty (6) 2-dr., $1,630. '55 Bel Air (8) 
Sport coupe, $1,900*; Two-ten (8) sta- 
tion wagon, $1,665; 4-dr., $1,445*, $1,- 
225, $1,205, $1,195. '54 One-fifty (6) a. 
tion wagon, $960. 






0 





vm : 
BUICK— Super 2-dr., $2,435* (ps); 53 Bel Air (6) Hard- 
Century 2-dr., $2,430* (ps). ’55 Super top, $900, $890*; Two-ten (6) 4-dr., 
2-dr., $2,010* (ps), $1,950* (ps); Cen- $700, $655. 52 SL Deluxe 4-dr., $505*; 
tury | 2-dr., $1,670": Special 2-dr. $1,- 2-dr., $440. '51 SL Deluxe Bel Air, $450*. 
405*. °54 Super 2-dr., $1,510*, $1,340*; | CHRYSLER—’56 Windsor 4-dr., $2,850* 
Special Riviera, $1,195, $1,140, $1,105. | (ps), $2,500*. '55 NY St. Regis, $2,255* 
’5b3 Super Riviera, $1, 025*: RM conv., (ps) ’54 Windsor 4-dr., $1,255* 51 
$930°*, $885°*. NY 4-dr., $235* (ps). °50 Imperia! 4- 

CADILLAC—’56 (62) coupe de Ville, $4,- dr., $105* 

255* (ps). '55 (62) coupe de Ville, $3,- | DeSOTO—'55 Fire Dome (8) 4-dr., $1,780* 
470* (ps), $3,310* (ps); coupe, $3,245° | (ps) 

(ps); 4-dr., $3,020* (ps). 'L4 (62) conv., | “—— 
780° re 4-dr. Se 250° (ps). | DODGE—’'56 Custom Royal Lancer, §2,- 

CHEVROLET—'56 Bel Air (8) conv., $2,- 175* (ps); Royal 4-dr., $2,175* 5 
030*; 4-dr., $2,000*. '55 Bel Air (6) 4- Royal 4-dr., $1,620° (ps); Coronet sta- 
dr. $1,450*: 2-dr., $1,250; Bel Air (8) tion wagon, $1,550*. °53 Coronet station 
2-dr., $1,420; Two-ten (6) 4-dr., $1, 6;| =e $510 '52 Meadowbrook 4-dr., 
2-dr., $1,125. 54 Bel Air conv., $1,200* $325 
Sport coupe, $1,140 2-dr.. suse, Two- | FORD—'56 Thunderbird, $2,800; Country 
ten 2-dr., §775*; 4-dr., $325°. "53 Bel| Sedan, $2,445°, §2,250°, $2,125°; | Fair- 
Air Sport coupe, $810*. | lane (8) conv., $2,190* (ps), $2,100*, 

CHRYSLER—'54 NY 4-dr., $1,350* (ps).| $1-750; Victoria, $2,080° | (ps). ‘55 
'51 Windsor 4-dr., $300*; $245* Thunderbird, $2,600* (ps), 2 at $2,580* 

DeSOTO 56 Sportsman 2-dr., $2,285* (ps); Fairlane (8) Victoria, $1,700, $1,- 
(ps). "53 Fire Dome (8) 4-dr., $710*; 2- 600; conv., $1,650°, $1,610°, $1,555°; 
dr., $685*, $520°. Main (8) Ranch Wagon, $1,300; 4-dr., 

DODGE—'55 Coronet 2-dr., $1,620*, $1,-| $970, $965. °54 Main (8) Ranch Wagon 
175. '54 Coronet (8) 4-dr., $930*; Royal fone.’ Custom (8) 4-dr., $945, $925*, 
8 -dr. 825°. '52 C . -dr., eee 
a ones” 25°. '5 Oronet 4-dr., | sUDSON—'55 Custom 4-dr., $1,600°. ‘52 

FORD—'56 Thunderbird, $2,865* (ps), $2,-| Hornet 4-dr., $335°. °51 Hornet 4-dr 
850; Country Squire, $2 50. °55 Fair- al $240, $205, $200; Commodore 

s rt . > aane . . Hardtop, $230*. 
lane (8) Victoria, $1,665* (ps), $1,600; : , eane 
conv., $1,545*; Custom () 4-dr., $1.,- KAISER 52 4-dr., $320 — 
400*. $1,395, $1,225. $1,115. ‘54 Crest LINC OLN ‘56 Capri coupe, $3.545*° (ps) 
(8) sedan, $1,150*; conv., $995*; Cus- 54 Capri 4-dr., $1,705° (ps), $1,655°, 
tom (8) 2-dr., $1,130*, $900; Custom $1.540° (ps); coupe, $1,640° (ps), §$1,- 
(6) 2-dr. $835. : 555* (ps). ‘53 Cosmopolitan coupe, 

HUDSON—’55 Hollywood 2-dr $1,430*: irae. Capri coupe, $870*, $750* 
H -dr. 1,275*. '52 H aa '| ME 56 Custom station wagon, 
a eos ornet 4-dr., | ™'¢>'250°: Phaeton, $2.270°: Medalist 4: 

LINCOLN—'53 Capri 2-dr $1,405* (ps); dr., $2,185*. ‘55 Monterey coupe, 2,- 
4-dr. $905": Cosmopolitan 2-dr $1.- 000° (ps), $1,925*; Montclair conv $1,- 
255° (ps). 52 Cosmopolitan coupe, '$565* 810°; Custom Sport coupe, $1,705* ‘4 

MERCURY—'56 2-dr., $1,990*. '55 Mon-| . Custom Hardtop, $1,310 
terey 2-dr., $1,740°; 4-dr., $1,620*; Cus-| N 4S H—'55 Ambassador 4-dr., $1,600*; 
tom 4-dr $1,350. ''54 Monterey ‘conv., | ee 4-dr., $1,430 '54~—s station 

_ ¥ eo jag 950. 
$1,325°; 4-dr., $1,240; 2-dr., $1,075. °53| . “ason. 
: | OLDSMOBILE—’'56 (S88) Holiday, $2,932* 
0*, $835*, thd y. ’ 
— Hardtop, $89 $835 $730*, (ps); 4-dr., $2,790* (ps), $2,600°, §2.- 

NASH—’56 Rambler station wagon, $1,-| 450° (ps); (98) Holiday, $2,875* (ps) 
960. 54 4-dr., $500. '53 Rambler 2-dr., 55 (98) Holiday, $2,455° (ps); (88) 4- 
$605; 4-dr., $705*; Ambassador 4-dr.,| F-, $2,240° (ps), $1,700°. '54 (98) 4- 
$595. . : B dr., $1,770* (ps): (88) 4-dr., $1,615* 

OLDSMOBILE—'56 (98) conv., $2,910*| ., (PS); Holiday, $1.565*, $1,480° 
(ps). "55 (98) Holiday, $2,305* (ps), $2,- | PACKARD—'55 Patrician 4-dr., $2,120° 
175* (ps), $2,150° (ps); 4-dr., $2,220*| (PS); (400) Hardtop, $1,920° (ps). '53 
(ps); (88) Holiday $2.175* (ps) $2.- (200) 2-dr., $725*. '52 Mayfair Hardtop, 
100* (ps) 2,075* (ps) 2,025* (ps); - . 
2-dr ae (ps); ae. a) 995° a1, \P MOUTH—’'56 Belvedere (8) Suburban, 
790* (ps). '54 (98) conv., $1,885* (ps); $2, $2,010; Plaza (6) 4-dr., $1,410 
4-dr., $1,635* (ps), $1,575* (ps) 55 Plaza (8) Suburban, $1,400; Savoy 

PACKARD—'53 Clipper 4-dr., $780*, $550.| (8) 4-dr., $1,205. '53 Cranbrook club 

* . . non 

PLYMOUTH—’56 Belvedere (8) conv., $2,- | ,,,COUPe, $545*; 4-dr., $505* a 
000* (ps). ’55 Belvedere (8) 2-dr.. $1.- ee ai -- 56 Star Chief (8) 4-dr., §2,- 
660°; Savoy (8) 4-dr., $1,240* $1, 195 575* (ps); Catalina, §2,360°; Chieftain 
$1,075. '54 Belvedere Sport coupe, $980*. | (8) station wagon, $2,190°; 4-dr., $2,- 
"53 Cranbrook 4-dr., $540, $500, $480 180 55 Chieftain (8) station wagon, 
$380, 51 Cranbrook 4-dr.. $320: Cam- $1,940*; Star Chief (8) conv., $1,900* 
bridge conv., $295. 7 (ps); Catalina, $1,695. 

PONTIAC 56 Star Chief (8) 2-dr., §$2,- STUDEBAKER — ‘53 Commander 4-dr., 
200°. °SS Star Chief (8) Catalina, §1,-| 9625.51 Commander 4-dr., $225. 
790* (ps), $1,780* (ps): 4-dr. Lee | —_— wagon, $395 51 
(ps); Chieftain (8) 2-dr., $1,690°, '54| . Jeepster, $335, ' 

Star Chief (8) 4-dr., $1,245* (ps), $1,- MISCELLANEOUS — '56 Powells Sport 
on0, S000"; Chetan @) ear, Go| See Tee. OS Se se eS 
'53' Chieftain (8) Catalina, $950* (ps).| Ch@Ssis, $550; illys %-ton pickup, 

STUDEBAKER—'56 Commander 2-dr., $1,- 745. 52 International %-ton pickup, 
500 54 Champion sedan $760. 53 $535. ‘51 International %-ton pickup, 
Champion 2-dr., $640; Commander 4- $535. 


dr., $565*. ‘52 Commander Land 
Cruiser, $295*. 
w 





FT. WAYNE, IND. 


(Fort Wayne Auto Auction. Sale every 
Wednesday. Prices are for sale of Aug. 
28.) 

(Market steady. Sold 64 cars out of 85 
offerings.) 

BUICK—’'56 Century 2-dr., $1,800*. 
Century 2-dr., $1,200*; Special 2-dr. 
200°. *53 Special Riviera, $890*; 
dr., $875*. °51 Super conv., 
tion wagon, $430. 

CADILLAC—'50 (62) 2-dr., 

CHEVROLET—’55 Bel Air (6) 2-dr., 
150. °54 Two-ten station wagon, 
Bel Air 2-dr., $880*. 
$865*; Two-ten 2-dr., $590. '52 SL De- 
luxe Bel Air, $565*; 2-dr., $405. ‘51 SL 
Deluxe Bel Air, $470*. ’50 SL Deluxe 2- 
r., $200. 


"54 
$1,- 
Super 2- 
$420°; sta- 


$865°*. 

$1,- 
$990; 
’53 Bel Air conv., 


CHRYSLER—’56 Imperial 4-dr., $2,885* 
(ps). ’54 NY 4-dr., $1,000* (ps). 

DeSOTO—’'50 Custom 2-dr., $225*. 

DODGE—’54 Coronet 2-dr., $870. '52 Cor- 
onet 2-dr., $300. '51 Coronet 2-dr., $170. 
"50 Coronet 2-dr., $245*. 

FORD—’55 Fairiane (6) Victoria, $755. 
*54 Crest (8) Victoria, $875*, $770. '53 
Crest (8) conv., $715; Victoria, $700; 
2-dr., $915*, $445. 

HUDSON—'52 Hornet 4-dr., $385. ’51 Hor- 
net 2-dr., $150. 

KAISER—'52 Manhattan 2-dr., $345. 

MERCURY—’55 Monterey 2-dr., $1,625*. 
"54 Monterey 2-dr., $1,060*. 

NASH—’'52 Rambler sedan, $510. 

OLDSMOBILE—’'55 (88) Holiday, $1,855*, 
$1,750*. °54 (88) Holiday, $1,445*, $1,- 
385*. '53 (88) Holiday, $1,100*, $990*, 
$895*. '51 (88) 2-dr., $305. 


PACKARD—'55 Clipper 4-dr., $1,650* (ps). 

PLYMOUTH—'54 Savoy station wagon, $1,- 
000. °53 Cranbrook 2-dr., $700; Cam- 
bridge Suburban, $675. ‘52 Cambridge 
Suburban, $550. °51 Cranbrook 2-dr., 
$305; conv., $235. 

PONTIAC—-’56 Chieftain (8) station wag- 
on, $2,755*. '54 Chieftain (8) 2-dr., $1,- 
250* (ps), $845*. '53 Chieftain (8) 2-dr., 
$950*, $715*. °51 Silver Streak (8) 2- 
dr., $300*. '48 Torpedo (8) 2-dr., $110. 

STUDEBAKER—’55 Champion 4-dr., $930. 
’54 Champion 2-dr., $720. '50 Champion 
2-dr., $110. 

MISCELLANEOUS—’'54 Ford %-ton panel, 
$640. 


LITTLETON, COLO. 


(Colorado Auto Auction, Sale every 
Monday. Prices are for sale of Aug. 27.) 
(Seld 250 cars out of 400 offerings.) 
BUICK—’56 Super 4-dr., $3,000; Riviera, 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sales every 
Thursday and Friday. Prices are for sales 
of Aug. 30-31.) 

(Sold 274 cars out of 386 offerings.) 
BUICK—’56 Century Riviera, $2,500* (ps); 

Super conv., $2,400* (ps). ‘55 Special 

Riviera, $1,880*, $1,450*; 2-dr., $1,450*, 

$1,430*. "50 Super 4-dr., $180. 
CADILLAC—'56 (62) 4-dr., $4,500* (ps); 

(60) Special 4-dr., $3,350° (ps). '55 (62) 

coupe, $3,100* (ps). "54 (62) coupe, §$2,- 

650° (ps). "49 (75) 4-dr., $310°*. 
CHEVROLET—'56 Bel Air (8) conv., §2,- 

125*; 2-dr., $1,825*, $1,780; Two-ten (8) 

station wagon, $2,075*; 4-dr., $1,850. '55 

Bel Air (8) coupe, $1,550*; 4-dr., $1,340*; 

Two-ten (8) station wagon, $i, 405. ‘54 

Two-ten 4-dr., $860, $800*; Delray coupe, 

$830; One-fifty 4-dr., $650. ‘53 Bel Air 

Sport coupe, $820; 4-dr., $750, $700*; 

Two-ten 2-dr., $490. '52 SL Deluxe 2-dr., 


$580, $475*. '51 FL Deluxe 2-dr. $325. 

DODGE—’54 Coronet conv., $760. "53 Cor- 
onet Diplomat, $450*. "34 4-dr., $200. 

FORD—'56 Custom (8) 2-dr., $1,710, '55 
Fairlane (8) 2-dr., $1,330*, $900; Custom 
(8) 4-dr., $1,290*, $925; 2-dr., $1,200, 
$1,105; Main (6) 2-dr., $880. '54 Custom 
(8) 4-dr., $925*, $900, $845, $810*; 2-dr., 
$850; Main (6) 2-dr., $560. °53 Custom 
(8) 4-dr., $850, $800, $710, $670*; 2-dr., 
$750, $725*; Main (8) Ranch Wagon, 
$845. '52 Custom (8) 4-dr., $700, $650, 
$445. °51 Custom (8) 2-dr., $295, $280, 
$210; Main (6) 2-dr., $180. '50 Custom 
(8) 2-dr., $345, $300; 4-dr., $330, $275; 
Main (6) 2-dr., $240. °49 Custom 2-dr., 
$220, $150. 


=~ Rambler station wagon, $2,- 
50*. 
MERCURY—’56 Monterey Sport sedan, $2,- 


190°; 4-dr., $1,950*. '52 4-dr., $485. ‘51 
Monterey 2-dr., $345*; conv., $255. 
OLDSMOBILE—'56 (98) Holiday, $2,700* 


(ps); (88) Super Sport coupe, $2,560* 
(ps). '55 (98) 4-dr., $1,775* (ps); (88) 
Sport coupe, $1,710* (ps). '54 (88) 4-dr., 
$1,340*. 

PACKARD—’53 conv., $1,450* (ps). 

PLYMOUTH—’55 Savoy (6) 2-dr., $1,075. 
*52 Cranbrook 4-dr., $275. '51 Cranbrook 
4-dr., $255. '50 4-dr., $265. 

PONTIAC—’56 Chieftain (8) station wag- 
on, $2,050. '55 Chieftain (8) 4-dr., $1,- 
125*. '52 Chieftain (8) 2-dr., $350; station 
tion wagon, $625*. '51 Siler Streak (8) 


4-dr., $360. '49 2-dr., $290. 
STUDEBAKER — '54 Commander coupe, 
$575. '53 Commander 4-dr., $370. ‘50 


Champion 2-dr,, $100. 
MISCELLANEOUS—’56 Ford %-ton pick- 
up, $1,050. '55 Chevrolet %-ton pickup, 
$850. °52 Dodge %-ton pickup, $310; GMC 
%-ton pickup, $405. °'50 Dodge %-ton 


(Continued on Page 61, Col. 1) 
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pickup, $175. "50 Dodge Deluxe cab pick- | 
up, $125. | 
| 


FARGO, N. D. 


(Tri-State Auction Co, Sale every Thurs- 
day. Prices are for sale of Aug. 30.) 


(Consignment dropped slightly, but the | 
| 





sale was still active in spite of wind and 
rain and a tornado that hit just three 
blocks away. '52s through ’54s very much 
in demand. Sold 70 cars out of 109 offer- 
ings.) 
BUICK—’52 Super Riviera, $530*. 
per Riviera, $255*. 
CADILLAC—’'52 (62) coupe de Ville, $1,- 
380°. '51 (62) 4-dr., $930°. 
CHEVROLET — '56 Bel Air (8) Hardtop, 
$2,080* (ps); One-fifty (8) 4-dr., $1,900°. | 
'55 Two-ten (8) station wagon, $1,470; | 
Bel Air (6) 2-dr., $1,275. ‘54 Two-ten| 
station wagon, $1,290°; Bel Air 2-dr., $1,-| 
190°; 4-dr., $955. °53 Two-ten station) 
wagon, $975*; 4-dr., $750; Bel Air 4-dr., 


"50 Su- 








$700* (ps). ‘52 SL Deluxe 4-dr., $555, | 
$475*; 2-dr., $460, ‘51 SL Deluxe 4-dr., | 
$515*. ‘50 SL Deluxe coupe, $245*, $225. | 


CHRYSLER—'55 Windsor Nassau, $1,830°. 
‘50 Windsor Newport, $330°. | 
DODGE—’'55 Royal 4-dr., $1,725* (ps). "53 
2-dr., $450. | 
FORD—'56 Country sedan, $2,015°; 
tom (8) 4-dr., $1,575. ‘55 Fairlane (8) 
Victoria, $1,560°, $1,505*; Custom (8) | 
4-dr., $1,345, $1,300; 2-dr., $1,230, °53) 
Custom (8) 4-dr., $915; Main (8) 2-dr.,| 
700, "52 Main (8) Ranch Wagon, $800°; | 
Custom (8) 4-dr., $565. "51 Custom (8) | 
2-dr., $450°. "50 Custom (8) 2-dr., $300, 
$175 
HUDSON 
KAISER 


Cus- | 


$395". 
$370. | 


| 
i 


"53 Hornet 4-dr., 
'53 Manhattan 4-dr., 
LINCOLN—’51 Cosmopolitan 4-dr., $145*. 
MERCURY—'54 2-dr., $1,120 
NASH—’'53 Statesman Hardtop, $675. 
OLDSMOBILE—'49 (98) 4-dr., $145*. 
PLYMOUTH—'55 Savoy (8) 4-dr., $1,295. | 
'54 Savoy Suburban, $1,000. °53 Cam- 
bridge Suburban, $820; 4-dr., $450; Cran- 
brook 4-dr., $500°. "52 Cranbrook 4-dr., | 


$305. °49 2-dr., $125 | 
PONTIAC—'S4 Chieftain (8) 4-dr., $875°*. 
'52 Chieftain (8) 4-dr., $410°. '51 2-dr., 
$345. "49 4-dr., $240°. 
STUDEBAKER—'54 conv., $675". 
WILLYS—'46 Jeepster, $270, $265 | 


MISCELLANEOUS—'S4 Ford %-ton pickup, | 
$990. °53 Ford 1%-ton truck, $705; Chev- | 
rolet 1%-ton truck, $545. "52 Chevrolet 
2-ton truck, 2 at $400. "51 Chevrolet 1%-| 
ton truck, $550, $475; Ford 2-ton truck. 
$475; International 2-ton truck, $450. "50 
Chevrolet 1%-ton truck, $325. ‘49 Inter- 
national 2-ton truck, $100. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 

Thursday. Prices are for sale of Aug. 30.) 
(Buyers very active and more choosey. 
Clean autos still bringing very good 
prices. Sold 87 cars out of 103 offerings.) 

BUICK—’50 Super Riviera, $185*°; Special 
2-dr., $150. 

CADILLAC—’52(62) 4-dr., $1,080*. 

CHEVROLET—'54 Two-ten station wagon, 
$1,110°; 4-dr.. $890°. ‘53 Bel Air 2-dr., 
$680. ‘52 SL Deluxe station wagon, $645; 
4-dr., $610°; Business coupe, $295. ‘51 
SL Deluxe 2-dr., $415°; Deluxe 4-dr., 
$250; SL Special 4-dr., $205. ‘50 SL De- 
luxe 4-dr., $120°; 2-dr., $310. '49 SL De- 
luxe 2-dr., $185. '47 FM 4-dr., $105. 

CHRYSLER—’'50 Windsor club coupe, $255°. 
*49 Windsor conv., $100. 

DeSOTO—'53 Custom 4-dr., $660° (ps). ‘50 
Custom club coupe, $275; 2-dr., $100. 

DODGE—’55 Coronet (6) Lancer, $1,515. 
'53 Coronet Diplomat, $740°, $570°*; 
Meadowbrook 4-dr., $500. "52 Coronet 4- 
dr., $300°. ‘51 Meadowbrook 4-dr., $260°. 
"50 Wayfarer 2-dr., $145. 

FORD—'56 Custom (8) 4-dr., $1,650°, $1,- 
635°. ‘55 Fairlane (8) Crown Victoria, 
$1,675*; conv., $1,455°; Main (8) 4-dr., 
$1,005; 2-dr., $1,030. "54 Custom (8) 2- 
dr., $950; Main (8) 2-dr., $680. "53 Cus- 
tom (8) 4-dr., $775* (ps), $750° (ps);; 
2-dr., $800, $760, $750; Main (8) 2-dr., 
$610, $530, $510; Main (6) 2-dr., $490, 
$450. '52 Custom (6) 2-dr., $530°; Cus- 
tom (8) 2-dr., $475°. "51 Custom (8) 
4-dr., $225; 2-dr., $270, $145; Custom 
(6) 2-dr., $125. ‘49 Custom (8) 2-dr., 
$120; Custom (6) 2-dr., $110. 

MERCURY—'55 Monterey Hardtop, $1,470; 
Custom 2-dr., $1,260. ‘54 Custom 4-dr., 
$1,000. ‘51 2-dr., $265°. ‘49 2-dr., $190. 

NASH—'56 Rambler 4-dr., 

OLDSMOBILE—’'51 (98) 4-dr., 

PACKARD—'54 4-dr., $1,050°. 

PLYMOUTH—’'55 Plaza (8) 4-dr., $865. '54 
Belvedere conv., $910; Plaza 2-dr., $695. 
‘53 Cambridge Savoy, $800; 2-dr., $380; 
Cranbrook 4-dr., $575. '52 Cranbrook Bel- 
vedere, $385; 2-dr., $355. "50 conv., $165. 

PONTIAC — ‘53 Chieftain (8) Catalina, 
$900*. '50 Silver Streak (8) 2-dr., $100°. 

STUDEBAKER—'56 Golden Hawk, $2,605* 
(ps). °50 Commander 4-dr., $110°, °'49 
Champion 4-dr., $100, '48 Commander 4- 
dr., $185°. 

MISCELLANEOUS—’54 Dodge %-ton pick- 
up, $660; Ford %-ton pickup, $740. °53 








Henry J (4) 2-dr., $165. °52 Chevrolet 
%-ton pickup, $545. ‘51 Frazer 4-dr., 
$130°. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 

Wednesday. Prices are for sale of Aug. 29.) 

(Some hesitancy evident on newer mod- 
els but demand good on brand new cars 

in this area. Sold 141 cars out of 172 

consignments.) 

BUICK—’56 RM Riviera, $2,705* (ps); Spe- 
cial Riviera, $2,305*, $2,240*. '55 Super 
4-dr., $1,815° (ps); Special 4-dr., $1,610*. 
"54 Century Riviera, $1,480* (ps); Special 


2-dr., $1,250°. °53 RM Riviera, $880* 
(ps); 4-dr., $830° (ps). '51 Super 4-dr., 
$445. ’50 Special 2-dr., $205*. 


CADILLAC—'56 (62) coupe, $3,895* (ps); 


4-dr., $3,790* (ps). '54 (62) coupe, $2,- 
850° (ps). '53 (62) 4-dr., $1,565* (ps). 
"52 (62) 4-dr., $1,260* (ps). °51 (62) 


coupe, $1,295*. '50 (61) coupe, $795*. '49 
(62) 2-dr., $505°*. 

CHEVROLET—’56 Bel Air (8) Sport coupe, 
$2,165*; Two-ten (8) station wagon, $2,- 
135; 4-dr., $1,850*%; Two-ten (6) 4-dr., 
$1,745*; One-fifty (6) 2-dr., $1,495. °55 
Bel Air (8) coupe, $1,645*; Two-ten (8) 
4-dr., $1,265; Two-ten (6) 4-dr., $1,165*, 
$1,160, $1,145, $1,140. '53 Bel Air coupe, 
$930; 4-dr., $860; Two-ten 4-dr., $690, 


$670; 2-dr., $685, $675. °51 SL Deluxe 
2-dr., $450. 

DODGE — ‘55 Royal 4-dr., $1,485°*. '54 
Royal 4-dr., $845*. ‘53 Coronet 4-dr., 


$705*. °52 Coronet 4-dr., $295°. 
FORD—'56 Fairlane (8) Victoria, $2,145*; 
4-dr., $1,915*; Custom (8) 4-dr., $1,595*. 
’55 Fairlane (8) Victoria, $1,615*; 2-dr., 
$1,425*; Custom (8) 2-dr., $1,190. '54 
Main (6) 2-dr., $650. '53 Crest (8) 4-dr., 
$815*; 2-dr., $720*; Custom (8) 2-dr., 
$695*. °52 Crest (8) Victoria, $750; Cus- 
tom (8) 2-dr., $485. '51 Custom (8) Vic- 
toria, $435°. '50 Custom (8) 4-dr., $265°*. 


HUDSON—'56 Rambler station wagon, $1,- 


935° (ps). ‘55 Rambler station wagon, 
$1,315. 

LINCOLN — '56 Premiere coupe, $3,535* 
(ps). 

MERCURY—’'56 Montclair Phaeton, $2,615* 


(ps); Monterey Sport coupe, $2,245° (ps). 
"53 Monterey 4-dr., $1,005*, $950°; Cus- 
tom conv., $870. °'52 Monterey coupe, 
$495. 


NASH—’'55 Rambler station wagon, $1,495°. 
‘53 Rambler 2-dr., $500*, '52 Ambassador 
4-dr., $490°. 

OLDSMOBILE — ‘56 (98) 4-dr., $2,745° 
(ps); conv., $2,245*° (ps). "55 (88) 4-dr., 
$1,795*, $1,765°. ‘54 (88) Super 4-dr., 
$1,605*° (ps). "53 (98) 4-dr., $985*; (88) 
Super 4-dr., $850. "50 (88) 2-dr., $205. 

PACKARD—’56 Clipper 4-dr., $2,300*° (ps). 
"55 (300) 4-dr., $765°. 

PLYMOUTH—'56 Belvedere (8) 4-dr., $2,- 
005* (ps). "55 Savoy (8) 4-dr., $1,295°. 
"53 Cambridge 4-dr., $590°. '51 Cambridge 
Suburban, $515; 4-dr., $285. 


PONTIAC—’'56 Star Chief (8) Catalina, §2,- 
310° (ps). '55 Star Chief (8) Catalina, 
$1,785° (ps). ‘54 Star Chief (8) 4-dr., 


$1,195*; Catalina, $775. '52 Chieftain (8) 


4-dr., $540°. ‘50 Silver Streak (8) 4-dr., 
$105° 

STUDEBAKER—'55 Champion 4-dr., $1,- 
195°. ‘53 Champion 4-dr., $750°. ‘52 
Champion 4-dr., $230°. 

WILLYS — ‘53 station wagon, $590°. °51 
station wagon, $345°. 

MISCELLANEOUS — '53 Chevrolet %-ton 
pickup, $605. ‘51 International truck, 


$410. "46 Chevrolet 1%-ton truck, $150. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 

day. Prices are for sale of Aug. 28.) 

(Market off slightly on most late model 
cars. Clean and sharp autos still in good 
demand. Rough units bringing just what 
they should—rough prices. Sold 108 cars 
out of 139 offerings.) 

BUICK — ‘56 Super Riviera, $2,200°. °55 
Super Riviera, $1.960°, $1,810°; Special 
Riviera, $1,775*. ‘54 Super Riviera, $1,- 
350°; 4-dr., $1,225°, $1,150°. "54 RM 4- 
dr., $970°, $710°; Riviera, $960° (ps); 
Super 2-dr., $845°; Special 4-dr., $860°. 
‘52 RM conv., $590°: Super Riviera, 
$500*; Special 4-dr., $445. "51 Super 2-dr., 
$545°; 4-dr., $350°; conv., $410°. ‘50 Spe- 
cial 4-dr.. $265°; Super 4-dr., $210°. 

CADILLAC—'55 (62) coupe de Ville, $3,- 
300° (ps). °53 (62) 4-dr., $1,625° (ps). 
"51 (62) conv., $935°. "39 (62) 4-dr., 
$215 

CHEVROLET—'55 Two-ten station wagon. 
$1,220; 4-dr., $1,160, $1,145, $1,135, $1,- 
130, $1,125, $1,110, 3 at $1,100; 2-dr., 
$1,155, $1,150, $1,130, $1,110, $1,100. 54 
Two-ten 4-dr., $865, $830, $825°; 2-dr., 
$810. "53 Bel Air conv., $800°; 4-dr., 
$610°; One-fifty 2-dr.. $385. "51 SL De- 
luxe Bel Air, $370°. "50 SL Deluxe conv., 
$310°; 4-dr., $260, $230; coupe, $180. "49 
SL Deluxe 4-dr., $125. 

CHRYSLER—'54 Windsor sedan, $1,010°. 
‘53 Windsor sedan, $635*. ‘°52 Windsor 
4-dr., $260°; Saratoga 4-dr., $455°. ‘50 
Windsor conv., $285°. 

DeSOTO—'51 Custom con., $370. 

DODGE—’'55 Royal 2-dr., $1,580*. °53 Cor- 
onet 4-dr., $610*. 

FORD—'55 Country Squire, $1,700°; Cus- 
tom (6) 2-dr., $1,190, $1,080. "54 Main 
(8) Ranch Wagon, $1,075; Custom (8) 
4-dr., $750°; 2-dr., $765, $700°, $645. °53 
Custom (8) 4-dr., $675°. "52 Business 
coupe, $320. ‘51 Custom (8) Victoria, 
$435°, $400°; 4-dr., $350. 

LINCOLN—’S4 Capri con., $1,375°. 

MERCURY—’'52 4-dr., $485, $450. 

NASH — '52 Ambassador 4-dr., $600. ‘51 
Rambler Hardtop, $265. "50 Ambassador 
4-dr., $145. 

OLDSMOBILE—'55(88) 4-dr., $1,780°. ‘54 
(98) 2-dr., $1,680° (ps); (88) 2-dr., $1,- 
000. ‘53 (88) conv., $1,075°. "52 (98) 
2-dr., $460°. ‘51 (98) Holiday, $480°; 
4-dr., $350°, $225°. '50 (98) 4-dr., $140°; 
(88) 4-dr., $165°. '49 (88) conv., $125°; 
2-dr., $115°. 

PACKARD—’53 Clipper 2-dr., $400°*. 

PLYMOUTH—’'53 Cambridge 4-dr., $540. 
"50 Deluxe 4-dr., $105. °49 Deluxe 4-dr., 
$100. 

PONTIAC—’55 Chieftain (8) 4-dr., $1,425°, 
$1,385*. °54 Chieftain (8) Catalina, $1,- 
150°. '53 Chieftain (8) conv., $795*. '52 
Chieftain (8) conv., $425°; 4-dr., $335°. 
"51 Silver Streak (8) conv., $400°; sta- 
tion wagon, $365°; 4-dr., $430. '49 Silver 
Streak (8) 4-dr., $135*. 

STUDEBAKER — ‘52 Commander 4-dr., 
Son, ’51 Champion 4-dr., $150; 2-dr., 
120. ; 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Tuesday. Prices are for sale of Aug. 28.) 
BUICK—’56 Super Riviera, $2,280*. '55 RM 

4-dr., $1,960* (ps); Century Riviera, $1,- 

855*, $1,850°. "54 Super Riviera, $1,150°. 

’52 RM Riviera, $515* (ps); Special Rivi- 

era, $425*. '51 Super Riviera, $300*; 2- 

dr., $225; Special 4-dr., $185. °50 Deluxe 

2-dr., $135. '49 4-dr., $125°. 
CADILLAC—’'54 (62) 4-dr., $2,385°. °53 

(*0) Special 4-dr., $1,385* (ps). ’52 (62) 

coupe, $1,250* (ps); 4-dr., $1,085*. 
CHEVROLET—’'56 Bel Air (8) Sport coupe, 

$2,175*; 4-dr., 2 at $2,050*, $2,000; Two- 
ten (8) station wagon, $2,060*; 4-dr., $1,- 

650, $1,600; One-fifty (6) 2-dr., $1,590°, 

$1,100. ’°55 Bel Air (8) Sport coupe, $1,- 

800*, $1,685* (ps); 4-dr., $1,510*, $1,435*; 

Bel Air (6) clubcoupe, $1,245; Two-ten 

(8) 2-dr., $1,200*; 4-dr., $1,195. °54 Two- 

ten 4-dr., $910*; 2-dr., $880; One-fifty 

2-dr., $760. '53 Bel Air 4-dr., $915* (ps); 
2-dr., $885; Sport coupe, $885* (ps); Two- 
ten 2-dr., $800, $755; 4-dr., $730*, $720°, 
$715*. '52 SL Deluxe Bel Air, $675; 4-dr., 
$515*, $500°, $485°*, $455, $375°; 2-dr., 
$450, $415. 51 SL Deluxe Bel Air, $450*; 


4-dr., $450, $385; 2-dr., $410, $355. '50 SL 
Deluxe 4-dr., $170. 


CHRYSLER—’54 Windsor 4-dr., $1,200, ’53 
Windsor Newport, $675. '52 4-dr., $400*. 
"51 Windsor 4-dr., $315°*. 


DODGE—’55 Coronet 4-dr., $1,285*. °52 4- 
dr., $380*. °51 Coronet club coupe, $220*. 
"50 Meadowbrook 4-dr., $170*, $150. 


FORD—’'56 Thunderbird, $3,085*; Fairlane 
(8) Victoria, $2,150*, $1,875*; 4-dr., §$2,- 
010*, $1,880* (ps), $1,875*, $1,750° (ps); 
conv., $1,800; Custom (8) 4-dr., $1,795°*; 
2-dr., $1,590; Main (8) 2-dr., $1,610; 
Main (6) 2-dr., $1,575. '55 Fairlane (8) 
Crown Victoria, $1,845* (ps); Custom 
(8) 2-dr., $1,650*, $1,335, $1,315* (ps), 
$1,290, $1,245, $1,185*; Main (8) Ranch 
Wagon, $1,480. '54 Crest (8) conv., $1,- 
195*; Hardtop, $1,150*; Custom (8) 2-dr., 
$975, $895*. '53 Crest (8) Victoria, $990, 
$890*, $850*; station wagon, $940. '52 
Crest (6) Victoria, $715*; Custom (8) 
2-dr., $630, $515*, $505; Main (8) 2-dr., 
$480, $400. °51 Custom (8) 4-dr., $330*; 
2-dr., $325*; Custom (6) 2-dr., $300. '50 
Deluxe (6) 2-dr., $210. 

HUDSON—’53 Super Jet 4-dr., $555*, $485°*; 
Hornet 4-dr., $355*. 

LINCOLN—’55 Sport coupe, $2,135*, °'54 
4-dr., $1,520* (ps). 

MERCURY—’56 Monterey Hardtop, $2,285* 
(ps). °55 Montclair Hardtop, $1,925*, $1,- 
910°; Monterey 4-dr., $1,750*. °54 Mon- 
terey 4-dr., $1,295*, $1,225*; coupe, $1,- 
085. °53 conv., $840. '52 Monterey 4-dr., 
$630°. '51 club coupe, $380*, $360°; 4- 
dr., $320°. '50 4-dr., $175. 

NASH—’'52 Rambler sedan, $650*; 
man sedan, $525°. 

OLDSMOBILE—'55 (98) Holiday, $2,265* 
(ps); (88) Holiday, $2,200° (ps); 
$1,895°. °54 (88) Super conv., 
Holiday, $1,450*. '53 (98) 4-dr., 
(ps). '52 (88) 4-dr., $725°*; 2-dr., 

PACKARD — ‘53 Sport coupe, §800°. 
(300) 4-dr., $535°. 


States- 


PLYMOUTH—’56 Belvedere (8) Hardtop, 
$2,050* (ps). '54 Belvedere 4-dr., $510*. 
’52 Cambridge 4-dr., $300; Concord coupe, 
$135. °51 Cranbrook 4-dr., $290, $120. 
*50 club coupe, $200, '49 Suburban, $355. 


PONTIAC—’55 Star Chief (8) Catalina, $1,- 
760°; 4-dr., $1,500*; Chieftain (8) Cata- 
lina, $1,670*°. °53 Chieftain (8) 4-dr., 
$795*; 2-dr., $790*. ‘50 Chieftain (8) 
coupe, $250°; club coupe, $170*. '49 Sil- 
ver Streak (8) 4-dr., $150*. 

STU DEBAKER—’53 Champion 4-dr., $450*; 
2-dr., $400. '52 Champion Hardtop, $275*. 
*51 Commander 4-dr., $250*. 


WILLYS—’52 Aero 2-dr., $330*. 


MISCELLANEOUS — ’'56 Chevrolet %-ton 
pickup, $1,305. ‘53 GMC %-ton pickup, 
$795; %-ton express, $550; 1%-ton truck, 
$205. °52 Ford %-ton pickup, $575. '51 
Ford 1-ton truck, $335. ‘48 Ford 1%-ton 
truck, $150. 

+ * * 


— Auctions in Brief — 


BEL AIR, MD. 


Bel Air Auto Auction (Subsidiary of Man- 
heim Auto Auction). Sale every Thursday 
(Aug. 30). Today marks the second week 
of our operation at Bel Air sale. We had 
136 cars entered and the sale was really 
hot. We have buyers for more clean cars as 
better than 80 percent sold this week. 

> - 


INDIANAPOLIS 
Ken Schaefer Auto Auction, Inc, Sale 
every Thursday (Aug. 30). All clean cars 
held their own. Buyers were reluctant to 
bid on late models as '53s and older found 
new homes. 
+ * ° 


SYRACUSE 
Syracuse Auto Auction. Sale every Wed- 
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worked up to a red-hot tempo. You must 
sell rough cars at rough prices, There’s ter- 
rific competition for clean and sharp autos, 


* * + 


MINNEAPOLIS 


Minneapolis Auto Auction. Sale every 
Wednesday (Aug. 29). Same old story. 
Sharp ones brought the money and ’53s and 
’54s were red hot, Sold 81 cars out of 120 
offerings. 


* + * 


MANHEIM, PA, 


Manheim Auto Auction, Sale every Friday 
(Aug. 31). Market slightly lower than last 
week. Sold 76 percent of 376 cars offered. 

* * + 


CHICAGO 


Greater Chicago Auto Auction, Sale every 
Thursday. Prices are for sale of Aug. 30. 
Sold 231 cars out of 399 offerings. 





Hardware Exhibit to Open 


Sept. 30 in New York 

NEW YORK.—The Independent 
Hardware Exhibit will be held at 
the Park Sheraton Hotel here Sept. 
30-Oct. 4. 

Domestic and imported tools, 
hardware and housewares will be 
displayed and admission will be 
free to the trade, Arrangements 
are being handled by Max Amper, 
Hi Test Twist Drill Corp., 464 W. 


nesday (Aug. 29). Sale started cold and| Broadway, New York. 
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Aluminum Strip 


Eyed as Winding 
For Auto Coils 


LOUISVILLE. — Several auto 
makers are taking part in develop- 
mental work aimed at replacing 
copper-wire-bound electrical coils 
with coils wound with aluminum 
strip conductor, according to Dr. 
George Perkins, product develop- 
ment director, Reynolds Metal Co. 


Reynolds several months ago an- 
nounced development of aluminum 
strip conductor interleaved with 
sheet insulation and aluminum strip 
self-insulated by an anodic film. 


Auto makers, Perkins said, have 
expressed interest in the use of 
aluminum strip conductor in coils 
for field generators, horns, ignition 
systems, starter solenoids and 
starter motors. 

Perkins said the aluminum con- 
ductors can save up to 50 percent 
in materials costs and can cut labor 
costs because of ease of installation. 

Other advantages, he said, are 
ease of winding, better heat trans- 
fer characteristics, elimination of 
many hot spot temperatures and 
reduction of voids, thickness in in- 
sulation and layer-to-layer voltages. 


Bach or Boogie 
Mood Music Favored 


By Motorists 


DETROIT.—What type music do 
motorists like best on the road? 
Do they travel happiest with BeBop, 
Bach or Boogie? A survey of Hi- 
Way HiFi record sales since Chrys- 
ler introduced the industry's first 
auto record player in its 1956 cars 
shows that neither “pops” or clas- 
sics dominate. 


Biggest seller, according to 
Columbia Records, is so-called 
“mood music”—popular songs done 
in a semi-classical style. Topping in 
sales all hour-and-one-half records 
available is “Columbia Hall of 
Fame,” which features the smooth, 
relaxing orchestras of Mitch Miller, 
Percy Faith and Les Elgart play- 
ing standard selections 
orchestral style. 


Popular with parents who motor 
with restive children are such 
quieting HiWay HiFi hits as “Peter 
Rabbit,” “Hans Christian Ander- 
son Fairy Tales” and “Rocky Jones 
and the Space Pirates.” Only prob- 
lem, say parents, is that soon it’s 
impossible to go for a family drive 
without the space pirates. 

Motorists who were always too 
busy to listen at home to Edward 
R. Murrow’s “I Can Hear It Now,” 
are apparently taking advantage of 
their time in the car to hear this 
masterpiece. It tops all documen- 
taries and accounts for a sizeable 
slice of HiWay HiFi disc sales. 


in fancy | 
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The following advertised - delivered 
prices include the suggested base fac- 
tory list prices, Federal excise tax 


amounts and suggested dealer delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 


buyer, such as State and local taxes, 
transportation charges and optional 
| equipment. 


| BUICK—Special—4-dr. sed., $2,416; 2- 
|}dr. sed., $2,357; 4-dr. hardtop, $2,528; 2- 
|}dr. hardtop, $2,457; conv., $2,740; 4-dr. 
2-seat stat. wag., $2,775. Century—4-dr. 
hardtop, $3,041; 2-dr. hardtop, $2,963; 
|conv., $3,306; 4-dr., 2-seat stat. wag., 
| $3,256. Super—4-dr. sed., $3,250; 4-dr. 
hardtop, $3,340; 2-dr. hardtop, $3,204; 
conv., $3,544. Roadmaster — 4-dr. sed., 
| $3,503; 4-dr. hardtop, $3,692; 2-dr. hard- 


Current Prices on New Cars 


| tom Ranch Wagon, $2,249.32; 2-dr, 2-seat | 


top, $3,591; conv., $3,704. (Dynafiow 
| standard on Century, Super and Road- | 
master. Power steering standard on Super 


and Roadmaster. ), 

CADILLAC — Series 62 — 4-dr. sed., 
$4,296; 2-dr. hardtop, $4,201; 4-dr. Sedan 
deVille hardtop, $4,753; 2-dr. Coupe deVille 
hardtop, $4,624; conv., $4,766; 2-dr. 
dorado Seville hardtop, $6,556; 
Biarritz conv., $6,556. Series 60 Special - 
4-dr. sed., $5,047. Series 75-——8-pass. sed., 
$6,613; S-pass. lim., $6,828, (Hydra-Matic, 
power steering, power brakes standard.) 

CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $99.) One-Fifty 
4-dr. sed., $1,869; 2-dr. sed., $1,826; util- 
ity sed., $1,734; 2-dr. 2-seat stat. wag., 
$2,171. Two-Ten—4-dr. sed., $1,955; 2- 
dr. sed., $1,912; cl, cpe., $1,971; 4-dr 
hardtop, $2,117; 2-dr. hardtop, $2,063; 2- 
dr, 2-seat stat. wag., $2,215: 4-dr. 2-seat 
stat. wag., $2,263; 4-dr. 3-seat stat. wag., 
$2,348. Bel Air—4-dr. sed., $2,068; 2-dr. 
sed., $2,025; 4-dr. hardtop, $2,230; 2-dr 
hardtop, $2,176; conv., $2,344; 4-dr. 3- 
seat stat. wag., $2,482; 2-dr. 2-seat Nomad 
stat. wag., $2,608. Corvette—-Hardtop cpe. 
or conv, (V-8 only), $3,149. 

CHRYSLER—Windsor—4-dr. sed., $§2,- 
870.25; 4-dr. Newport hardtop, $3,128.25; 
2-dr. Newport hardtop, $3,041.25; 2-dr. 
Nassau hardtop, $2,904.75; conv., $3,- 
335.75; 4-dr. stat. wag., $3,598 New 
Yorker—4-dr. sed., $3,779.25; 4-dr. New- 
port hardtop. $4,101.75; 2-dr. Newport 
hardtop, $3,951.25; 2-dr. St. Regis hard- 
top, $3,995.25; conv., $4,242.50; stat. wag., 
$4,523.25. 300-B—2-dr. hardtop, $4,419. 
(Powerflite and power brakes standard on 
New Yorker.) 


CLIPPER—Deluxe—4-dr: sed., 2,731. 
Super—4-dr. sed., $2,866; 2-dr. hardtop, 
$2,916. Custom—4-dr. sed., $3,069; 2-dr 
hardtop, $3,164. 

CONTINENTAL 2-dr. hardtop, $9,- 


543.25. (Turbo-Drive, power steering, power 
| brakes standard.) 

DeSOTO — Firedome -— 4-dr. sed., $2,- 
677.75; 4-dr. Seville hardtop, $2,832.75; 2- 
dr. Seville hardtop, $2,733.75; 2-dr. Sports- 
man hardtop, $2,953.25; conv., $3,081.25; 
stat. wag., $3,370.75. Fireflite—4-dr. sed., 
$3,119; 4-dr. Sportsman hardtop, $3,431; 


ho 


dr. Sportsman hardtop, $3,346; conv., $3,- 
544. Pace Car—conv., $3,615. (Powerttite 
standard on Fireflite.) 

DODGE — Coronet 6 4-dr. sed., $2,- 


267.25; 2-dr. sed., $2,194.25. Coronet V-8 
4-dr. sed., $2,375.25; 2-dr. sed., $2,302; 4- 
dr. hardtop, 2,551; 2-dr. hardtop, §2,- 
437.50; conv., $2,677.50. Royal—4-dr. sed., 
$2,512.75; 4-dr. hardtop, $2,696.75; 2-dr. 
hardtop, 2,582.75. Custom Royal—4-dr 
sed., $2,623.25; 4-dr. hardtop, $2,807.25; 2- 
dr. hardtop, $2,693; conv., $2,912.50. 
Station Wagcons—2-dr. 2-seat Suburban 6, 
$2,491; 2-dr. 2-seat Suburban V-S, $2.599; 
2-dr. 2-seat Custom Suburban V-8, §2,- 
728.50; 4-dr. 2-seat Sierra V-8, $2,716.25; 
i-dr. 3-seat Sierra V-S8, $2,821.75; 4-dr. 
2-seat Custom Sierra V-8, $2,868.50; 4- 
dr. 3-seat Custom Sierra V-8. $2,974. 
FORD (Prices are for 6-cyl. models. 
For V-Ss, add $99.98.) Mainline—4-dr. 
sed., $1,895.20; 2-dr. sed., $1,850.02; 
business 2-dr., $1,747.94. Customline —4- 
dr. sed., $1,985.48; 2-dr. sed., $1,939.30; 
2-dr. hardtop, $2,092.65. Fairlane—4-dr. 
sed., $2,093.36; 2-dr. sed., 2,047.18; 4- 
dr. hardtop, $2,248.52; 2-dr. hardtop, §2,- 
193.70; Crown Victoria, $2,337.47; conv., 
$2,358.79. Station Wagons—2-dr. 2-seat 
Ranch Wagon, $2,184.77; 2-dr. 2-seat Cus- 





Parklane, $2,427.77; 4-dr. 2-seat Country 
Sedan, $2,296.59; 4-dr. 3-seat Country | 
Sedan, $2,428.01; 4-dr. 3-seat Country 
Squire, $2,532.56. Thunderbird —- Hardtop 


cpe. (V-8 only), $3,151.32. 


HUDSON — Wasp Super 6—4-dr. sed., 
$2,419.70. Hornet Special V-8—4-dr. sed., | 
$2,629.70; 2-dr. hardtop, $2,744.70. Hornet 
Super 6—4-dr. sed., $2,774. Hornet Cus- 
tom 6— 4-dr. sed., $3,023; 2-dr. hardtop, 
$3,140. Hornet Custom V-8—4-dr. sed., 
$3,290.30; 2-dr. hardtop, $3,433.30. 
(Power brakes standard on Custom V-8.) 


IMPERIAL—Imperial—4-dr. sed., $4,- 
831.75; 4-dr. hardtop, $5,225.25; 2-dr, hard- 
top, $5,094. Crown Impertal—S-pass. sed., 
$7,602.25; lim., $7,736.25. (Powertfiite, 
power steering and power brakes standard.) 


LINCOLN—Capri—4-dr. sed., $4,211.50; 


| 2-dr. hardtop, $4,119. Premiere—4-dr. sed., 


| $4,600.50; 


El- | 
Eldorado | 


2-dr. hardtop, 
$4,746.50. (Turbo-Drive 
ing standard.) 


MERCURY — Medalist—-4-dr. sed., §$2,- 
313; 2-dr. sed., $2,254; 4-dr, hardtop, §$2,- 
458; 2-dr. hardtop, $2,388.50. Custom 
4-dr. sed., $2,410; 2-dr. sed., $2,350.50; 
4-dr. hardtop, $2,555; 2-dr. hardtop, §2,- | 
485; conv., $2,711.50; 4-dr. 2-seat stat. 
wag., $2,722; 4-dr. 3-seat stat. wag., $2,- 
S19. Monterey—4-dr. sed., $2,555; 4-dr. 
hardtop, $2,700; 2-dr. hardtop, $2,630; 4- 
dr., 3-seat stat. wag., $2,977. Montclair— | 
i-dr. hardtop, $2,834.50; 2-dr. hardtop, | 
$2,764.50; conv., $2,899.50. 


$4,600.50; conv., 
and power steer- 


METROPOLITAN — 2-dr. hardtop, $1,- 
527; conv., $1,551. 


NASH—statesman Super 6——4-dr. sed., 
$2,384.70. Ambassador Special V-8—Super 
4-dr. sed., $2,594.70; Custom 4-dr. sed., 
$2,819.70; 2-dr. hardtop, $2,684.70. Am- 
bassador Super 6—4-dr. sed., $2,689. Am- 
bassador Super V-83—4-dr. sed., $3,001.30. 
Ambassador Custom V-8—4-dr. sed., $3,- 
240.30; 2-dr. hardtop, $3,383.30. (Power 
brakes standard on Custom and Special 
Custom models.) 


| 


OLDSMOBILE—Series 88—4-dr. sed., $2,- | 


487; 2-dr. sed., $2,422; 4-dr. hardtop, $2,- 
671;.2-dr. hardtop, $2,599. Super 88—4-dr. 
sed., $2,640; 2-dr. sed., $2,574; 4-dr. hard- 
top, $2,881; 2-dr. hardtop, $2,808; conv., 
$3,031. Series 98—4-dr. sed., $3,298; 4-dr. 
hardtop, $3,551; 2-dr. hardtop, $3,480; 
conv., $3,740. (Jetaway Hydra-Matic and 
power steering standard on Series 98.) 


PACKARD—Executive 
465; 2-dr. hardtop, $3,560. 
dr. sed., $4,160. 400—2-dr. 
190. Caribbean — 2-dr. hardtop, $5,495; 
conv., $5,995. (Ultramatic standard on all 
models. Power steering and power brakes 
standard on Caribbean. ) 


4-dr. sed., $3,- 
Patrician—4- 


hardtop, $4,- 


PLYMOUTH (Prices are for 6-cyl. 
models. For V-S8s, add $103.50 for Bel- 
vedere 4-dr. hardtop, Savoy 2-dr, hardtop 


and all station wagons; add $103.25 for all | 
$1,- | 
2-dr. sed., $1,883.25; business cpe., | 
5 2- | Golden Hawk.) 


other models.) — Plaza — 4-dr. 
926.25; 


$1,784. 


sed., 





5. Savoy— 4-dr. sed., $2,025.25; 





dr, sed., $1,982.25; 2-dr, hardtop, $2,129.50, 
Belvedere—4-dr, sed., $2,109.25; 2-dr. sed,, 
$2,066.25; 4-dr. hardtop, $2,281.25; 2-dr, 
hardtop, $2,213.50; conv. (V-8 only), $2,. 
477.50. Fury—2-dr. hardtop (V-8 only), ©2,- 
866. Station Wagons—2-dr., 2-seat De!iixe 
Suburban, $2,196.25; 2-dr. 2-seat Custom 
Suburban, $2,267.25; 4-dr. 2-seat Custom 
Suburban, $2,313.50; 4-dr. 2-seat Sport 
Suburban, $2,483.50. 


PONTIAC — Chieftain 860 — 4-dr. 
$2,298; 2-dr. sed., $2,240; 4-dr. hardtop, 
$2,443; 2-dr. hardtop, $2,370; 2-dr. 2-<eat 
stat. wag., $2,569; 4-dr. 3-seat stat. wag., 
$2,653. Chieftain 870—4-dr. sed., $2,413; 
4-dr. hardtop, $2,534; 2-dr. hardtop, $2,- 
480; 4-dr. 2-seat stat. wag., $2,749. Star 
Chief—4-dr. sed., $2,527; 4-dr. hardtop, 
$2,735; 2-dr. hardtop, $2,665; conv., §2,- 
857; 2-dr. 2-seat Safari stat. wag., $3,129. 


RAMBLER — Deluxe — 4-dr. sed., 
829.20. Super—4-dr. sed., $1,939.20; 
2-seat stat. wag., $2,233.20. Custom 
sed., $2,059.20; 4-dr. hardtop, $2,224 20; 
4-dr. 2-seat stat. wag., $2,329.20; 4-dr., 
2-seat hardtop stat. wag. $2,494.20. 


STUDEBAKER—Champion 6—4-dr. sed., 


sed., 


$1,- 
4 -dr. 
-4-dr. 


$1,996.39; 2-dr. sed., $1,946.39; 2-dr, 
sedanet, $1,844.39. Hawk 6—Flight Hawk 
5-pass. cpe., $1,985.89. Commander V-8— 
4-dr. sed., $2,124.89; 2-dr. sed., $2,075.89; 
2-dr. sedanet, $1,973.89. President V-8— 
| 4-dr. sed., $2,234.89; 2-dr. sed., $2,187.49, 
President Classic — 4-dr. sed., $2,489.22. 


Hawk V-8—Power Hawk 5-pass. cpe., $2,- 


100.89; Sky Hawk 2-dr. hardtop, §2,- 
476.89; Golden Hawk 2-dr. hardtop, §3,- 
061.22. Station Wagons Pelham 6-cyl, 
2-dr. 2-seat, $2,232.39; Parkview V-8 2. 
dr. 2-seat, $2,353.89; Pinehurst V-8 2-dr. 
2-seat, $2,528.89. (Overdrive standard on 


New Commercial Car Registrations, 


All States for July, 1956-1955 


Truck registrations by states 
are released here weekly, as 
compiled by R. L. Polk repre- 
sentatives in state capitals. 
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33 States Previously 56 19| 13173 183! 2364) 11464; 3565; 4975 612 18 386 617 926 353, 38755 
Reported for July 552417517 170, 3392, 13968; 4479, 4943) 476, 123 527 679. «1146 276| 47720 
California "56 | 2631) 71; 592 +2564 689 602 40 18 57 67; 218; += 258; «7807 
55 2741 28 730; 2170 881; 473) 40)— 15) So 59 294 301; 7823 

Colorado "56 | 347) 8| 63; 224 83 89 9 13 10 ee D 926 
‘SS 438 oo 302} 106 112 4,8 20 22 110 17; 12% 

Georgia "56 | 2291 13) 379) ~=—«2375 613) 721) 72; #9 a oo 6 =m Om 
55) | _ 730 94; 717 168 152 18 2 4) SI 12 1958 

indiana "56 774 25 132 661 150 402 | 25 7 43, 56,34, —tsé«‘iH SCD 
at 55 | __ 864) 4) 163|_—720;_—s8t}_—i331 7 2} 41) 22 27| 2423 

lowa "56 | 426 10 66 383 83 262) 2) 1 is} so 7)ti‘é “St”t*é«CSC«dCS 
/ 55, |} 503 8} 5 474 95 283 2] | . 18} 6 11} 1525 
Kentucky 56 | 433) 6 64 371 110 123 16 3 10 13 % | OANBS 
: é 55 528 i 4 _89 414 147 109 5 8 8 4 16 ! 1333 
Louisiana "56 575 2 69 565 132 136 8 4) 6 2 15 1520 
55 | 642 2 97 607 165, 144 4 _2| 15} 21 23 1722 

Massachusetts "56 & 409, 9, 167; 535 222 307 54 9 20) 70 57 26| 1890 
“oe 55 2|__:329 os 316 98 138 26 13 - 2! 4\ 25; 1120 
Mississiop "56 721 58 542 15! 183) - | 13 4 «14 1) 1693 
55 484 $3 356 149 7 19 | 10 2 ; 7 1187 

Missouri "56 684, 3 115 505 178 247 | 6 16 45 13 8 1821 
55 833 3} 105) — 626; 232) 24 £ 5 16 28 25) —10)_—sa219 

Nebraska "56 | 492 16) 30 214 59 134 I 2 2 8 16 7 «68! 
Cina 55 362 16} 75 356 il 193 4 | 7] 8; 9, Ss 8} 
New York "56 42; 1076 15 442;—«1:187 460 640 169 39 25 191 164 75| 4525 
eae 55 50} 1481) 31}. 467) 1268) 401) 79! 144,63) 33 125| 136) 76,5066 
Oregon 56 379 12 87| 476 182 216 24 4 19 62 61 62, 1584 
DES _ "55 52! 12 9 415 207 60; 33) 7 59 24 12! 33; «171! 

Pennsylvania "56 11} 1054 25 339 945 348 585 109 12 % 106 124 28 3722 
ee 55, ——stS|__—*1245 14 366} 987; 3st; 558; = 76j_ S| 4 73 86 33-382! 
South Carolina "56 “| 260 I 46 226 67 75 4 2 22 9 ! 713 
: i $5) __ 352 64 310 94 66; 4 __ 6 4 ic 910 
Washington "56 313 3 78 403 152 157 13 12 10 14 5! 31, «1237 
othe cae 55 ; 488) 7 156} 372|_—- 206,69) Ss 10}_—S st] S20), 79 34, «1569 
All States "56 77| 25738; 402; ««SO91| 23640; 7244, 9854; 1165 244 755, 1388 #«=«1874 932 78404 
_ For July - 55 91; 30058 307| 6277, 24378; 8031, 8960) _—~877 280; 925) ~=—«1224) = 2153, 85284413 
Year 56 613) 178995; 2432; -34522| 158047; 50570) 64535; 7743 1789, 5776; 9477 12460 6452 53341! 
To Date 55 607; 169516| 2036) 38623) 164769, 41129) 60498/ 5823) 1608; 6808, 7840 14780 4459 51849% 


“The information contained in this report has been compiled from official state documents. 





Every reasonable precaution has been 


exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 


R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions."—R. L. Polk & Co. 





New Passenger Car Registrations, All States for July, 1956-1955 


Car registrations by states 
are released here weekly, as 
compiled by R. L. Polk rep- 
resentatives in state capitals. 





Dodge} outh | rOTAL| Ford |Lincoln 


PI ym- Mer- 


cury 


LER 
tal 





Con- 
tinen- 


FORD 
TOTAL | Buick 























lan- 
ecus 


TOTA 






























































33 States Previously "56, 1317| 3243) 4560! 4866 364; 4129; 9532) 19780; 38671! 61593! 1867; 12106 51 75617; 21351 5345} 68294) 17520 14277; 126787; 1327; 2821; 4148 2639 252422 
Reported for July "S5| 2287) ~—4754| += 7041| +6038 493| 5047} 11047) 27753] 50378) 71353] 1627, 16650} _—s |_—=—8 9630} 30899) 5180) 75279| 25480) 23440) 160278) 2379 4276 = 66551542, 315524 
California 56, 203; 730; 933) 816; 112) 685) 1590) 3605; 6808) 10272; 493; 3129 28 13922; 3705; 1569; 11889; 3022; 2712) 22897 179 554 733, 2380 © 47673 
55 364} 845 1209} 878} 115} 722 1861} 4057; 7633) 10892) 372| 4135 _ 15399 7085 1361 11510 4493 4416) 28865, 353; 8% 1249 =~ 1652-56207 

Colorado "56 38 90 | 128 72| 7| 70; 232 335} 716| ~—:1009| | 237) 1} 1287| 330} 75| 1260, 253; 234! 2152 36 48 84 444i 
‘SS 40; 99139] ~—8] St 1} 100) 227} 389) 845) 1250) 28 323) a 160! 376 Si 95 1448 _ 37 370 _ 2666 ae i 87 eS 7) 5392 

Georgia "56 56 Fi 315 341) 31 266; 867| 1840/3345) 8411 | 126; 1244 3 9784| 2344; 516| 9713) 1886; 1903) 16362 80 354 434 179, 30419 
‘55 | 16 99 5 128) 10 A __ 357 ___ 843 1452 __3360 32 ___ 619} | 4011! 919 139 ; 3415 930 836 6239 49 171 220 46 2083 

Indiana "56 109 235,344) (334) 16| 354) 672) 1401! 2777| 4616) 153| 933 3 5705| 1745 377| 4967; 1480; +1100; 9669 106 414 520 104719119 
‘55| 127 302} 429 376} 27| 403) 767 1704; 3277| 4087) 76| __—‘926| 5089; 2028 276; 4509} __—«+1550 1501) 9864 162 476 638 42 7339 

Kentucky "56 21| 40 6! 70) 9| 46 154 424 703| 1405} 26; 306 1| 1738, 469 92| ‘1841 463; 283) 3148 25 56 ai 24, «+5755 
‘55| 31] 89 120 113 5} 105} 262} 713) __—*41198} __-2039| 13} 374| | 2426| 792 87| 2088 591 501 4059 38 91 129 8) 7940 

Louisiana "56 17) 71) 88 | 91 6 56) 158| 348) = 659! =: 1923 39; =: 380) 1 2343 479 113, 2008 576 542; 3718 30|. +78 108 36, 6952 
55) 29 68} 97 99 | 14), 95| 254 692] 154] 2436] 30) 341] | 2807] ~—t | ——135| 2325 702| 7054478} 42|_—125)_~—S167|_——2t|__—«8724 

Massachusetts ‘56; «131 413 544 363) 23 312) 653) —s«1559| 2910; +3747 118} 690 © 4560; 1325 308 592; 1554; 1023) 7802 129 156 285 323, 16424 
'55| 156| 51 667 344| 18} 273; 547|_—s1749|_——2931 3984 67| 701 _» .4752 1631 256 420 1599 1100 8006; 118) = 186 = 304; ~— 227 6887 

Michigan "56; 113] —s(382 495 358 20 406; 901 +«*1957| 3642! +—60ll 250| 1338 5| 7604| 2405 526} 7417; 2118)  1337| 13803 94 218 312; 204, «26060 
‘55, 170 472 642| 729 37 628| 1773|__-3962|__—-7129|_—~:10240 189} 2561] 12990| 4871| 637) :10896| ~—-3253| 3154) 22811 298 314 612 130, 44314 

Minnesota "56 | 66 157 223 195 10 177 468 827| 1677, 2458 85, 532 1 3076; 913) 180} 2825; 945) = 637; ~——- 5500) 63 189 252 62, 10790 
‘55; 106 185 291 198 17| 195 457| 1052] 1919) 3094 38 736 3868] 1007} 196, ~—-2999| 1306} = 719), 6227 104} 200 304 22| 1263! 

Missouri ‘ "56 | 17 129 146 126 14 207 298| 1065) 1710) 2643 61| 572 2| 3278 908 272; 3530 728 651; 6089 57 141 198 74; 11495 
55) 39] 195} = 234] S210 10 257 397| 1608} 2482) ~—- 3367 53} 763 4183) 1128) 187|. 3595} 1087) 1265) _~— 7262 99| 225 324 42| 14527 

Nebraska "56| 19) 40 59) 64) 3) 36 109} 306 518 925| 20| 177 1 1123; 364] 69; 1042; 226| 193; — 1894| 21| 40| 61} 10; 3665 
55) 26 45] 71 __ 103] 9| 71|___194 416} 793|__—‘1461| 25| _—-363 1849) 615 98| 1439 402; 354) _—-2908 25} _—*103}_—S128] ~—_—=stS|_—_—5 74 

New York ‘56, 282! S679 961; 1297) BI) 1154) 2163) 4901) 9596! 9643 | 1983) 4) 12029; 4219-1187! 10411!” 4085! 2776! 22678 304 491/795! —«11265+~=—«47324 
‘S5|_ 395) 1009} 1404) 1779} ~—s128|~—«*1323|—2412| 6634] 12276] 12097 382| 3313 15792| 6540/1300, 12777| ~—5632| +4248, + 30497, «556 779\ 1335; 805! 6209 

Oregon "56 | 46 160 206 | 66| ;| . 266 365 791| 1340) 37| 276 1) 1654, 514 140; 1528 372 367! 2921 24 118 142 240; 5954 
ae ‘| 158} 223) __—sit42| 9 145 327 525} 1148)  1632| 33} —-501| 2166| 646 112) 1950 624 570| _ 3902 52 150 202 102) 7743 
Pennsylvania 56} «195 473) S668! —«1:032| 56| 851; 1788; 4715; 8442; 7512; 260; 1671 6 9449, 3073 734, 8701; 2520; 2057; 17085 310 445 755 440; 36839 
‘55| 379 708) 1087) 1142} 65) 1146) 2162} 5477} ~—«9992| += 8732) ~—221| ~—2162 W115) 4453 636; 9211| —3395)_—«3171; + 20866| —497)_— 653) _—«s1150) == 259) 44469 

South Carolina "56 5| 31} 36) 50) | 38) % 322). 506; 1092) 18| 155 | 1265 314 87; 1242) 242) 197; 2082 4 32 36 35-3960 
‘55 40) | OH 55 3| 76 162} 410{ ~——-706|_—_—*136!| 7|___:230 1598 455 59; 1314, 306 373, 2507 16} 5 Si} 18} 4987 

Washington "56) 45; . «149) 194 94) | 86; 229 471| 889) —-:1352 33; 222 1 1608 470 91| 1477; 304) —Ss«329|~—=«o2671 25 % 121 252, 5735 
'55\ 84; 245} 329 tot} 15] 165{ 409) ~— bt} iat] =—1812 32} 416} 2260| __‘877| 116} 1902 632; 607| 4134 93 198 291 _-180| —_-8405 

All States ‘56|  2680/ 7281; 9961; 10235 766| 8962) 20176| 44221| 84360! 125952! 4025 25951| 114) 156042| 44928) 11681; 141737| 38294; 30618| 267258 2814 6251; 9065, 8311| 534997 
For July '95| 4354) 9821) 14175 12613] —986{_10865) 23615] 58645] 106724| 143197 3225) 35114) == |_—*181536| 64933) 10870) 150077| 52359] 47330) 325569) 4918, 8995) 13913, $328) 647245 
Year 56; 21453, 49900; 71353| 67768! 6032! 62622) 133763) 301539| 571724) 791685| 25923) 168843, 1051 987502; 339122; 85490| 946837! 276495! 2229311870875 20595| 50692| 71287 50743) 3623484 
To Date '55| 27974) 57082} 85056] 91085) 7716) 74072| 169590| 402209) 744672) 884300) 18727| 213419| | 1116446) 446441} 84849! 905912) 342733) 312875|2092810| 31708) 62306) 94014) 32022/4165020 


“The information contained in this report has been compiled from official state documents. Every reason- 
able pretaution has been exercised to insure accuracy of this report to the extent of the registrations 





L. Polk & Co. 


received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 
by reason of inaccuracies or omissions.’’—R. 
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Expect Sales, Profits to Rise .. . 





Dealers See Good 4th Quarter 


(Continued from Page 57) 


who are scared off by the higher 

prices will turn to ’56s. 

Four dealers said they would be 
out of cars by introduction day. But 
another said the cleanup would be 
a problem and that he would have 
to sacrifice profits to get rid of his 
stock. 

Dealers who reported better rela- 
tions with the factory indicated that 
in some instances, the factory has 
made a genuine effort to “get ac- 


quainted” with the retailer.—(C. K. 
Cates.) 
* * * 
Jefferson City, Mo. 
Dealers in this area feel they 
have learned a lot during 1956. 


They have seen that some dealers 
have made good profits on smaller 
volume, and the attitude of many 
in 1957 will be to make a legitimate 
profit on every deal and avoid 
volume races. 

This is particularly true of the 
small and medium-sized dealer. The 


metropolitan retailer, of course, 


faces different problems. 

Stocks of both new and used 
models are not unwieldly, indi- 
cating that the past few months 
have been active ones for most 
dealers. 

However, few are satisfied with 
the profit situation, and they say 
prospects for cleanup profits are 
not encouraging. 

The retailers are optimistic in 
viewing 1957 business. The new 
models and the expected changes 
will spur sales, they say. 

Dealership chiefs in this area say 
little if any worthwhile change has 
filtered down to them in the area 


of factory-dealer relations, but 
most of them are optimistic on this 
subject.—(L. H. Houck.) 

* * = 

Spokane 


Spokane is the center of a rich 
grain-producing area and fourth- 
quarter sales prospects are tied to 
the harvest. 


Crop indications at present are) 


fair to good, thus some dealers be- 


lieve sales of both cars and trucks} 


will pick up after the harvest when 
farmers have time and money. 

Opinion is divided on the clean- 
up question. Some dealers believe 
it will be orderly, while others see 
problems in disposing of their ex- 
cess "56s. Profits will be reduced 
a bit, they say. 

Sales have been slower than in 
1955, but a generally optimistic at- 
titude prevails for the future. Many 
dealers qualify their predictions 
with the suffix, “. . . if the boys in 
Detroit don’t overproduce.” 

Some dealers mentioned that the 
high cost of living has hurt auto 
sales. Many persons, they said, 
seem to be waiting for wage or sal- 
ary increases*before they can think 
about buying cars. 

Factory-dealer relations appear to 
be good. No dealer queried ex- 
pressed any great dissatisfaction in 
this regard.—(Janet F. Wallace.) 

- ~ * 


Denver 


Denver dealers say they have sold | 
as many—and in most cases more—| 


new cars than last year. Profits, 
however, have been smaller. 

Profit margins, they say, have 
been sliced to 1 or 2 percent. It’s 
been slightly more in some in- 
stances, but a goodly number of 
sales have barely broken even. 

They are hoping for better re- 

sults in the fourth quarter, but a 

majority of them fear that the 
last three months will follow the 
pattern of the first three quar- 

ters. 

The cleanup is under way and 
most dealers believe they will dis- 
pose of their 56s before the sale of 
‘57s gets into high gear. 

But they don’t expect much clean- 
up profit. They feel they'll just 
about break even. Dealer stocks 
average about 50 current-year 
models. 

Colorado's factory-dealer relations 
law was declared unconstitutional 
last month and retailers here have 
not had a chance to evaluate the 
effect of the decision. 

However, none reported relations 
as being worse. The majority said 
“no change” and a few think there 
has been some improvement. Some 
dealers think the factories should 





give more aid in disposing of 1956“excellent,” with one dealer noting 
| models.—(Ira R, Alexander.) 


* * * 


Jacksonville, Fla. 

An orderly cleanup and a lively 
fourth quarter with both sales and 
profits rising is foreseen by Jack- 
sonville dealers. Cleanup-profit pre- 
dictions range from “small” to 
“best of the year.” 

Inventories of 1956 models are 
dropping steadily and no dealer 
queried expressed apprehension 
over clearing the floor by intro- 
duction day. A Cadillac outlet 
said demand exceeds supply, and 
a Chevrolet retailer reported buy- 
ing models from fellow dealers 
in his line. 

All in all, dealer comments indi- 
cate that they expect the arrival of 
the ’57s to inject new life into a 
market that really hasn’t been too 
bad all year. 

No complaints were voiced in the 
area of factory-dealer relations. 
They were called 


“pleasant” 
















and | 


“100 percent cooperation, with the 
factory doing more than its share 
in such things as cooperative ad- 
vertising.”—(Mabel Moyer.) 


+ = oa 


Charlotte, N. C. 


New-car dealers here are looking 
for a big year in 1957, and they fig- 
ure the upturn will begin in mid- 
October when the new models be- 
gin to appear. 

They say introduction day will 
be a shot-in-the-arm after eight 
months of “high volume and low 
profits.” Exceptions are Cadillac 
and Lincoln dealers who say 1956 
has been a comparatively good 
year. 

Dealers report no inventory or 
cleanup problems. One said he is 
offering dealers $100 over factory 

list for cars of his make to build 
up his inventory, Other dealers 
say a shortage of 1956 models is 
likely by October. 

Low profit margins are a com- 
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| 
mon complaint. Some retailers 


blame “too much wild promotion 
and wild advertising early in the 
| year.” A Chrysler Corp. dealer said 
1956 has been “a terrible year.” 

In general, dealers assert, “The 
| business is here. People have the 
money. All we have to do is work.” 

Factory-dealer relations were 
termed “excellent.” 

Among foreign makes, Volks- 
| wagen and Porsche are in relatively 
greatest demand and shortest sup- 
ply. A dealer said his monthly 
quota of 25 Volkswagens leaves “a 
waiting list of 40 customers.”—(W. 
Forres Stewart.) 





* * * 


Boston 


Dealers here have set few records 


this year, but 1956 has not been dis- 
astrous, either. In general, dealers 
have found that profits are not as 
far behind 1955 as are unit sales. 

Most of the retailers expect the 
fourth quarter to be good, but none 
are predicting any records. Dealers 
in three General Motors lines said 
unit profits may climb, but they do 
not look for any great spurt in 
volume. 


Lincoln has had a good year 


63 


here as in the rest of the coun- 
try, and a dual dealer noted that 
this has helped offset the dip in 
Mercury sales. A Ford dealer be- 
lieves the fourth quarter may be 
very good. 


All Chrysler lines appear to be 
holding well, although behind last 
year. 


The cleanup poses no problem, 
dealers say. A Studebaker retailer 
summed it up by saying he did not 
have too many ’56s left and could 
afford to wait for profitable deals. 
Factory-dealer relations were called 
at “best-ever” levels by most deal- 
ers.—(Harry Stanton.) 


| Lovejoy Elected President 


Of Chicago Pontiac Dealers 


CHICAGO.—The Pontiac Dealers 
of Metropolitan Chicago have 
elected W. L. Lovejoy, Warner 
Motor Sales, president, 

Other officers are Lou Kole, 
Kole Motors, vice-president; Wil- 
liam Mougey, Chieftain Pontiac, 
secretary, and Hugh Wehmeier, 
Community Motors, Stony Island, 
treasurer. 


More than 125,000 persons read AUTO- 
MOTIVE NEWS every week! 


performance 
proven by millions 


of installations 


You're right from the start when you specify 
Bendix Folo-Thru Starter Drive. 


ECLIPSE MACHINE DIVISION of Gord” 


@ “No Kick-Out” feature wins overwhelming approval 
from car, truck and tractor manufacturers 


Although a comparatively new advancement in starter drive 
design, the Bendix* Folo-Thru Drive has already proven 

itself in millions of installations to be the most efficient starting 
equipment under all operating conditions. 


The Folo-Thru type is specially designed to follow thru 

the weak explosions until the engine actually runs on its own 
power. Thus, quicker and more dependable starts are 
assured even under the most extreme weather conditions. 


aviation ConPoRation 


ELMIRA, NEW YORK 


Export Sales: Bendix International Division, 205 East 42nd Street, New York 17, N. Y. 


costs less—tike the millions of Bendix Starter Drives manufactured for the 
industry, the new Folo-Thru Drive requires no actuating linkage, and the less expensive 
solenoid may be placed in any convenient position. Result is lower installation and 
maintenonce costs. Complete detailed information is available on request. 


*REG. U.S. PAT. OFF. 








Bendix* Folo-Thry Starter Drive ¢ Bendix* Aytomotive Electric Fuel Pump 5 Stromberg* Carburetor a 
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Stainless Steel on Plymouth— 


The committee of stainless steel producers of the American Iron & Steel Institute 
has recommended that dealers use stainless steel as a selling point. Here are shown 
the items made of the material on a Plymouth. 


Automobile Dealers Assn. Nichols 
resigned. 

George Graham (Oldsmobile) has 
been appointed by Herb Anderson, 
MADA president, to serve as corpo- 
rate secretary for the balance of 
this fiscal year. 


Minn. Dealers Choose 


Woodhead for Vacancy 


ST. PAUL. John Woodhead 
(Ford) has been elected to fill 
the unexpired term of Mal Nichols 
on the board of the Minnesota 









It’s the “Jiffy” hook 
that does the trick! 


New Campbell “Jiffy’’ Chains go on amazingly 
fast. No jacking the car. No moving the car. 
No hard-to-fasten inside lock. No dirty work— 
plastic sleeve guards with every pair. Get 
proof positive that here is the answer to get- 
ting out of trouble—and getting where you’re 


i National 
Safety Fit “™Safet y 
Council Tests show that reinforced 
tire chains increase stopping ability 
nearly 3 times—starting and 


climbing traction 4 to 7 times! qving enpily. 


Millions and millions of car owners will see the above advertisement 
in The Saturday Evening Post. And Campbell will be advertising in 





strikes. Get your “Jiffy’’ Chains today. Ask 
your dealer or service man. 
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Stainless Steel Advantages Listed .. . 


Brightwork Sales Appeal Told 


NEW YORK. — Automobile 
dealers can do a hard selling job 
where stainless steel is used for 
trim parts, according to the stain- 
less steel producers committee of 
the American Iron & Steel Insti- 
tute. 

As a guide to dealers, the com- 
mittee has drawn up the following 
sales check list for brightwork: | 

1. Make sure you know what 
metals are used for various trim 
parts, 

2. Stress functional importance of 
brightwork to car, how it protects 
body paint from scratching, aids 
weatherproofing and _ highlights 
styling. 

3. On brightwork which needs} 
regular care point out parts to cus- | 
tomer, recommend that regular 
washing, followed by waxing be 
used. This will keep brightwork in 
better shape, reduce complaints 
and offer an extra service potential. 

4. On brightwork which needs no 
care (stainless steel) point this out 
to customer. Make sure he knows it 





Be ready when bad weather 





the Post consistently during the chain-selling season—to send sales 


your way! So, it’s just good business to stock up now. Remember— 
when you sell a car—you have the first opportunity to profit by selling 
a set of “Jiffy” Chains! See your Campbell distributor, or write direct. 












Emergency 
“TRACTION KLIPS” 


The easy way out in 
snow, ice, mud. Out 
of ruts—up slippery 
hills—away from icy 
curbs. On or off in 10 
seconds! No dirty 
hands or clothing. 
Handy lever flips 
them off. 


CAMPBELL 
CHAIN 


CAMPBELL CHA 











n—they grip instant 


I | Compauy 


York, Pa. « W. Burlington, lowa « Portland, Ore. « Sacramento, Calif. 





won't rust, peel or pit. Sell him on 
durability, protection. 

5. Build up accessory sales by 
stressing durability and functional 
use as well as appearance. 

6. Hit glamour angle with wo- 
men. Compare brightwork with 
housewares, flatware, etc. 

7. Tell prospects about parts on 
new models which are changed 

from other metals to stainless to 
play up new developments. 

The committee said that, 
little trouble, a dealer could offer 
brightwork cleanup on nonstainless 
parts—regular washing, waxing 


with other routine servicing at a/| 


nominal cost. 

Dealers were reminded that in 
the early 1930s when the industry 
first adopted stainless steel, it was 
hailed as “one of the revolutionary 
achievements of the era.” 

“Somewhere between the 
buyer’s market of those days and 
the seller’s market of the recent 
past,” said the committee, 
“brightwork became lost in the 
shuffle. With a return to a 
buyer’s market, dealers could do 
well to take the brightwork story 


10 Corvettes, 80 Grid Trips 
Offered to AC Retailers 


FLINT. Ten Chevrolet Cor- 
vettes and 40 pairs of trips to foot- 
ball bowl games will be given away 
as highlights of spark-plug and oil- 
filter campaigns planned for this 
fall by General Motors’ AC Spark 
Plug division. 

The 1957 Corvettes will be given 
away in the spark-plug sales con- 
test which is open to AC retailers 
or their employes. In the oil-filter 
contest, 40 persons will get all- 
expense trips for two to the New 
Year’s Day bowl game of their 
choice. 

The campaigns, which AC says 


Letterbox 


(Continued from Page 12) 


looked like they were going places 
and Packard owners, who had 
owned other makes before, said 
these Packards with torsion level 
suspension are the easiest riding 


and handling car they have ever 


owned. 


Where will they get service on 
these cars, for which they have 
paid a good price and feel that it 
is due them? Every one expects 
a fair shake—owners, dealers and 
their employes, that are proud 
that they were responsible for 
bringing back the slogan “Ask 
the Man Who Owns One.” 


Mr. Churchill, of Studebaker- 
Packard Corp., and Mr. Hurley, of 
Curtiss-Wright Corp. two very 
brilliant top executives—could only 
have attained these positions 
through honest and fair dealing 
with their fellow men. This is my 
firm belief. 


And, in all fairness to everyone 
concerned, I would suggest that 
Mr. Churchill and Mr, Hurley be 
given a Packard car to drive for at 
least one week, and then give a 
statement to the public giving their 
opinion. Knowing that men of their 
type will be fair to all concerned. 


Let’s give our proud Packard 
owners, dealers and employes a 
new 1957 Packard automobile to 
buy and to sell and security to 
everyone concerned. For greater 
success, for greater living and 
safety let’s keep building Pack- 
ards and be proud that we are. 
How can this be done? Through 
the same way these honorable gen- 
tlemen have attained their great 
success in life. In believing that it 
can be done.—A SALESMAN. 
* * * 

Fairness 

Although I have been out of the 
auto industry for the last five 
years, I would like to commend the 


general excellence of your publica- 
tion. I have been particularly im- 
pressed by the fairness accorded 
both dealer and factory. — Rocer 
Bertranno, West Warwick, R. I. 


with 


| of the oil-filter campaign, while the 


“ACtion Starts with AC.” 




















































out of the closet, dust it off and 
put it to use. 

Following is a table put out by 
the committee which lists the stain- 
less steel used on each car by 
| weight: 


1956 COMPOSITE WEIGHTS 


Chrysler Corp.: Pounds 


Chrysler 34.00 
DeSoto 39.00 
Dodge 24.95 
Imperial 39.00 
Plymouth 25.01 
General Motors: 

Buick 14.98 
Cadillac 10.75 
Chevrolet 15.38 
Oldsmobile 16.97 
Pontiac ‘ 15.00* 
Studebaker-Packard: 

Packard 45 
Studebaker . 21.12 
Ford Motor Co.: 

Continental ... 50.00 
Ford ...20.00 
Lincoln 55.00 
Mercury 26.00 
*estimated 


are the biggest in its replacement 
sales history, will run concurrently 
from Sept. 15 to Nov. 15. Contest 
details will be given to retailers by 
AC jobbers, national accounts and 
warehouse distributors. 


The campaign centers around ad- 
vertising with which AC expects to 
reach 100 million persons. 

Features of the advertising push 
are sponsorship of 30 minutes of 
the 90-minute television show, 
“Wide, Wide World,” which is seen 
Sunday afternoon; extensive con- 
sumer and trade magazine adver- 
tising, 5,000 billboards throughout 
the country and displays for re- 
tailer use. 

The billboards will feature oil 
filters during the first month and 
spark plugs during the second. 

The retailer displays will show a 
30-inch plastic spark plug for 
mounting on the exterior of a dis- 
play window, and a four-dimen- 
sional oil-filter presentation with a 
colorful dangling mobile. 


“Bowl-Arama” will be the theme 


spark-plug drive will be geared to 


= * os 


Spark Plug Sparks Contest— 


General Motors’ AC Spark Plug division 
will award 10 Chevrolet Corvettes and 80 
football bow! trips to its retailers as part 
of a two-month spark-plug and oil-filter 
oe 


sales campaign which begins Sept. 15. 
Adjusting a 30-inch plastic spark plug 
which will be a dealer display during the 
drive is Clara Vallaire, “Miss AC." 
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| Big 2-Day Sale 


FREE DINNERS BOTH DAYS 


‘| Colorado Auto Auction 
il 4285 South Santa Fe 
m Littleton (South Denver), Colorado 


ush 
f 


= Monday, Sen. 17th 
7 WE WILL RUN ALL MODELS UP TO AND INCLUDING 
et 1955's. 


Tuesday, Sept. 18th 


ALL 1956 MODELS. 


We have one consignor with 150 1956 cars, various makes and models, all used, that are 
marked ‘“‘Sell to the highest bidder.”’ 


THIS PROMISES TO BE ONE OF THE BEST SALES OF THE YEAR 


hm | Monday’s sale will be by Model Group as usual: First Group, 52s and older; Second 
Group, ’53s, 54s and ’55s mixed, and ’56 models all on Tuesday. 


2 Wire Western Union FAX, Denver, Colo., or Phone SUnset 1-7821 for Hotel 
- | and Motel Reservations. 


CARS - CARS - CARS - CARS - CARS - CARS - CARS - CARS - CARS 
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Cost Reduction Is Core of Program... 





S-P Shoots for Profit by End of 


(Continued from Page 2) 
duced (target date is January, 
1957)?” he was asked, 

“They have present stocks 
which they can sell,” he said. 
Churchill noted that Studebaker 
dealers were experiencing an 
orderly cleanup and would have 
“showrooms waiting for the new 
models” and added that he 
expected the Packard cleanup 
would be orderly, too, with later 
introduction date. 

As to Daimler-Benz, Churchill 
said that any questions on future 
use of D-B engineering features 
on S-P cars were “purely specula- 
tion.” He added: “S-P is not a part 

of it (C-W negotiations with D-B) 
—at the moment.” 

The “out-of-the-red-by-Dec. 31, 


1957” program, Churchill said, is 
based on a projection of a world- 
wide 1957 sale of 150,000 cars and 
trucks with a domestic sale of 
100,000 Studebaker cars. 


He esti- 





of practical, 


SHMCUCISALY 


7 
Semi 


Back around 1945, ambitious plans 
were afoot to elevate the whole 
structure of automotive retailing. 
Today, more than a decade later, 
where do dealers stand? At the head 
of Better Business Bureau complaint 
lists! Yes, the road back to dignified, 
effective auto selling is still open. 
And it starts with the dealer... 
dedicated to performing a Service 
to his community. 

* * 


Here’s a typical Carlife success 
story reported by a Steubenville, 
Ohio Dodge-Plymouth dealer. They 
have been promoting Carlife for 
over five years now, and over that 
period of time they’ve grossed a 
profit of $26,628.00 on the sales of 
Carlife Guaranties alone. Net profit 
after deducting claims and a reserve 
for future claims, $13,431.00. What’s 
more, in the same five years, an- 
nual customer labor sales jum 
from $63,791.00 to $91,493.00! 


x * > 


It’s “Cleanup Time’”’ again and what- 
ever a dealer’s stock situation .. . in 
‘either new or used cars . . . chances 
are the models on hand are the “‘dogs’’ 
that have been tough to peddle all year. 
It’s a time, too, when buyers come 

ipped with their sharpest pencils. 
themes aut 4 it with a “whole 
skin”? Push ,Carlife Guaranty! It 
provides a powerful competitive sales 
weapon, improves a dealer’s “‘bargain- 
ing position”, and gives the prospect 
the added benefit oftentimes is 
all that’s needed to close the deal. 


*- ¢+ * 


Many dealers have found that men- 
tioning Carlife Guaranty in their ad- 
vertising pays handsome dividends 
in traffic and new car sales. Seems 
that today’s new car buyers are 
vitally interested in doing business 
with a dealer who'll stand behind his 
uct beyond the limit of the 
‘actory Warranty period. Try it... 
it costs nothing extra. And here’s 
a little suggested copy to squeeze 
into your next ad or commercial. 
“Ask about (dealer’s name) Carlife 
Guaranty plan. It protects you against 
major repair bills for 2 years or 
000 miles of worry-free driving. It 


25. 
helps keep car performance up, main- 


* 


tenance costs down. And it increases 
the trade-in value of your car when 
you turn it in on a new model!” 





mated the total market at 6,500,000 
cars. 
+. 


* + 
HURCHILL made clear these 
estimates were based on Stude- 
baker alone. “Packard sales will be 
surplus income,” he said. 
Churchill predicted an “orderly” 
|Sales year in 1957 and bore down 


24-Mile Bridge 
Opens in Louisiana 

NEW ORLEANS. — A 24-mile 
bridge—said to be the world’s 
longest overwater span—has been 
opened across Lake Pontchar- 
train here. The structure was 
financed by $46 million worth of 
revenue bonds, 

The bond issue will be paid for 
by tolls, beginning at $1 for auto- 
mobiles. The bridge was opened 
four months ahead of schedule, 
which, according to officials, will 
mean an unanticipated $600,000 
in revenue this year. 











re 


oe a EE 


..-a column devoted exclusively to the exchange 


profitable information and ideas 


among authorized Carlife Guaranty Dealers. 


A recent Circuit Court tax decision, 
upsetting precedent, has ruled that 
funds held in a “dealer’s reserve” 
are TAX EXEMPT. It was found that 
while any contingent liability ex- 
isted against that reserve, the dealer 
could not count that reserve as in- 
come. It is believed that this ruling 
will permit dealers to spread their 
tax loads from good years to bad. 
This is important to ALL dealers... 
doubly important to Carlife dealers! 
Ask your tax expert how this ruling 
affects Carlife reserves and let us 
know will you? We'll publish the 
concensus opinion on the matter in 
this column at a later date. 
. * + 


Speaking of tax matters, the Forand 
Subcdmmittee of the House will 
start hearings this fall on the pos- 
sibility of lowering excise tax rates. 
Be sure to let your Congressman 
know how you stand! 

> os ” 
SELLING TIPS FOR CARLIFE DEALERS 
This might more aptly be entitled 
“How to Get Your Salesmen to Sell 
Carlife.” At any rate, it’s very 
simple, very effective. It involves 
nothing more than announcing to 
sales and service personnel that, 
henceforth, all Carlife sales com- 
missions are payable in cash at the 
time of the sale. We understand, 
from the dealer who used this plan, 
that the men so enjoyed having 
“extra funds” in their pockets 
(funds their wives knew nothing 
about!) that Carlife sales zoomed 
and have remained at a consistently 
high level ever since. 

+ + * 


How are you doing? New car sales, 
used car sales, parts, accessories and 
customer-labor sales all booming 
along at satisfactory levels? If not, 

rhaps some of the ideas and in- 
Caaiien presented above will 
prove helpful to you. Let us know, 
will you? Drop us a line at our new 
address and we’ll be glad to send 
you full Carlife particulars. 


EC lilt 


THE CARLIFE GUARANTY CO. 
Detroit 4, Michigan 


9955 Grand River 











hard on the production race of 1955 
which, he said, created “disorderly 
selling.” 

He noted that this race resulted 
in nearly eight million cars “sold” 
(you can put that word sold in 
quotes, he said) with “dealers mov- 
ing cars at little or no profit.” 

In this regard, Churchill said 
that the majority of S-P dealers 
enjoyed profitable operations in the 
last two years when the factory 
was suffering a loss. 

“They were not pressured or 
induced to move cars at the ex- 
pense of dealer profits,” he said. 
Furthermore, he pledged that S-P 
would maintain “production flexi- 
bility to meet dealer require- 
ments.” 

“You have seen,” he told the 

press, “that rumors of a shortened 
Studebaker line were false.” 


Churchill said that there would 
be fewer options in color and in- 
terior trim. The multi-hues and 
interior options, he said, made it 
“costly and nearly impossible for 
dealers to stock a complete line 


.| for display.” 


Under the new Studebaker policy, 


S-P Liquidation 
Asked by Head 
Of Holder Group 


DETROIT.—Six resolutions have 
been forwarded to the Securities 
Exchange Commission by Sol A. 
Dann, local attorney, asking dissolu- 
tion of Studebaker-Packard. 

Dann, chairman of the S-P 
Stockholders Protective Assn., said 
he also asked: A Federal probe of 
company affairs; auditors and 
appraisers to examine its books, 
records and assets; names and 
addresses of S-P stockholders, and 
statements by officers and directors 
as to whether they sold S-P stock 
short. 


Dann said S-P stockholders 
should not be required to risk in- 
vestment in any proposed merger 
with Curtiss-Wright, 

Through dissolution, Dann said, 
stockholders would get about $15 
per share for their stock which 
closed the end of August at 6%. 

Dann proposed appointment of 
the investigating committee by 
Federal District Court and naming 
of Frank Rosenbaum and Leslie 
D. Bloom, attorneys, to bring the 
affairs of the firm to a conclusion 
and to take action to preserve 
company assets. 


New Sales Setup 
At McQuay-Norris 


ST. LOUIS. — As part of its ex- 
pansion program McQuay-Norris 
Mfg. Co. has set up a new piston 
ring sales division, according to 
Carl R. Wippern, executive vice- 
president. 





The new division will be staffed | 


with specialists who will supple- 


ment the work of the McQuay- | 


Norris general sales staff and will 
work directly with large piston ring 
users. 

The staff will include Gilbert R. 
McElroy and Ted H. Price, who 
have been assigned to the Atlantic 
area, and Robert G. Magee and 
James Wiles, who will work the 
Kansas-Oklahoma-Texas area. As- 
signments in other areas will be 
announced soon, 





Allstate Gives Discount 


To Seat-Belt Owners 


SKOKIE, flL—Owners of cars 
equipped with seat belts are eligi- 
ble for a 15 percent discount on 


insurance premiums for automo- | 
bile medical payments and death | 


and disability benefits under a 
new Crusader policy offered by 
Allstate Insurance Co. 

The policy is available in 40 
states, the District of Columbia 
and Hawaii. Another feature, 
available in 39 states, insures the 
policyholder in the event of bodily 
injury or death in accidents 
caused by uninsured drivers 
when the latter are legally liable. 
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dealers would be able to have a 
complete line for display, he said. 

As part of the program to 
achieve a profit by 1957’s end, 
Churchill said diversification would 
be studied. 


“We are not,” he said emphati- 
cally, “going to look to diversifica- 
tion to support the auto business.” 

+” * +” 


Canada S-P to Expand 


Sales Force, Gaskin Says 
EDMONTON, Alta, — Operations 
of Studebaker-Packard Corp. of 
Canada, Ltd. will continue at 
Hamilton, Ont., 
and the firm will 
continue to ex- 
pand its sales or- 
ganization across 
Canada, accord- 
ing to D, C. Gas- 
kin, president of 
the Canadian firm. 
Gaskin _ con- 
ferred here with 
Frank W. Mills 
(Studebaker) and 





D. C. Gaskin 


officials of May-' 


fair Motors, Ltd. (Packard). He pre- 
dicted sales of 400,000 new cars in 
Canada this year, which would 
be a new high. 

Gaskin explained the terms o 
| arrangement signed Aug. 6 bet 
S-P in the U. S. and Cu 
Wright. 
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| Smalley Leaves 
National Rental 


MIAMI BEACH, Fla. — H. Earl 

| Smalley jr. has resigned as presi- 
dent of National Car Rental Sys- 
tem to devote his full activities 
|to his own company, Couture Car 
| Rental System. 
Smalley also announced that his 
| firm has withdrawn from National 
|Car Rental System, an association 
| of some 200 independent car-rental 
operators, so that Couture can 
|move ahead with its own program, 
Smalley was a three-time president 
of the association. 





More than 125,000 persons read 
MOTIVE NEWS every week! 


AUTO- 








Another Macton First! 





The New Paravane Turntable!" 


Once again Macton sets the quality standard for the industry. The 
sensational new Macton Delux Paravane Turntable has many exclu- 


sive features. The construction is 


for the center of gravity of the modern car. Built-in rotating elec- 
trical outlet for interior car lighting. Special 
wheel pads with a two inch ground clearance 
makes the turntable almost invisible when in 
use. No special anchorage or foundation re- 
quired . . . just plug it in to your nearest 


electrical outlet. 


"Patent Applied For 


MACTON MACHINERY 


DYKE LANE 


all-welded tubular steel, designed 


*945” 


F.O.8. Stamford, Conn. 
Write for our new 


catalog 10 p. 


co., INC. 
STAMFORD, CONN. 





Your Future ¢ Bright 





Boaters, hunters, fishermen, and 


¢ 
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Belleville 9, 
Starke 18, 





with DRAW-TITE 


The same facilities you use to sell cars can give you first crack at 
the growing boat hitch business with practically no investment! 


new or used car also need a new hitch—and DRAW-TITE makes a 
CUSTOM BUILT hitch for every make and model car! 


Any Draw-Tite hitch can be shipped. within 24 hours. The Draw-Tite 
factory takes care of your inventory for you! 


Draw-Tite also makes a Cam Tension Trailer Coupler, with Safety 
Lock, for fast coupling and uncoupling. 
/ WRITE TODAY for dealer 
price list and feature 
folder “Only The Ball Shows.” 


DRAW-TITE CO. 


Hitch Frotite 
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Long Holdout Efided... 








(Continued f 





nas been one of great harmony 
and mutual helpfulness. 

“The industry now, however, is 
on the threshold of a new era of 
great. progress in highway trans- 
portation, and Ford’s formal and 
official participation in the AMA 
can only serve to increase the 
effectiveness and success of our in- 
fustry’s cooperative programs in 
the public interest.” 

One of the first major projects 


Obituaries 


W.K. Perkins, 54; 
31 Years with IHC 


COLUMBUS, O.—W. K. Perkins, | 
54, former manager of International | 
ck sales and later assistant =) 

| 


the vice-president 
Pian 
. P 















State University 
Hospital. 

Mr. Perkins’ 
last International 
post was Jackson- 
ville (Fla.) dis- 
trict manager. He 
was shifted there 
because of health 
pasons, International said. 
Mr. Perkins won fame in his} 
youth as an athlete. He played on 
the Washington and Jefferson team 
hat went to the Rose Bowl Jan. 1, 
1922. Mr. Perkins joined Interna- 
jonal in 1925 in the Pittsburgh dis-! 
rict sales office. | 


of the Interna-| 
tional truck divi- 
i F 7 


sion, died here) 
Aug. 31 in Ohio} 

7 

W. K. Perkins 




























* * 


hampion’s Corwin Dies, 


ormer Sales Manager 


TOLEDO. — Charles L. Corwin, | 
retired sales manager of Champion 
Spark Plug Co. and a prominent 
figure in the auto service field for 
many years, died Aug. 17 in Toledo 
Hospital. He was 71. 

Mr. Corwin joined Champion in| 
1914 as a salesman and in 1921 he| 
became district sales manager in| 
the New England and Middle At-| 
lantic states. Nine years later he 
was promoted to assistant sales 
manager and was named sales man- 
ager in 1940. He retired in 1953. 

* x * 


Harold L. Reeder 
TOLEDO.—Harold L. Reeder, 53, former 
production manager and plant superinten- | 
dent for Electric Auto-Lite Co., died Aug. | 
3). He began his career with Auto-Lite as/ 
& grinder | 





* * 


* 

H. L. Johnson 
UTICA, N. Y.—H. L. Johnson, 59, former) 
owner and president of H. L. Johnson Mo- 
tors, Inc. (Dodge-Plymouth), here, died 
Aug. 31 in Loudonville Heights, N. Y. He 
had been ill about a year. Mr. Johnson 
established Johnson Motors in 1926. He 
also was president of H. L. Johnson Sales, 

Inc. (Dodge-Plymouth), Troy, N. Y. 

* * 


Stephen R. Graham 
PITTSBURGH. — Stephen R. Graham, 
who spent 36 years in the auto business| 
here, died Aug. 26. Mr. Graham was as- 
sociated with Donaldson Motor Co. 34 
years and with Kenny Ross Chevrolet Co. 
two years. 





Defense Clinic 
Set in Detroit 


DETROIT. — A three-day indus- 
trial clinic aimed at increasing 
Michigan’s share of defense con- 
tracts will be staged by the Depart- 
ment of Defense in Detroit’s Vet- 
erans Memorial Building starting 
tomorrow (Sept. 11). 

The clinic will be conducted by 
the armed forces in cooperation 
with the Departments of Commerce 
and Labor and the Small Business 
Administration. Michigan sponsors 
include the Michigan Department 
of Economic Development, City of 
Detroit, Detroit Board of Com- 
Merce, Michigan CIO Council, Mich- 

n Federation of Labor, Michigan 

ployment Security Commission, 
ichigan Manufacturer’s Assn., 
te of Michigan and Wayne 
wounty. 
_Army, Navy and Air Force pro- 
urement officers, with an eye to 
rther diversification of defense 
ustries, are scheduled to brief 
State manufacturers. 





Ford Motor Joins AMA; 
Romney Heads Assn. 


rom Page 2) 


Ford will participate in as an 
AMA member will be the 
National Automobile Show Dec. 
8-16 in the New York Coliseum. 
Ford was cooperating in the 
event even before joining the 
trade group. 

Ford’s entry into the AMA fold 
was seen as enabling the industry 
to present an even more-united 
front than before on such prob- 
lems as legislation and taxation, 
highway improvements and safety 
measures. 

The company’s reluctance to join 
the trade group goes back to the 
|Selden Patent fight in the early 
| days of the industry. 
| Nearly every other auto maker 
was paying royalties to George 
Selden, who held a patent which 
allegedly covered almost every pos- 








| Sible application of the 
engine to a vehicle. 
Henry Ford contended that the 
patent was worthless and refused 
to pay. He finally was upheld in 
1911 after an eight-year court 
fight. The situation seemed to 
widen the gulf between Ford and 
his competitors, and the company 
founder traditionally shunned 
| trade associations. 
| AMA was founded in 1913 as 
the National Automobile Chamber 
of Commerce and adopted its pres- 
ent name in 1934. The original 
group resulted from a merger of the 
Automotive Board of Trade and 
the National Assn, of Automobile 
Manufacturers. 


Bell, Wiles to Talk 
At Florida Parley 


| CLEARWATER, Fla. — Among 
| speakers expected for the annual 
convention of the Florida Automo- 
| bile Dealers Assn. here Oct. 21-23 
|are Gov. LeRoy Collins; Frederick 
| J. Bell, executive vice-president of 
| the National Auto Dealers Assn., 
|and Ivan L, Wiles, executive vice- 


gasoline 





| president in charge of dealer rela- 


| 
1 


tions for General Motors, 





| GM's Graded Straightaway at Milford— 


Recently completed at the General Motors Proving Ground, Milford, Mich., is a 
| three-mile, six-lane divided straightaway with banked turns connecting the roadways. 
| The turn in the background rises 100 feet in about 1,000 feet. It provides a 14 per- 
| cent upgrade for deceleration and a 12 percent upgrade for acceleration. The grades 
' increase the effective length of the straightaway by about a fifth of a mile. 









THIS TAG SELLS BATTERIES... 
WITH A PRoFIT / 


New plastic discovery gives batteries 20% 
faster starting power ... and faster sales. 


The tag that Tom Henderson is holding fits on the 


battery post easily and quickly. 
It identifies a battery that uses the sensational 

new plastic discovery—separators with plastic 

ribs that deliver 20% greater cranking speed 


even in winter. 


Tom Henderson, the famous cartoonist, 
is illustrating a series of Saturday Evening 
Post ads for new U. S. 
Separators that are sure to attract the 
attention of millions. Tell your suppliers 
to stock you with batteries that carry 
the U. S. Sentinel tag.. 
exactly what car owners and truck 
operators will be looking for. United 
States Rubber, Rockefeller Center, 


New York 20, N. Y. 








Electrical Wire & Cable Department 


Sentinel Battery 


. because that’s 





NEW PLASTIC RIBS GIVE 
GREAT MECHANICAL STRENGTH 
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HERE’S HOW: You get 21,400 lumens 
with one 400-watt Guardian Series 
9000 Unit. Compare that output with 
17,000 lumens for the 400-watt 

JI mercury and about 8000 lumens 
from the average four 100-watt incandescent lamps. 





Listed by 
Underwriters’ 
Laboratories, Inc. 
for outdoor 
operation 


Other Guardian economies include longer lamp 
life, lower operating and maintenance costs. And, 
of course, you’ll make more sales from 
cheerful, well-lighted lots. 


Add “‘see-ability” and get “‘sell-ability’ / 
with Guardian Fluorescent Floodlights. / 


Write today for 
Guardian’s full-line catalog. 






Light commany 


500 NORTH BLVD. OAK PARK, ILLINOIS 
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Television and 
Radio Available 


No charge 
for 
Children! 


Phone 
WOodward 3-7100 


JERRY MOORE 
General Manager 


AIR-CONDITIONED 
ROOMS 
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| 
Move On to Revive Count... 


By William Ullman 
Washington Correspondent 
ASHINGTON., It is under- | 
stood that there is some sort | 

of a workable plan afoot in Wash- 
ington to bring about next year a| 


census of transportation, which | 


| was originally planned for 1953, | 


then shunted aside, and again left} 


| for another day when Congress, in 


| taken 


a stingy mood, appropriated only 
enough money for the 1954 censuses 
of business, manufacturers and 
mineral industries, to be under- 
in 1955 and completed this 


year. 


A census of transportation is 
viewed as important by Washing- 
ton officials and they have been 
working steadily to that end 
since their failure to get started 
in 1953. 


Recent reports are that they have 
solved the problem, and that the 
survey probably will be taken in 
1957 and results made public in 
1958. 

Just how it is to be done 
where the funds are coming from 
— could not be learned immedi- 
ately, but it is believed an 


|} announcement will be forthcoming 


shortly. 


* * 


HE 1955 censuses, for which 
Congress appropriated $8,430,- 


+ 





Taussig to Head 
New 9-Man Board 


In Louisiana 


NEW ORLEANS. — Ed Taussig 
(Ford), Lake Charles, La., has been 
named chairman of the nine-mem- 
ber Louisiana motor vehicle com- 
mission by Gov. Earl K. Long. 

Others named were E. H. Sehon, 
Delhi; William J. Willkomm, New 
Orleans; Bernie Dumas, Algiers; 
Larry Louviere, Lafayette; Glenn 
Huff, Shreveport; Bert Feiber, Bo- 


|galusa; H. E. Donaldson, Kinder, 


| 


and Thomas M., Eskew, Alexandria. 


The commission will enforce a 
bill signed by Gov. Long to require 
dealers selling new cars to provide | 
a manufacturer's certificate show- | 
ing sale and assignment by manu-|} 
facturer to purchaser. 

The bill also prohibits a number | 
of practices by dealers, salesmen, 
manufacturers and distributors. 


Dodge Promotes 


Olson in Planning | 


DETROIT.—Gordon D. Olson has | 
been promoted by Dodge to director | 


| of forward planning. 


Olson, who joined Dodge in 1955, 
formerly was forward planning | 


| staff coordinator. 


In other organizational changes, | 
C. F. Lucksinger, formerly car | 
operations industrial relations man- | 
ager, was named manager of per- 
sonnel and organization, and D. L. 
Shakotko, formerly purchasing | 


| agent, car operations, was promoted | 


to division purchasing agent. | 


Expected in 1957 







|000, have been coming out piece- 


meal all this year and probably 
will be reported in volume form 
before 1957. These are censuses of 
business in three parts one 
covering retail, wholesale and serv- 
ice establishments; another cover- 


ing manufacturing, and the third | 


mineral industries. 


The planned program for a 
census of transportation con- 
sisted of five major parts. Four 
involved the collection of new 
data needed to fill the largest 
gaps in available transportation 
statistics. The fifth was designed 
to meet the need for unified 
reference service for transporta- 
tion statistics of all kinds irre- 





| An Old "Buggy’— 






















‘ b we : Daniel Ryan, president, Cook County 
—" of original source of the (Il.) board of commissioners, takes the 
- . wheel of a 1909 International Auto-Buggy D 
More specifically, the five parts} jn oficial ceremonies marking the open- [mar 
were. ing of Chicago's Congress St. Superhigh- | mar 
1, Truck ownership and opera- | way. The car headed a parade of antique § tant 
tion. autos that formerly opened the route for § Frit 
2. Commodity movements by | traffic. 2 eh os nee 
trucks that are not regulated by x sort 
is- forc 
yA Interstate Commerce Comis Turner Wins 500 ul 
. ‘ ‘ . at 
3. For-hire trucking establish- | ; ° 
aan In Darlington; 


4. Industry’s use of transporta- 
tion service. 

5. A handbook of transportation 
statistics. 

* * * 
— survey of truck ownership 
and operation, for example, 
would provide data with respect to 
the physical characteristics of 
trucks, type of service and type of 
ownership, by state and region. 

A transportation census is 
believed “an imperative need” to 
close the gaps in information about 
transportation not available 
through the ICC and other regula- 
tory agencies, according to a 
Government spokesman. 


Fire Damages Tatum 


OPELIKA, Ala. 
Tatum Motor Co. (Chevrolet) here, 
owned by A. C. Tatum, and heavily 
damaged another building used as 
a garage. Loss was estimated at 
“well over $100,000.” 


Fire gutted | 


‘Thompson Second 


DARLINGTON, S. C. Curtis 
Turner, a Roanoke (Va.) million- 
aire, won the Darlington 500-mile 
stock car race here Labor Day in 
a Ford with a record average of 
95.067 miles per hour. 

Turner, a 32-year-old lumber 
broker, picked up first place money 
of $9,052 plus $2,320 in lap money 
from the record $43,000 purse. He 
|led in 232 of the 365 laps. 


Speedy Thompson collected $4,- 
600 for second in a Chrysler. Third- 
place Arvin Panch, Gardena, Calif., 
driving a Ford, won $2,850. Fourth 
was Paul Goldsmith, St. Clair 
Shores, Mich., driving a Chevrolet. 
He picked up $1,650. 

The previous record of 94.93 miles 
per hour was set by Herb Thomas, 
Sanford, N. C., while driving a 
Hudson in 1954. 


More than 125,000 persons read AUTO- 
| MOTIVE NEWS every week! — 








New Car Dealers 





[Vinmc7 BOAT FRANCHISE 


COMPLETE OUTBOARD LINE 
12, 14 and 16 ft. Runabouts 
HIGHEST DISCOUNTS 


18 ft. Cabin Cruiser 
IN THE INDUSTRY 









WY Peipury eany oy,, 


New Racket | 
$4,645 ‘Verified’ Check 


Bounces Back 


LAREDO, Tex. — A pay-station 
“bank” verified a $4,645 check for 
an automobile dealer in a nearby| 
city in a new wrinkle pulled by 
three confidence men. 


One of the trio presented the 
check drawn on a Laredo bank to) 
the dealer in payment for an air-| 
conditioned new car. He helpfully 
gave the number of the bank and 
the name of its president. 

The call was answered by a male 
voice which identified the bank and} 
said he would put the president on/| 
the line. The “president” said the| 
check would be honored. The dealer 
turned over the car to the “buyer.” 
The check bounced. The phone 
number was found to be that of a 
| pay station booth. The car and the) 
| confidence men are being sought. 
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The WINNER line of boats is a natural for your showroom 
and sales organization—the line of high volume models you 
can sell. Your customers now go elsewhere to buy boats—why 
not from you? There is a vast and highly profitable market for 
WINNER boats, which is open to you with only a fraction of 
the effort you expend on car sales. 

Molded fiber glass WINNER boats are tough, durable, leak- 
proof. They will not corrode, rot, absorb water—require only 
minimum maintenance. They have beauty, style, safety. Tre- 
mendous public acceptance! 





WORLD’S MOST EXPERIENCED PRODUCER 
OF FIBERGLASS BOATS 
Your present facilities are ideally suited for the 
WINNER boat line. Preferred areas are still open 
to quality dealerships. For information, write, wire 
or phone— 


H. L. JOHNSON, General Sales Manager 


nner MANUFACTURING COMPANY, Inc. 
107 Sullivan Way, Trenton 3, N. J. 
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Urges Factories to Absorb 


(Continued from Page 1) 





moved during the same four 
months in 1955, he said. 

“New-car stocks have been re- 
Huced to slightly more than 500,- 
"00 as of Sept. 1. With the next 
vo months of changeovers and, 
herefore, slower production, it is 
reasonable to assume we will have 
normal cleanup and clear the 
ecks for the 1957 models,” he con- 
finued. 















* * * 


RIBLEY said that 1956 price in- 
creases were absorbed entirely 
y dealers which caused a net 
profit reduction from 3.1 percent 
before taxes for the first six months 
1955 to 1 percent in 1956, a per- 
bar reduction from $138 to $48. 
“Customers,” he added, “are more 
rice conscious than ever. Resist- 
nce to buying is far greater be- 
ause of price than anything else.” 
Despite the fact that auto 
manufacturers will introduce 
many improvements and impor- 
tant changes in the 1957 models, 
Fribley believes it quite obvious 
that dealers will be unable to ab- 
sorb a price increase and will be 
forced to pass these on to the 
public. 
“These 1957 model cars must be 
old in volume and at a profit,” he 
aid. “And from a review of profit 
ecline in the first six months of 
is year, we know that dealers 
annot absorb any more price in- 
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Higher Costs... 


| shopping and bargaining by custo- 
mers indicated that they were un- 
| able or unwilling to absorb any of 
the 1956 price increases. 

x *~ co 


| geen wo veg pointed to pre-war 
pricing methods as ideal for the 
industry to follow this year. 

He said: “In the years before 
World War II when new model 
prices held or reduced, the result 
was increased volume for manufac- 
turer and dealer alike. 


“I am wondering,” he told his 
dealer audience, “if holding the 
price line this year, despite in- 
creased costs to manufacturers, 
would not produce enough addi- 
tional revenue for the manufac- 
turer so that the end result on 
higher volume would be more 
profitable than raising prices 


Gearing for Profit 


To Be Theme of 
11 Iowa Meetings 


DES MOINES. — 
Proper Profit” will be the theme of 
11 fall district meetings of the 
Iowa Automobile Dealers Assn. 


discussions on taxes, titles, insur- 


matters. 
Each afternoon session will be 


“Gearing for} 


Each one-day session will include | 


| ance, inventory control and related | 






reases.” 
He pointed out that increased | preceded by a meeting of the IADA 

= : |county directors and the NADA 
area chairmen. 


A feature of the evening meet- 
ings will be the presentation of 
the IADA legislative program for 
the coming session of the Iowa 
| Legislature. This presentation is 
especially important this year be- 
|cause of the imminence of vital 
|dealer legislation. 


The tentative schedule calls for 





athieson, Revere 


orm $231 Million 


Aluminum Firm 


NEW YORK. — Olin Mathieson | 
emical Corp. and Revere Copper 
Brass, Inc., have formed a jointly 
pwned $231 million aluminum com- | 
pany to produce 180,000 tons of pri- : 
mary aluminum a year. It will be| L@ke on Oct. 1, in Spence on 
alled Olin Revere Metals Corp. Oct. 3, in Sioux City on Oct. 4, in 
Two-thirds of the output will be|Davenport on Oct. 8 in Cedar 


pplied to Mathieson and the other | Rapids on Oct. 10, in Dubuque on 
hird to Revere. President of the Oct. 11, in Ottumwa on Oct. 15, in 


company will be Walter F.|Red_Oak on Oct. 16, in Waterloo 









































W. J. Hall 


W. S. Baldwin 


President in charge of advertising 
and public relations. 

Both men are veteran members 
of the Diamond T. executive staff. 
Hall attained distinction during 
the war for his administration of 
& complex army supply program. 
dwin is known for his color ads 
of Diamond T trucks. 


utive vice-president in charge of |24 4nd in Des Moines on Oct. 25. 
Mathieson’s aluminum program. | ae 
Ownership will be on a 50-50 
basis. It will be financed through a | AC Announces 
$100 million loan from a group of | : 
banks and the sale of $100 million Expansion Plans 
in first-mortgage bonds to a group | « 
of life insurance companies, th |For af, Future 
other $31 million will be provided | ale 
by Mathieson and Revere through |. FLINT. — A multimillion-dollar 
equal purchases of common stock | ™Provement program has been an- 
and subordinated debentures of | 2OUnced by AC Spark Plug division 
Olin-Revere. of General Motors. Plans include 
;Az alumina plant with a capacity| extensive, Plant changes for, 15 
0 ' ons a year is to uilt | ae r 
on “a site still to be selected near creased facilities for future produc- 
he Gulf Coast.” A 180,000-ton re- | tion capacity. 
duction is under construction near| J0Seph A. Anderson, general man- 
arington, O., with capacity output | 48°", said a 225,000 - square - foot 
expected to begin late in 1958 and_| rae ame ae 
some production before then. on. A new engineering 
test building is in the planning 
" os | stage. 
all, Baldwin Get | The instrument assembly area 
x | has been enlarged by 28,000 square 
Diamond 7 Boosts | feet, Anderson said, and assembly 
| lines now are being moved in. 
CHICAGO. — Z, C. R. Hansen,;}; Much of the expansion is within 
President of Diamond T, announces | existing buildings, Anderson said. | 
election of Service Manager Wil-| Among projects slated for opera- 
am J. Hall as vice-president of|tion this month are a new parts 
the company, and elevation of Wm.| handling system, new fuel-pump 
Storrs Baldwin, previously adver-| machining and assembly facilities 
tising manager, to the newly|and a continuous operation for 
created office of assistant to the) processing decorative die castings | 
|from the casting stage through 
| buffing, plating and painting. 
Sheller, Standard 
Call Off Merger 
| NEW YORK.—Sheller Mfg. Corp. 
|and Standard Products Co. have | 
| dropped plans to merge, according 
|to Tom Bradley, president of Shel- | 
ler. Sheller’s main product is steer- 
ing wheels and Standard Products’, | 
| weatherstripping. 
Bradley said directors of both} 
firms had made the decision but | 
he did not give the reasons. “There | 
are no hard feelings,” he added. 
The original proposal, released 
May 18, called for an exchange of 
| two shares of Sheller for three of | 
Standard Products with the latter | 
| becoming a division of Sheller. 








|the meetings to be held in Clear) 


O'Connell, who will continue as ex-| 0" Oct. 22, in Fort Dodge on Oct.) 


Fribley Asks Makers to Hold Prices 


which would thereby result in 
lower volume. 

“It is the prerogative of the man- 
ufacturer to price his cars at whole- 
sale, but dealers throughout Amer- 
ica have a tremendous interest and 
stake in the final pricing of auto- 
mobiles. 

“In my opinion pricing of 1957 
models could mean the difference 
between a 6% to 7-million-car-year 
or a 5% to 6 million-car-year for 
the automobile industry,” Fribley 
concluded, 


Virginia Dealers 
List 5 Speakers 


For Convention 


RICHMOND, Va. — Convention 
officials of the Automotive Trade 
Assn, of Virginia have reported 
that more than 150 members have 
registered for the Oct. 14-16 meet- 
ing. 

Speakers will include Frederick 
J. Bell, NADA executive vice-presi- 
dent; Elson G. Sims, Vincennes, 
Ind.; A. A. Lalley, Stokes Tax Con- 
trols, New York; Fred Smith, man- 
agement consultant, Cincinnati, and 
Dr. Fletcher Woodward, chairman, 
committee on automotive crashes, 
injuries and deaths of the Ameri- 
|can Medical Assn., Charlottesville, 
| Va. 

“Sound management practices” 
| will be the theme of business ses- 
| sions. 

Paul Lauritzen and J. R. Chap- 
|man, co-chairmen of the conven- 
tion committee, said Universal 





golf tournament for those attend- 
ing. 

Tickets for football games Friday 
and Saturday are available and also 
for the musical “Pajama Game.” 


Aro Names Sprow, 


Reed in Sales 


BRYAN, O. — R. E. Sprow and 
D. G. Reed have been appointed to 
new executive positions with Aro 
|Equipment Corp., it is announced 
by M. J. Anderson, president. 


Sprow has been named manager | 


of automotive sales for the lubri- 
cating equipment division. He had 
been assistant sales manager. He 





D. G. Reed R. E. Sprow 


is a native of Bryan, having started | 
with Aro in 1941 in the inspection 
department. 

Reed has been appointed mana- 
ger of industrial sales, lubricating 
equipment division. He joined Aro 
two yeares ago as new products! 
manager. 





At "Boss Ket's' Birthday Party— 


On his way to the speaker's platform at Charles F. Kettering's 80th birthday party, 
General Motors President Harlow H. Curtice (left) passed behind the perspiring but 
happy guest of honor. Some 1,500 friends, public officials and industry executives at- 
tended the anniversary luncheon for the automotive genius at Dayton’s National Cash 
Register Co. Country Liv. 


80 Remarkable Years .. . 





C.LT. Credit Corp. will sponsor a| 





Silence! 
Ohio Dealer Fined $10 


For Siren Call 


ELYRIA, O. — Lowell A. Beh-| 
ner, general manager, Spitzer Mo- 
tors (Dodge-Plymouth) here, has 
pleaded guilty to a charge of 
disturbing the peace and paid a 
$10 fine. 

The complaint was made by 
neighbors of the dealership who 
said that a siren was fixed to the 
top of the building and was 
sounded at various times, 


Police said Spitzer had been 
warned about use of the noise- 
maker. Another complaint about 
salesmen of the firm placing ad- 
vertising cards on parked cars was 
made to police. 

Cruisers were sent to catch up| 
with the tag-distributors and warn | 
them to stop. It is a violation of 
a city ordinance. | 





Ket Hailed 


By E. F. Barker 

Staff Correspondent 
DAYTON, O.—(UTPS)—“Our so- 
ciety owes you a great debt.” “You 
have been an inspiration to all 
members of the automotive indus- 


on Birthday 


| successful inventor is he who, be- 

|ing used to failure, persists.” 

| In an interview with Automotive 
News, Kettering was asked about 

| overproduction and underproduc- 


try.” “The record of your life is a|tion in the automotive industry. 


blend of service, genius and human- | 
itarianism.” 
These are typical of the thou-| 
|sands of congratulatory messages 


received by Charles F. Kettering on 
his 80th birthday. 
Highlight of the week-long fes- 
tivities was a luncheon at Na- 
tional Cash Register Co.’s Coun- 
try Club. Mason Roberts, retired 
General Motors’ vice-president, 
was master of ceremonies. 
Among the 1,500 guests were De- 
fense Secretary Charles E. Wilson; 
Ohio Gov. Frank J. Lausche; Har- 


low H. Curtice, GM president; U. S. | 


Senator George Bender, Ohio Re- 


publican; Robert C. Watson, U. S. | 


commissioner of patents; Walter S. 
Carpenter, duPont board chairman; 
K. T. Keller, retired Chrysler Corp. 


| chairman, and C. P. Rhoades, direc-| 


tor, Sloan-Kettering Institute for 
Cancer Research. 

Also present were 18 GM vice- 
presidents,’ six other high officials 
of the corporation and some 25 
other nationally known figures, Ed- 
gar Bergen and James Melton en- 
tertained the gathering. 

Earlier, the suburban city of Ket- 
tering, named in honor of “Boss 


Ket” a few years ago, feted the| 


former general manager of GM’s 
research laboratories. 

At City Hall, he was presented 
with two pairs of slippers with 
the invitation to perform another 
experiment. “This will be differ- 
ent from your experiments of the 
past,” he was told. “It will be an 
experiment in comfort.” One pair 
of slippers had been imported 
from the city of Kettering, Eng- 
land, and the other pair was pur- 
chased locally. 


At the luncheon, Kettering was | 
|on his feet nearly two hours, shak- | 


ing hands with hundreds of people 
and greeting old friends, most of 
them by name, Among the congrat- 
ulatory messages was a tribute 
from President Eisenhower. 


Speaking to the crowd after he | 


had cut the huge birthday cake, 


| Kettering said, “The success of this | 
country lies with its technological | 


advancements which in turn are 
caused by the fact that we have 
the smartest people in the world 


'who are permitted to make ad-| 


vances.” 

Referring to his own experiences, 
as an inventor, he said, “Most peo- 
ple are afraid of failure, but an 
inventor is used to failure. The 


“It is much better to overproduce 
than to underproduce if we have to 
choose between the two,” he said. 
“No one has been smart enough yet 
to predict economic trends with 
accuracy.” 

Queried about the frequently 
heard theory that the auto indus- 
try is deliberately obsoleting its 
products annually in order to 
keep a steady turnover, Ketter- 
ing insisted “there is absolutely 
nothing to that belief.” He indi- 
cated that he has seen too much 
from personal experience to give 
any credence to such a theory. 
As to future technological ad- 
vances in the auto industry, Ket- 
tering said that he thought there 
would be more use of higher com- 
pression engines using higher oc- 
tane fuels. “With a high compres- 

sion engine, we are better off be- 
cause with compression ratios of 
12% to 1, we can get better effi- 





ciency than with diesel engines,” 
| he said. 
| Asked about turbines, he said: 


“Right now, turbines give you a lot 
of noise and they burn three times 
as much fuel as the conventional 
gas engine.” He added, “A turbine 
is fairly good at a full load but, in 
a car, 90 percent of the fuel is 
burned at 20 percent load.” 


In a lighter moment, while re- 
| flecting on his career consisting of 
one important invention after an- 
other, Kettering said that people 
are less reliable to work with than 
| material things. 


“I couldn’t run a business be- 
| cause I’m too gullible,” he 
quipped, and added, “There are 
two types of people: Those who 
work behind the desk and those 
who use screwdrivers and pliers. 

I am the monkey-wrench type 
and prefer it that way.” 

Secretary Wilson, a luncheon 
speaker, had this to say about Ket- 
tering: “Boss Ket is much more 
than the great industrial scientist 
for which he is known. He is a 
|great genius and an outstanding 
| humanitarian as well. ... 


“He is an outstanding example 
|of that new type of American, a 
| combination of scientist and me- 
| chanical trouble shooter,” he said. 
| And the speakers who followed 
| Wilson agreed. 
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e 
Car, Truck Output Estimates | 
e 
By Automotive News 
PASSENGER CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan.1 Jan. 1 
Ended Same Ended Total To To 
Sept. 8, Week, Sept. 1, Output, Sept. 10, Sept. 8, 
1956 1955** 1956* August* 1955** 1956 
AMERICAN MOTORS 1,750 286 619 1,855 «124,002 69,499 
aa 30 85 10 439 39,604 19,439 
RIAN ertpnevsvovsetern seeerseconts 194 201 69 1,416 84,398 48,534 
Rambler’ .................0000... 1,526 #e8 540 oes ee 1,526*** 
CHRYSLER CORP. .... .......... 3,922 649 52,035 961,691 600,462 
OEE - wsevéctsivedbvcseecebses . ‘vevtesiuis CEe: —svaseniee 4,719 124,576 79,435 
ED” céccscscesentbbinebesniees  sevewiiee 610 649 7,339 89,742 71,194 
PEEL ‘Siievcheciepesbevicaetusses. <ctbiveséen ee 9,454 211,689 136,460 
IEEE onicepsitinnseiccctess dvguslmees | acento 30,523 535,684 313,373 
FORD MOTOR. .............. 1,908 14,538 4,124 87,565 1,506,168 1,104,005 
Continental .................. meen 9 OE saunstcaens 1,142 
MEE: Sevissdacwiosiavevlievvonscxe. éuiltivens Ee (tnd 66,601 1,186,791 884,094 
IER: vcrniticiaden ccapeecibions 400 7136 394 592 24,945 32,995 
POO sn cxunsesosesssssssesses 1,500 1,768 3,721 20,321 294,432 185,774 
GENERAL MOTORS .. 45,005 60,906 52,841 258,196 2,898,763 2,250,977 
IIE. = Setbdncowvigtvuinesnivenies 7,236 11,154 7,990 43,683 578,266 409,546 
OO 2,560 2,468 1,918 13,277 113,788 112,010 
SIN, <Siiicstvesneomvesitins 25,300 28,418 31,319 139,903 1,317,983 1,162,047 
Oldsmobile .................... 5,709 9,723 6,490 35,249 463,305 324,273 
IEEE. asdinesthsetecnsoseceres 4,200 9,143 5,124 26,084 425,421 243,101 
IS sctcssssiessessecssess Wee. -siesimese 2,886 137,351 67,252 
0 ee er 53,128 13,289 
I Secenesecivscinsen ,) sheaves ee. asnuzpes 2,886 84,223 53,963 
Total Cars, U. S......... 48,663 79,940 58,233 402,537 5,634,657 4,092,195 
*Revised 


**Totals for 1955 include Kaiser-Willys production. 
***Rambler production prior to the start of the °57 model run was included in Nash 
and Hudson output. 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 



































Week Week Jan. 1 dan. 1 
Ended Same Ended Total To To 
Sept. 8, Week, Sept.1, Output, Sept. 10, Sept 8, 
1956 1955* 1956*  August* 1955* 1956 
CHEVROLET ................. 5,400 6,184 6,495 30,952 282,377 258,272 
DIAMOND T .................. 88 86 99 474 3,777 3,557 
I cll Siti Bi eicestatnce 48 64 56 272 2,592 2,671 
NY ch. Sintntainisidegmesinirs inlleaive 1,820 2,011 8,510 71,701 62,400 
Ne ee ta 3,092 3,320 3448 22,519 246,385 211,391 
| EL ee 1,250 1,597 1,387 7,100 71,923 64,289 
INTERNATIONAL 2,060 128 2,522 10,768 91,196 95,673 
re 350 264 424 1,712 10,153 13,282 
ta ichciaiiadsnccunti 60 88 71 378 3,781 2,705 
STUDEBAKER ............ nchiee _.addadciads 288 1,896 12,881 10,921 
I 2 iets piiieetieaceiias 350 327 342 1,434 10,765 12,427 
oe 1,208 1,452 4,131 52,305 41,922 
MISCELLANEOUS *** 36 51 48 221 2,510 1,670 
Total Trucks, U. S..... 14,134 15,137 18,643 90,367 862,346 781,180 
Total Cars, Trucks, 
MEER, ic dp alehaseeesies 62,797 95,077 76,376 492,904 6,497,003 4,873,375 
Total Cars, Trucks, 
Canada ........ 3,788 3,463 500 18,233 367,611 346,716 
Grand Total, 
Cars and Trucks, 
U. S. and Canada...... 66,585 98,540 177,376 511,137 6,864,614 5,220,091 








*Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Brockway, Four Wheel 
Drive, Federal, etc. 

N.B.: All U. S. totals include cars and trucks for military orders. 

***Autocar, Freightliner and Sterling are included in White totals. 





Colo. Dealers Wait Verdict... 





Obedient to Sunday Ban 


DENVER. — Colorado’s Sunday , have announced that they will con- 
closing law has been held uncon-| tinue to abide by it until a petition 
stitutional by the State Supreme) for a rehearing is acted upon. 
Court, but the Metropolitan Denver) Attorneys for the dealer groups 
Automobile Dealers Assn. and the! have advised them that the law re- 
Colorado Automobile Dealers Assn.| mains in effect while the petition is 
pending. 

In newspaper advertisements, the 
dealers declared, “We have invested 
our time and money in building 
reputable dealerships, and we will 
not jeopardize our entire operation 
by selling cars on, Sunday unless 
and until the court finally holds 
that the statute is void.” 

Under the law, dealers face fines, 
imprisonment or license revocation 
for selling automobiles on Sunday. 

Protests against the court’s ac- 
tion have been filed by the two new- 
car dealer units, the Independent 
Auto Dealers of Colorado, the Den- 








Deacon Moves 


To Gerstenslager 


WOOSTER, O. — E. P. Martin, 
president of Gerstenslager Co., a 
major builder of custom truck and 
trailer bodies, 
has announced 
appointment of 
Kenneth C, 
Deacon as vice- 
president and 
general manager. 

Deacon, 50, joins 
Gerstenslager fol- 
lowing 30 years 
with Dodge Truck. 
He served as 
vice-president and 
general manager 





ics union and cther groups. 


Duluth Dealers Elect 


DULUTH., Minn. — New officers 
of the Duluth Automobile Dealers 





K. C. Deacon 


ver Ministers Alliance, the mechan-|/) 





—trucks, Dodge division, and as a 
member of the Chrysler Corp. oper- 
ations committee during the last 
two years. 


Assn. are David Douglas, president; 
James Meehan, vice-president; Guy 
R. Olson, secretary, and George 
Tormoen, treasurer. 
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Only 235,000 Cars Slated... 





Two-Year Low Is Due 
For September Output 


(Continued from Page 1) 


the previous week’s outturn of 58,- 
233 units. 

Last week’s output also was 39.1 
percent below the same week a 
year ago, when the industry 
turned out 79,940 cars. 

GM, the only manufacturer still 
producing 1956 models, had 92.5 per- 
cent of industry output last week, 
in spite of a shutdown of its B-O-P 
plant in South Gate, Calif., for the 
entire week. 

+ * * 

ORPORATE output for GM 

totalled 45,005 units last week, 
as compared with the 52,841 the 
previous week, when the seven 
B-O-P plants worked an average 
of three days each and Cadillac 
went down Wednesday night. 

Chevrolet turned out 25,300 cars 
last week, as compared with 31,- 
319 the previous week Cadillac, 
working four days last week, 
was up from 1,918 to 2,560, while 
Buick was down from 7,990 to 
7,236. Oldsmobile was off from 6,- 
490 to 5,709, and Pontiac dropped 
from 5,124 to 4,200. 

Ford Motor Co., with Mercury 
division’s St. Louis, Los Angeles 
and Metuchen (N, J.) plants down 
for inventory and _ changeovers, 
turned out only 1,908 cars last week, 
compared with 4,124 the previous 
week. 

* * * 
—- Wayne (Mich.) 
plant assembled 1,500 cars last 





Companies List 
New Mergers 
And Acquisitions 


Shallway-Shalco 


Consolidation of Shallway Corp. 
and Shalco Engineering Corp., 
foundry equipment manufacturers, 
was announced last week. 

William J. White was named 
eastern sales and service Manager 
for the combined operations, with| 





offices in Connellsville, Pa. 
* * * 


Caster Mold-Akron Metal 


Mitchell C. Caster, president, | 
Caster Mold & Machine Co., Barber- | 
ton, O., maker of automotive jacks, | 
has announced purchase of Akron} 
Metal Sales Co., Akron, O. | 

Akron Metal Sales will operate 
as a division of Caster Mold & 
Machine, under the direction of 
Caster. N. Ralph Repke will serve 
as sales manager of the Akron 
division. 


* * * 


Yardley-Decorative Plastic 


Yardley Plastics Co. has 
announced the purchase of Decora- 
tive Plastic & Plastic Finishing 
division of D. L. Auld Co. Both 
firms are located in Columbus, O. 


Practically all of the Auld divi- 
sion’s employes, including key per- 
sonnel will join Yardley, according 
to Frederick B. Hall jr. Yardley 
president. James H. Hosmer, Auld 
division vice-president, will take 
charge of Yardley’s custom injec- 
tion molding department. 


S-P’s Johnson 
Takes Army Post | 


WASHINGTON.—Courtney John- | 
son, who has been serving as| 
manager of Studebaker-Packard’s 
Washington office, | 
has been named 
special consultant 
to the U. S. Army 
in production en- 
gineering and in- 
dustrial processes. 

The appoint- 
ment was an- 
nounced by Army 
Secretary Wilber 
Brucker. Johnson 
‘was a member of 
the War Produc- 
tion Board during World War II 
and served in the National Produc- 
tion Authority from 1951 to 1953. 


Courtney Johnson 





week, compared with 3,721 a week 
earlier, while Lincoln, gradually 
increasing output of its 57 models, 
turned out 400 units last week, com- 
pared with 394 a week earlier. Con- 
tinental was down from nine units 
a week earlier to eight last week. | 


The only other manufacturer in 





Edwards Stays On 


BIRMINGHAM, Ala.—W. E. Ed- 
wards jr., Birmingham automobile 
dealer, has been elected to his sixth 





term as a director of NADA. 


| August. 





operation, AMC, upped its output _ 
from 619 units the previous week : 
to 1,750 last week. 


Truck output last week totalled 
14,134 units, or a 24.2 percent 
decline from the previous week 
output of 18,643 units. Output for 
August totalled 90,367 units, or g 
7.1 percent improvement over the 
84,381 trucks turned out in July, 

* * * 


SS. car-truck output 
climbed to 3,788 units last week 
as GM and Studebaker resumed 
car output and Ford resumed truck 
output. International Harvester 
truck lines also were in operation 
last week. The previous week, S-P 
and IH turned out 500 vehicles. 
Vehicle output in Canada during 
August totalled 18,233 units for a 63 
percent decline for the 49,322 vehi- 
cles turned out during July. Al 
Canadian vehicle manufacturers 
were down for either vacations or 
changeovers during some part of 
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Short Lease Predom inates 
In Oil Industry, Snow Says 


WASHINGTON. — Only five of| 
22 major oil companies give three-| 
year leases and only one gives these 
leases on other than a limited basis, 
according to William D. Snow, gen- 
eral counsel, National Congress of 
Petroleum Retailers. 


Snow said the retail operator 
usually gets a short-term lease 
subject to 30-day cancellation and 
about 80 percent of all stations | 
are owned or lease-controlled by | 
the gasoline suppliers. 

Another problem cited at the 
Congress’ 10th annual convention 
here was “TBA pressures.” This 
was described as the practice of 


leasing gasoline suppliers in insist- | 


ing that the operators sell a cer- 
tain brand of tires, batteries and 
accessories. The operators want a 
free choice, Snow said. 

Practices of the major gasoline 
suppliers were defended by J. G. 
Jordan, vice-president, Shell Oil 
Co., and vice-president, American 
Petroleum Institute. 

Other problems considered were: 

1. Possibility of divorcement of 








Appli 
consid 
busine 
investi 
conser 


major oil companies from the re- 
tail segment of the industry. 

2. Price wars and price discrim- 
ination. 

3. Need for an industrywide code 
of ethics. 

4. Consideration of model service 
station regulations. 
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Cities Service 


Offers 3 Fuels 







NER 





NEW YORK. Cities Service age : 
Co. has announced that it is§ gradu 
producing and will market three} p)*¢ 
new grades of gasoline. Its 100] forces 
Plus, with octane rating more than] Sioyec 
100, will be marketed first in the — 


south and the Atlantic Seaboard. 


The other grades include Super 
5-D, called a stepped-up premium 
grade with high octane, anti-carbon 
and upper cylinder lubricant, and 
a new _  -regular-priced gasoline 
called Milemaster. 
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Reaching an estimated 150,000 
automotive industry. RATES 
INSERTION. POSITION WANTED ADS, IIc 


INSERTION REQUIRED. Ads may be signed with full name and address at reguler 
Add One Doller 
Box Number ads are forwarded to advertiser, unopened. Display ads: $12.30 per 


a ite ‘S30 os 


column inch. CLOSING 


rates supplied upon reqvest. 


WANT AD DEPT., 


HELP WANTED 
SOUTHERN CALIFORNIA General Motors 
dealer has opening for both a new and a 
used car sales manager. Both men must | 
have outstanding record as merchandisers, | 
be able to train, develop and lead their | 
sales forces to produce volume under 
sound ethical policies, Must have back- | 
ground that will stand rigid investigation 
as to character, ability, ambition, etc. 
Both positions offer moderate salary plus 
substantial bonus based on results. Write 
fully enclosing photo, Replies held confi- 
dential. Box 6433, c/o Automotive News, 
Detroit 26. 








IN THE CESSNA 









istering sales programs. 






% Aircraft experience desired. 









please.) 
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TWENTY-TWO CENTS 
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TEN DAYS IN ADVANCE OF PUBL 


AUTOMOTIVE NEWS 
DETROIT 26, MICH 





EXECUTIVE OPPORTUNITIES 


REGIONAL SALES MANAGERS 


%& Executive management experience necessary in initiating and admin- 


%& Experience necessary in management at the zone level. 


CESSNA 


If you meet these requirements and are interested in an unlimited opportunity 
with the World's Leading Producer of Executive Aircraft, send your resume and 
recent photograph to the Professional Placement Supervisor, Dept. AN, Cessna 


Aircraft Company, 5800 East Pawnee Road, Wichita, Kansas. (No phone calls, 
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22<) PER WORD FOR EACH 
PER WORD. PAYMENT IN ADVANCE OF | 


Replies to | 


CATION DATE. Contract 


2666 PENO?E 


HELP WANTED _ 


SOUTHERN CALIFORNIA Chevrolet dealer 
will be in Detroit September 24th to in- 


terview sales manager who has proven 
record of merchandising and administra- 
tion. He must be enthusiastic and able to 
hire, train and inspire sales force to pre 
duce volume on principles that will insure 


best public, employee, customer and fac- 
tory relations. We will pay the man who 
can fill our requirements a fair salary 
plus liberal bonus based on profits pro- 
duced, Send complete information regard- 
ing yourself, your experience, references, & 
a small picture and other information 
leading to telephone conversation to af- 
range personal interview. Box 6454, c/o 
Automotive News, Detroit 26. 





SALES DIVISION 

















































utput ; HELP WANTED_ 
week NG SALES MANAGER, age 30 to 45, 





with a previous record of hiring and 
training men, We have one of the finest 
dealerships in central Ohio selling Chrys- 






pi alled 





ercent } ier Plymouth and Imperial automobiles. 

This could lead to a part ownership in a 

week fine organization. All replies confidential. 

Ut for } go 1400 units in 1955, Box 6448, c/o 
or a Automotive News, Detroit 26. 




















or the 


uly. AUTOMOBILE GENERAL MANAGER 


me of “Big Two" located Chicago, offers 


\utput Egportunity to experienced man who is now 


week general sales manager or general manager. 
. ellent salary and bonus. Complete opera- 
sumed Fo .5| authority. Will also consider sell-out 
truck Byangement over reasonable period. Replies 
ster Pictly confidential. Box 6462, c/o Automotive 
ration s, Detroit 26. 
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High volume Chevrolet dealer in Detroit 
requires a General Manager. 





$25,000 salary. Profit sharing. Opportunity 
to own interest in company. 


Applicant must have justifiable record for 
consideration. Give complete detailed 
business record and accomplishments. No 
investigations will be made without your 
consent. 


we 


> 
$s Box 6446, c/o Automotive News, 
Detroit 26. 

















ie re- 

— OSITION WANTED 

scrim- = 
RUCK MANAGER, experienced. Prefer 
Chevrolet deal. Best references, salary 

e code} and bonus arrangement, Bonus to remain 
in business if possible. Available in 30 to 

- 60 days. Box 6410, c/o Automotive News, 

service | Detroit 26. 
USINESS MANAGER—13 years’ experi- 
ence, knowledge all phases of operation, 
excellent accountant, daily operation con- 
trols, departmentalized statement, N.Y., 
or N.J. Box 6436, c/o Automotive News, 
Detroit 26. 

, : NERAL MANAGER or sales manager— 

ervice age 32, married, two children, college 

it is§ graduate. Twelve years’ experience all 
phases of busine§s retail and wholesale. 

three Proven record of hiring and training sales 

ts 100 forces that produce sales and profits. 
Guaranteed sales program, Presently em- 

e than ployed. All replies must be held in strict 

in thedconfidence. Box 6461, c/o Automotive 

ard. News, Detroit 26. 

Super 







ENERAL MANAGER OR sales manager— 
30 years’ experience in all phases of the 
automobile business including auto auc- 
tions. New car dealer 24 years. Now 
owner of a successful used car business. 
Age 52, physically fit, financially inde- 
pendent but not ready to retire. Unex- 
celled character, ability and integrity ref- 
erences. Prefer the south—Florida or the 
Guif Coast; Cadillac, Buick or Cadillac 
@ual. Available after December ist. Write 
Box 6455, c/o Automotive News, Detroit 
2. 
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SIRE OFFICE MANAGER position west 
feast Chrysler Corporation dealership. 
Prefer small or medium—California or 
Oregon City but will consider others. 
Presently employed Chrysler - Plymouth 
Bgency but desire position with future 
Offering incentive plan and advancement 
With possibility part or complete owner- 
Ship later. Age 33, married, two children, 
r, reliable. Excellent accounting back- 
und, familiar with management phase 
business. Understand taxes, daily oper- 

g controls, etc. Recently completed 
ie Manpower’’ course. Am an- 
to assume responsibility and looking 
dealer who wants to turn his head- 
over to me. Write Box 6456, c/o 
motive News, Detroit 26. 





D CAR MANAGER available now. 12 
Jears’ experience, volume producer, excel- 
lent references; sober and dependable. 
—- | Will consider any good location. Box 


t dealer | 6457, c/o Automotive News, Detroit 26. 
n to in- 
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CCOUNTANT-OFFICE MANAGER. Ford 
Merchandise School graduate. 


lanagement experience. Presently em- 
ployed as accountant-office manager met- 
fopolitan dealer in midwest. Like to re- 
lbcate with Ford dealer in smaller city. 


tive News, Detroit 26. 


With proven sales ability, familiar with 
all phases of dealer operations. Married, 
family, 35 years of age, Excellent refer- 
tmces. At present general manager of 
Ford dealership. Prefer south or west. 
Details confidential. Box 6449, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


VEALERSHIP HANDLING Pontiac, Well 
tstablished, 100 to 125 normal contract. 
Small town in fastest growing, most at- 
tractive part of central Florida. Will sell 
or lease very adequate building. Health, 
Teason for selling. Box 6404, c/o Auto- 
motive News, Detroit 26. 








OFITABLE ACCOUNT handling Nash— 
car contract in central Pennsylvania. 


min- 100,000 trading area, Long term lease. 


No accounts payable or receivable. Used | 


tar inventory optional. Excellent service 
department. 70% absorption, Health rea- 
ton for selling. Box 6417, c/o Automotive 
News, Detroit 26. 











DLING DODGE and Plymouth in 
Rortheast Louisiana—100 to 200 unit 
Potential. Clean parts inventory, no used 
tars or receivables. Same dealer over 20 
Years. Inquire Box 6451, c/o Automotive 
News, Detroit 26. 


ALERSHIP HANDLING Chrysler and 
Plymouth. Parts, accessories, tools, office 
*tquipment—complete. Rental $90 month. 
Illinois county seat. $15,600 inventory. 
$6,500 down payment, Balance dependent 
‘m buyer’s qualifications. Box 6452, c/o 
Automotive News, Detroit 26. 








ynity 






and 






ssna 






alls, 







15 years’ | 
perience as accountant. Ford dealership | 


Prefer midwest. Box 6458, c/o Automo- | 


ERAL MANAGER or sales manager | 


DEALERSHIPS AVAILABLE 


WILL SACRIFICE for $17,000. Well estab- 
lished dealership handling Chrysler-Plym- 
outh, In progressive northern Ohio city. 
Write Box 6453, c/o Automotive News, 
Detroit 26. 


LARGE GARAGE AVAILABLE on JU. 8. 
40 in Greenfield, Indiana—16 miles east 
of Indianapolis, Population 8,500. Build- 
ing 150x130. Large showroom, attractive 
parts department, sales and bookkeeping 
offices, large modern shop and adjacent 
parking lot. Agency handling Dodge- 
Plymouth for eléven years, No Chrysler 
dealer in city. Available in 30 days. Write 
H. K. Arnold, 302 East Main St., Green- 
field, Ind. 


DEALERSHIP AVAILABLE handling dual 
Cadillac, In valley of Virginia. Capitaliza- 
tion requirement $35,000. Parts and equip- 
ment for sale about $16,000. Economy 
supported by agriculture, industry and 
educational institutions. Present owner 
purchasing bigger deal, Reply Box 6443, 
c/o Automotive News, Detroit 26. 

OPPORTUNITY FOR SOMEONE who can 
qualify for franchise handling Ford in 
prosperous central Texas town. Owner 
deceased, Present facilities available for 
immediate occupancy with lease on facili- 
ties. Wire or telephone Mrs. H. P. Man- 
ske, Phone 2093, McGregor, Texas, 


HANDLING DeSOTO-PLYMOUTH — Inter- 
national trucks. Suburban-rural near Ak- 
ron, Ohio. Showroom, complete garage on 
a main highway. Noted for reliable serv- 
ice for 25 years. Owner retiring. Gordon 
Weber, Agent, R.F.D. 1, Atwater, Ohio. 

DEALERSHIP FOR SALE handling Buick. 
Located in one of midsouth’s most pros- 
perous towns in the heart of T.V.A. area, 
Large industrial payroll and rich farm- 
ing area. Population of city 18,000. Plan- 
ning potential 275 cars. Have to sell due 
to ill health, Parts and equipment priced 
to go. Lease on building available. New 
models be out soon. Call or write. Phone 
Evergreen 8-5843, Roy Gallaher, P. O. 
Box 602 Columbia, Tenn. 


DEALERSHIP WANTED 


GM DEAL UP TO 300 cars. Preferably in 
Michigan. Have cash and factory ap- 
proval. Ready to act. Strictly confidential. 
Box 6441, c/o Automotive News, Detroit 
26. 

















NEW YORK METROPOLITAN area. Inter- 
ested in one of “‘Big 3.’’ At present em- 
ployed as sales manager in volume dealer- 
ship. Will buy outright or may consider 
% interest. Strictest confidence. Box 6459, 
c/o Automotive News, Detroit 26. 


EXPERIENCED AUTO MAN with substan- 
tial capital desires acquiring GM dealer- 
ship within 50 miles of New York. Reply 
in strict confidence. Box 6450, c/o Auto- 
motive News, Detroit 26. 


DEALER SERVICES 














Auto Salesman—Sell More 


Make friends with this give away colorful 
“lucky” rabbit's foot key chain. 


| 20 for $1.00 - 110 for $5.00 
With Mailing Cards Attached 
CHAS. N. BRAND 
154 W. 27th St. New York 1, N. Y. 








METAL PLATING 
POLISHING & BUFFING 


PRODUCTION RUNS 


@ Nickel @ 
Flash Chroming of 
Stainless Steel Trim 
Polishing of All Metals 


Estimates Sent On Request 


A & A PLATING, INC. 


2700 Erskine Detroit, Mich. 
Lorain 7-9575 


Copper 


Chrome 











Inventory Service 


Buying or Selling a Dealership 
© Buy Right © Sell Right 
Parts—Accessories—Equipment 

© © A disinterested certified physical 
Inventory will save you money © ® 
DON’T GUESS—BE SURE 
Call or write for service details. 
Automotive Inventory Service Co. 
| 10040 Freeland, Detroit 27, Mich., WE 3-6445 
Western Dealers Attention 


| 429 S. Western Ave. Los Angeles 5, Calif. 
DU 9-5095 








AUTOMOTIVE 
AUCTIONEERS 
(BONDED) 

AUTOS — TRUCKS — MACHINERY 
AGENCIES — GARAGES — STORES 
ANYWHERE IN JU. S. 
A. C. AUCTION CO., INC. 
| San Diego, Calif. 
1052 Leslie Rd., El Cajon 


Hi. 4-1728 











BUSINESS OPPORTUNITIES 


Make $75.00 A Day 


Regroove tires for automobile dealers, 
fleet operators, and trucking companies. 


The portable HONEYCUTT Automatic 
TIRE REGROOVER grooves all standard 
make treads . . . does a uniformly perfect 


job. Pays for itself in just three months. 


MAKES YOU A GREATER NET PROFIT 
WITH LESS CAPITAL OUTLAY THAN 
ANY OTHER EQUIPMENT. No previous 
experience necessary, yet you can clear 
better than $10,000 the first year. 


Write or call HERMAN SMITH DISTRIB- 
UTING CO., 315 Austin, Houston, Texas, 
Phone CApitol 7-9545. 


Finance Plan Available 
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CARS FOR SALE 


1954 CHEVROLET MODEL 3805 panel, 
automatic transmission, radio, spotlight, 
heater, Red—very clean. $1,295. Snyder 
Chevrolet Sales, Culver, Ind, Phone Vick- 
ing 2-3344. 


FOR SALE—FLEET passenger cars, Ap- 
proximately 1,000 1955 and 1956 Chevro- 
lets, Plymouths, Fords—2-door deluxe 
models. Many with V-8 and automatic. 
All with heaters, outside mirrors—some 
with radios. Low mileage—one driver. 
Assorted colors. These are not taxicabs or 
leased vehicles! Available within 3 months 
after 1957 models announced, Units lo- 
cated 48 states. Take one or all. Sales 
final at pickup. Box 6460, c/o Automo- 
tive News, Detroit 26. 


CARS WANTED 





WANTED TO BUY 


Large Number of Late Model Fleet 
or Leasing Cars for Export Purposes. 
Write full quality, quantity 
available, date available and price in first 


description, 


letter. 


Reply to 
P. O. Box 8752 University Park Station 
Denver 10, Colorado 








PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 





FOR SALE—FIVE used chrome wire wheels 
in excellent condition for following Pack- 
ard and Clipper models—all 26th, 5402- 
06-26-31, 5580 and 5680-88. $75. Bickel- 
haupt Motor Co., Clinton, Iowa, 


PARTS WANTED 








FOR 
Ford models—i949 upwards, unreconditioned 
sub assemblies suitable for reconditioning. 
Allowing for wear, these sub assemblies must 
be of standard sizes. Engines already recon- 
ditioned are not required. For further infor- 
mation reply to 

MIKE APPEL MOTOR CO., LTD. 

P. O. Box 3648 Johannesburg, S. Africa 











SHOP EQUIPMENT FOR SALE 


CLAYTON DYNAMOMETER, model C 41, 
top floor and portable with tune-up in- 





struments. $1,275. Carl Tengdin, 705 
Whitley, Joliet, Illinois. Phone Joliet 
2-8228. 





SHOP EQUIPMENT WANTED 








SHOP EQUIPMENT WANTED 


1 am in need of floor jacks, steel bins, and 
other shop equipment. Anyone going out of 
business or that has the above items, please 
contact 


VARNELL CHEVROLET COMPANY 
Tracy City, Tennessee 








TRUCKS FOR SALE 


1955 CHEVROLET 4100, two speed, 7.50x20 
tires, 490 Holmes twin boom wrecker. 
1951 Ford F-8, two speed, 10.00x20 tires, 
W35 Holmes wrecker, 1954-55 Ford F750 
tractors, 2 speed, air brakes, 1953 White 
WC2464 tandem tractors, 8 speed Road 
Rangers, lockouts, sliding 5th wheels. 
1953 White WC2262PLT steering tandem 
tractors. 1952 GMC, 650 Diesel tractor. 
1945 Federal 6x6 tandem wrecker. New 
25 ton tandem lowboy trailers ... big 
discount. Write or call Bill Fishel, Van- 
deventer Auto Sales, 717 8S. Vandeventer, 
St. Louis 10, Mo, Phone Franklin 1-1750. 


1950 FORD EQUIPPED with Holmes 
wrecker in A-1 condition. Ready to go to 
work, Bob Gillen Ford Sales, Gallipolis, 
Ohio. Phone 274. 


TRUCKS WANTED 
WANTED TO BUY—One late model GMC 
truck with either a Holmes No. 650 or 
a No, 525 wrecker, Pischke Motors, West 
Salem, Wis. 


TRUCK EQUIPMENT FOR SALE 


TOW CHAMP WRECKERS sold through 
car dealers. Write for prices and dis- 
counts. Cass Manufacturing Co., Har- 
risonville, Mo. 


BUSES WANTED 


WILL BUY USED school buses--36 to 66 
passengers. One or twenty, also airpor- 
ters, Dealer, Box 6447, c/o Automotive 
News, Detroit 26. 





BUSES FOR SALE 


NEW SCHOOL BUSES for immediate de- 
livery at dealer’s net cost F.O.B, Phila- 
delphia, Pa, 2—1956 Ford B-750, 60 pas- 
enger, 2—1956 Ford B-700, 60 passenger. 
2—1956 Chevrolet 8802, 60 passenger, 3— 
1956 Dodge C3KS8, 66 passenger, Pilgrim 
Motors, Inc., 160 E, Plumstead Ave., 
Lansdowne, Pa, Ph, GReenwood 7-7738. 


ANTIQUE CARS FOR SALE 


1924 MODEL 63 CADILLAC sedan, Drive 
it away top speed. Best offer takes. Peters 
Company, Stevens Point, Wis. 





MISCELLANEOUS 





3-PLY CONVERTIBLE TOPS, $18.75. Head- 
linings, $12.50. Willys Jeep tops, $72.20. 
%-ton truck canvas with bow assembly, 
$70.06. Heavy gauge clear plastic seat 
covers, $13.50. Free catalog, Big Buck, 


307 Cambridge, Boston 14, Mass. 
BU AMERICA'S 
LEADING VALUE 
TODAY OUR YELLOW BAR 
is the ONLY UNIT ON THE 
MARKET WITH UNIVERSAL 
(WRIST) ACTION. 


Automatic BrakinG 
COMPLETE WITH $61* 


GUIDE CABLES AND 
BRAKE HOOK-UP......... 
MEETS ALL I.C.C. 
REQUIREMENTS 
With Brake 
Hook-U $B 445 
on On Cables 5 1 


Less Guide 


TOW-KING 
4 Point Hook-Up 


Another Automatic 


BraKinG SPECIAL 
Product $45° 


Meets 1.C.C. Strength Requirements 


—SPECIAL— 
QUICK-TOW Bumper- 


TRI-KING 3-Point Hook- 
Up iIntra-State Tow Bar 


SAFETY CHAINS, set of 2, only....$2.50 


Tow Bar Sales Co. 
Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE2-0700 AN 3-8888 Nites: DO 3-8373 


we 
Call Collect “* py horses 


40 So. Clinton St., Chicago 6, Ill. 











New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE CONNECTION: 


Car Dealer [) Truck Dealer [] Manufacturer [] 
Jobber [] insurance [] Financial [) Supplier (] 
eth OE Gi sa é.ncetcctiensnrnecectepensseasas i1d644seen0ee 
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MISCELLANEOUS 


MEETS ALL I.C.C. 
REQUIREMENTS 


The NEW 
BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 


AUTOMATIC BRAKE 
& GUIDE CABLES 


ONLY ONE CHAIN LOCK BOLT 
ATTACHES COUPLING HEAD 


FOUR CLAMPS TO FIT 
98% OF ALL CARS, PLUS 
2 Large adaptor clamps 


are included with each unit 
DEALERS' SPECIAL (F.O.B. Factory Net) 


Less Guide Cables 
$5 35 FED. TAX 
INCLUDED 
WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 
GUIDE CABLES 


DEALERS' SPECIAL (F.0.B. Factory Net) 


$970 FED. TAX 


INCLUDED 


| @ 
THE FAMOUS 


MOTO-MATIC 
TOW «+ GUIDE 


WITH UNIVERSAL 
(WRIST) ACTION. 
Four Clamp Hook-Up 


DEALERS SPECIAL (F.O.B. Factory Net) 


$ 44*5 FED. TAX 


INCLUDED 
Meets 1.C.C. Strength Requirements 


e 
Liberal 


Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING 


COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 
* 
Canadian Factory Distributors 
FIVE WHEELS LIMITED 


599 Yonge St. 
TORONTO 10, ONTARIO 
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‘Our Pontiac sales this year are 
ahead of ’55, thanks to Local-TV; 


says George Pattison, 
of Pattison Pontiac Co., 


reporting results over 
WDSU-TV, New Orleans 


Ahead of 1955? That's a real achievement, 
Mr. Pattison. 


Our salesmen are mighty proud of it—and they 
have a right to be. But we couldn't have done 
it without television. 


Why do you say that? 


Because our saturation-schedule of programs 
and spats on WDSU-TV has proved to be the 
greatest producer of buyers. We've been having 
excellent floor-traffic, and TV is what brings 
the people in. 


How long have you been using television? 
Over two years. Results have been so positive — 
so directly traceable —that 95 percent of my ad 
budget is devoted to it. 


What type of copy do you use? 


No gimmicks... but concise and specific copy. 
We blend product emphasis, including price, 
with strong institutional copy. The quality of 
the copy furnished by our advertising agency 
and the excellence of presentation by station- 
talent has contributed greatly to our success. . 
Also, television permits heavy name-emphasis, 
with the result that George “Pontiac” Pattison 


is a househo!d phrase around New Orleans. 


Is it true that vou lead this entire district in ’56 


sales? 


Yes, for seven straight months we have been 
sales-leader among Pontiac dealers in the South. 
To put it plainly, we have held up our sales- 
volume and our profits by continuing our vol- 
ume TV advertising. Without it, I don’t believe 
my dealership could have survived in the past 


GEORGE “PONTIAC” PATTISON, President of 
Pattison Pontiac Company, New Orleans, La., the 
dealership which all year has ranked in sales among 
the first ten of all Pontiac dealers in the nation, 


year! 





i; Television’s 


iG Al be -TYV First Exclusive 
For sales building availabilities on these major-market stations...Call L. National 


Representative 
















WTVR — Richmond WEBNS-TV — Columbus WBKB — Chicago WFIL-TV — Philadelphia WPRO-TV — Providence WEWS —Cleveland KFRE— Fresno 
WDSU.TV — New Orleans KING-TV — Seattle-Tacoma WXYZ-TV — Detroit KVOO.-TV — Tulsa WIIC—Pittsburgh WCPO.-TV — Cincinnati KGO-TV —San Francisco 
tab WOW.TV — Omaha KTTV — Los Angeles WABT — Birmingham WFLA-TV — Tampa-St. Petersburg WNEBF-TV — Binghamton WMCT— Memphis WABC-TV — New York 





Offices: NEW YORK * BOSTON * CHICAGO «+ DALLAS ¢* DETROIT + JACKSONVILLE *© LOS ANGELES «+ ST. LOUIS * SAN FRANCISCO « SEATTLE 
TEmpleton 8-5800 HUbbard 2-3163  SUperior 7-5580 Riverside 4228 = WOod'rd 1-6030 Elgin 6-5770 DUnkirk 1-381) CHestnut 1-5688 YUkon 2-7068 Elliott 6270 





